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First-Half Sales 
Run Second Best 
At 3.4 Million 


Compacts Hit Peak 
Of 25 Pet. in June; 
Imports Get 8 Pct. 


By Robert M, Lienert 
Associate Editor 
oe ee registrations turned 
out as “scheduled”—besgt in his- 
tory except for 1955—but the total 
was a bit higher than had been 
expected, according to figures just 
released By R. L. Polk & Co. 

The six-month total was 3,411,- | 
169 new-car registrations, com- 
pared with 3,087,310 last year and 
the alltime record 3,519,629 rung 
up in the 1955 period. Projections 
earlier had indicated a first-half 
count of about 3.3 million, 

For June alone, the total was 
595,864, compared with 585,932 last 
year and the record 681,372 in 1955. 
This year’s June was third best on 
the books, having been exceeded in 
1954 as well as 1955. 

* + * 

E was off sharply from the 
previous month, when the count 
was 647,055 (registrations also 
topped 647,000 in April), and pre- 
liminary reports indicate the sales 
decline continued through July and 

into this month (see Page 2). 

Domestic compacts captured a 
record 25.05 percent of all June 
sales. The previous high, 23.91 
percent, had been chalked up a 
month earlier. 

The six compacts accounted for 
22.47 percent of all first-half regis- 
trations. A year ago, when the com- 
pact concept was embodied only by 
Rambler and Studebaker, their 
share was 7.95 percent. 

+ ae * 
praicoms recaptured No, 1 spot in 
sales among compact cars in 
June, pushing Rambler back into 
second place, 

The race was still a ding-dung 
affair, however; Falcon had 
41,927; Rambler, 41,158. 

Industry sources gave the follow- 
ing June figures for the other com- 

pacts: Valiant, 20,744; Corvair, 
18,231; Comet, 17,583, and Stude- 
baker, 9,608. 

Imports accounted for 7.94 per- 
cent of first-half registrations with 
270,713 units. A year ago, with 291,- 
772 registrations, their penetration 
was 9.45 percent. 

The June total of 43,309 for im- 
ports represented a decline for the 
third month in a row. A year ago, 

(Continued on Page 4, Col. 1) 





Top Cars 


New passenger-car registra- 
tions for six months: 


1960 1959 
Pos. Make Pos. 
1— 887,671 Chev. 157,050— 1 
2— 725,695 Ford 135,179— 2 
3— 238,940 Plym. 195,785— 4 
4— 219,232 Rambler 176. - 6 
5— 207,911 Pontiac 201,06]— 3 
6— 193,312 Dodge 72, 10 
I— 178,254 Olds. 194 5 
8— 135,487 Buick 134, q 
9— 81,702 Mercury 176,962— 8 
10— 76,488 Cadillac 75,943— 9 
1l— 59,013 Stude. 68,571—11 
12— 655,216 Comet_............... 
18— 41,089 Chrysler 31,973—12 
14— 14,795 DeSoto 23,051—13 
15— 11,894 Lincoln 15,037—14 
16— 8291 Imperial 9,076—15 
276,229 Misc. 318,782 
Total All Makes 
3,411,169 3,087,810 


Further details on Page 34. 
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How Makers Fared in Car Sales 


(Number of Units) 
First Half, 1960 vs. 1959 
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Importers Spurring Sales 
With ‘Yankee’ Methods 


By Ed Brown 

Staff Correspondent 
EW YORK.—The squeeze on 
imports is leading to merchan- 
dising improvisations which resem- 
ble closely those used by their 

American cousins. 

The developments of the past few 
months have brought about an at- 
mosphere of conjecture on the part 


Import Stockpile 
Levelling Off as 


Shipments Slow 


By Maynard M. Gordon 
News Editor 
T= national inventory of new 

imported cars, estimated at a 
record 140,000 as of Aug. 1, appears 
to be levelling off. 

After two monthly surges to- 
talling 34,000 units, the import 
stockpile rose only 8,000 cars in 
July. Distributors and dealers 
credited reduced shipping sched- 
ules from abroad and a pickup of 
sales in certain makes for the 
improvement in supplies. 

The 92-day supply of imports in 
the United States—also a new high 
—compared with an 89-day load at 
the first of July. However, indivi- 
dual dealer stocks ranged from less 
than 30 days for Volkswagen and 
British sports cars to more than 
120 days for other European econ- 
omy sedans, 

* 7 + 


[PORT -CAR shipments, as re- 
ported Thursday by the Auto- 
(Continued on Page 36, Col. 1) 


of qualified observers as to how the 
problems will eventually.be solved. 
With tough-to-move models a 
staple in just about. every im- 
porter’s stocks, two methods have 
been adopted to stimulate both 
dealer and customer interest. 

The first is a “kissing cousin” to 
the model-end domestic practice 
which has become so widespread in 
the past few years. It igs the bonus 
or extra discount on cars in stock. 

One importer is known to be of- 
fering dealer incentives as high as 
$300 per unit on an economy sedan 
with a list price of $1,600. 

* * * 


~ SOME cases, the “dealer divi- 


dend” has been offered to the 
(Continued on Page 40, Col, 1) 
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2anup Bonuses; 


GM. Is Holding Off 


SRK. Tenney 


IX ude paying 
buildout bonuses last week, but 
General Motors continued to "play 
a “holdout” role in the ’60 rebate 
picture. 

In the bonus ranks were stand- 
ard Ford, Plymouth, eee 
Imperial, Studebaker and Ram 
ae American. Some other makes 

were close to a decision 
a end-of-model rebates as Auto- 
motive News went to press. 

There is considerable doubt that 
GM will offer buildout bonuses this 
year. The question arose several 
times at last month’s meeting of the 
President’s Dealer Advisory Coun- 
cil, but corporation officials report- 
edly gave no direct answer, 

* + oe 


(tA attending the meeting 
got the impression that there 
will be no buildout rebates on ’60 
models. 


Some observers believe that a 
GM buildout bonus hinges upon 
the sales figures for the first two 
10-day periods of this month. 
They feel a bonus is a possibility 
if August sales do not show an 
increase over July deliveries. 

It is likely that the GM divisions 
have programs drawn up and ready 
for use if they are needed, 

Last year, every GM make except 
Cadillac was paying bonuses by 
mid-July. Cadillac traditionally 
shuns such incentive programs. 

* * * 


At PRESENT, Corvair is the 
only GM line which carries a 
rebate, and the Corvair payment 
is only $25 per car—hardly enough 
to qualify as a full-fledged buildout 
bonus. 

GM dealers, of course, are as- 
sured of the 5 percent carryover 


bonus on all new ’60 models in 


Inside 
Auto News 


e Wilkie views the upcoming 
competition, Page 2 

evU. 8. auto museum? Page 16. 

e Inside NADA, Page 8. 

e@ New multifuel engine, Page 21. 

e@ Dealer suggestion plan, Page 3. 





As of This Week... 


Here's the Score on Changeovers 


61 Makes Down for 


In Production Changeovers 
Buick Special Buick (Std.) 
Chrysler Imperial 
DeSoto Pontiac 
Dodge Dart Rambler 
Dodge Lancer Studebaker Hawk 
Dodge (Std.) Studebaker Lark 


Plymouth (Std.) CANADA 

Plymouth-Valiant |Chrysler Corp, 

Oldsmobile F-85 |General Motors 
Ford Motor 
Studebaker 


Going Down 60s Still 
This Week In Production 
Cadillac Checker 
Ford (Std.) Comet 
Oldsmobile (Std.) |Corvair* 
Chevrolet (Std.)* 
Falcon 
Lincoln 
Mercury* 
Thunderbird 


*Some plants down for changeovers, but not officially built out on ’60 models. 








inventory when the ’6l1s are in- 
Studebaker 


also pays a 
5 percent bonus on carryovers, 
and American Motors rebates 4 
percent. 


Ford Motor and Chrysler Corp. 
franchises call for a 5 percent car- 
ryover payment to dealers if no 
bonus has been offered during the 
cleanup. 

This year, Ford Division has au- 
thorized a $75 payment on standard 
Fords carried into the ’61 selling 
season, despite the fact that a 
buildout bonus igs in effect. Thun- 
derbird will carry the regular 5 
percent, and there will be no bonus 
on Falcon. 

* * a 
FotLowimne is a summary of 
buildout bonus programs cur- 
rently in effect: 


Chrysler dealers receive $100 per 
(Continued on Page 4, Col. 4) 


More Shutdowns 
Keep Car Output 
Below Year Ago 


By Martin L. Whitmyer 
Staff Writer 

Parnas and Rambler closed 

out their ’60 model production 
last week while Corvair, standard 
Chevrolet, standard Ford and Mer- 
cury began phasing out at several 
plants across the nation. As a re- 
sult, car output remained below the 
year-ago level, 

Last week’s car output totalled 
an estimated 104,837 units, com- 
pared with 107,108 assemblies a 
week earlier and 108,239 cars dur- 
ing the week ended Aug. 8 a year 
ago. 

With Comet establishing an out- 
put high for the second consecutive 
week and Falcon at-near-record 
levels, compact-car output last 
week accounted for 28.5 percent of 
total industry production on 29,911 
assemblies. A week earlier, how- 
ever, the compacts took 30.7 per- 
cent on 32,835 assemblies. 

* * * 

ADILLAC, standard Ford and 

the standard Oldsmobile will 
complete ’60-model production this 
week. Still building ’60s will be only 
a scattering of Corvair, Chevrolet, 
and Mercury plants plus Checker, 
Comet, Falcon, Lincoln and Thun- 
derbird. 

Checker has not announced a 
changeover date, while Mercury’s 
continuation of ’60 model output 
is dependent on how soon a strike 
is settled at its Wayne (Mich.) 
plant, Mercury Los Angeles and 
St. Louis assembly units already 
are down for changeovers. Offi- 
cials said Mercury will build out 
on ’60 models at Wayne once the 
strike has been settled. 

Falcon will build out at San Jose, 
Calif., on Aug. 24, while the Falcon 
lines at Metuchen, N. J., and the 
Comet-Falcon lines at Lorain, O., 
and Kansas City will stop '60 model 
output Aug. 26, All Ford Motor 
compact-car lines are scheduled to 
begin °61 model output Aug. 29, 

Standard Ford, out of production 
at Los Angeles since July 30, built 
out at Dallas and Mahwah, N. PR 
last Friday (Aug. 5) and will com- 
plete buildouts at its other plants 
this Friday (Aug. 12), All standard 

(Continued on Page 39, Col. 3) 
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Industry Total Lowest Since Winter .. . 


New-Car Sales Recede in July 


— contests ending June 30 
robbed July of the new-model 
volume impetus that had prevailed 
since last February. Industry an- 
alysts last week estimated July 
new-car sales at only 425,000, a loss 
of 23 percent from final registra- 
tions of 552,555 domestics in June. 

The indicated July total was the 
lowest since January of this year, 
when 389,696 new domestics were 
registered. It was the poorest July 
since the recession year of 1958, in 
which the month accounted for 
407,624 new-car titlings. 


In July, 1959, a total of 566,453 
new domestics and imports were 
registered. 

Domestic makes’ July sales all 
fell off June performances, al- 
though year-to-date totals still 
were running above 1959 for some. 

Plymouth-Valiant sales by deal- 
ers totalled 34,030 last month, near- 
ly 24 percent below June’s combined 
total of 44,676. Plymouth-Valiant 
deliveries of 280,082 new units for 
the first seven months of 1960, how- 





‘Wagon Value Days’ On 
For Mercury, Comet 


DEARBORN.—A station wagon 
promotion called “Wagon Value 
Days,” will be launched by Lin- 
coln-Mercury-Comet dealers this 
month. The program will be sup- 
ported by the largest station 
wagon kit of promotion mate- 
rials ever provided the 1,620 deal- 
ers who sell Mercury and Comet 
station wagons. 

Included in the kit is a station 
wagon plan book, a product com- 
parison meeting guide, a window 
trim kit, jumbo price tags, prod- 
uct feature cards, handbills, 
salesmen’s lapel badges, sample 
advertisements, RSVP cards and 
product literature. 





ever, exceeded a year ago by 15 
percent and were the highest for 
Plymouth since 1957. 

Rambler, which set a sales rec- 
ord in June of 48,474, skidded 34 
percent to 31,904 in July. The 
American Motors total, though, 
shaded its July showing last year 
—31,768. 

With two months to go in‘ the 
1960 model year, Rambler retail 
sales already top those set in record 
1959, said Roy Abernethy, vice-pres- 
ident of automotive distribution and 
marketing of American Motors. 


July was the 34th consecutive 
month in which Rambler sales 
exceeded those of the comparable 
year-earlier month, Abernethy 
said. In the first seven months of 
the calendar year Rambler sales 
totalled 268,494, a gain of 21 per- 
cent over the January-July period 
of 1959. 

High-flying Dodge reported deal- 
er deliveries of 31,332 new cars in 
July, off 20.4 percent from June’s 
39,346. But Dodge sales for the year 
to date reached 231,992 and were 
ahead of the seven-month period 
of 1959 by 157 percent. 

Retail sales of Dodge cars last 
month were 132 percent higher than 
the 13,527 sales in July, 1959, Gen- 
eral Manager M. C. Patterson said. 


In the calendar year through 
July, Dodge sold 231,992 cars, 
compared with 90,321 in the same 
period last year, he stated. 

In the last 10 days of July, Dodge 
sold 10,939 cars—an increase of 117 
percent over the 5,045 cars sold in 
the same period last year, accord- 
ing to Patterson. 

A 33.7 percent loser from June to 
July was Ford’s Falcon, whose sales 
by dealers totalled 30,290 last 
month. There were 45,712 Falcons 
sold at retail in June and 270,638 
in the seven-month period, accord- 
ing to a Ford Division spokesman. 


Sales decreases exceeding 30 per- 





Wilkie Views... 





The New Entries for 61 


By David J. Wilkie 

THE NATION’S automakers 
have invested several hundred mil- 
lions of dollars in the revival of 
lower-priced and smaller cars, The 
move promises to 
be one of the 
most _ profitable 
they have made 
in several dec- 
ades. 

Several wholly 
new cars in this 
classification will 


lic debut at the 
National Automo- 
bile Show in De- 
troit Oct. 15-23. 





D. J. Wilkie 
Noteworthy among them will be 
new units offered by Buick, Olds- 


mobile and Pontiac, the Special, 
F-85 and Tempest, respectively. 
With wheelbase only a few inches 
shorter than the standard-size 
Chevrolet model, these new cars 
cannot be described as “compact” 
units in the popular concept of the 
term. They were designed to com- 
pete with the very successful Dodge 
Dart and Comet models, rather 
than with Corvair, Valiant and 
Falcon and imported smaller cars. 


Restoration of a Special series 
to the Buick line should do much 
to increase Buick’s share of the 
overall car market. The F-85 also 
opens a wider competitive field 
for Oldsmobile. The same is true 
of Pontiac’s Tempest. 

The Tempest will offer the first 
four-cylinder engine the industry 
has had in several decades as 
standard equipment. “You won’t be 
able to tell the difference between 
its performance and that of a six,” 
says Semon E. Knudsen, Pontiac 
general manager: 

At the same time, Knudsen will 
offer a V-8 engine ag an option in 
the Tempest, matching the Special 
and the F-85 in powerplant instal- 
lation, Few of the automakers add- 





ing lower-priced models to their 
lines for 1961 will admit these units 
will cut into deliveries of their con- 
ventional size cars. Knudsen says 
the Tempest series “will be plus 
business for Pontiac.” 

* > on 


ALL THE NEW smaller cars 
have great eye appeal. Standing 
alone they do not look like small 
cars. Incidentally, several of the 
Standard models to be shown at 
the National Auto Show will be as 


make their pub-|™uch as two inches shorter than 


(Continued on Page 36, Col. 1) 


101.4 Percent of 


Business Barometer 


Automotive News Economic Index — 


124.9 Percent of Like Week Last Year 


Auto Production ............... 107,108 95.4 87.4 
Truck Production ............. . 21,951 106.6 109.3 
Auto Registrations—yYear to date. . 3,441,169 rare 111.4 
Truck Registrations—year to date. 491,453 Saas 104.5 
Steel Production—Tons ......... 1,520,000 98.1 440.6 
Paperboard Production—tTons.... 323,825 104.4 97.5 
Seft Coal Output—tons ........ 7,940,000 109.0 108.0 
Oil Refinery Output—torrels ..... 49,956,000 97.4 102.1 
Electric Output—Kilowatt hours.... | 14,746,000,000 102.2 107.0 
Barometer Freight Car Leadings 326,674 101.1 101.2 
Department Store Sales Index .. 121 101.7 103.4 
Stock Market Price Index....... 394.1 101.2 89.3 
U.S. Gevernment Spending 

—Fiscal year to date .......... e. $7,111,063,000 re 100.8 
Commercial and Industrial Loans $31,214,000,000 99.5 109.2 
Savings Deposits ................ $31,291 ,000,000 100.4 101.5 
Used-Car Prices-—Average........ $977 103.3 93.7 
Business Failures ................ 293 113.1 116.3 
Common Common 
Stocks Aug.3 July 27 1960 Range Stocks Aug.3 July 27 1960 Range 
AMC....... 20% 20% 29-24% i siicheins a’ 45% 42%, 50%-41% 
Chrysler... 40% 42% 71%-40% Mack...... 34, 335% 52%-33% 
Ford...... 62% 61 92% -60% OS oss ons 8% 8%, 24Yy- BY 
GM........ 42% 425% 55%-42'%p White...... 43% 43 67%-41% 


(Aug, 8, 1960) 


cent from June to July were noted 
for all products of Lincoln-Mercury. 
July sales totalled 12,511 for Comet, 
off 31.3 percent from the June peak 
for the new compact; 9,276 for Mer- 
cury, down 30.6 percent, and 1,084 
for Lincoln, off 31.1 percent. 


General Motors accounted for an 
estimated 200,000 July retail sales, 
compared to 258,994 new-car regis- 
trations by GM divisions in June. 
Pontiac claimed dealer deliveries of 
30,587 new cars last month, off from 
June registrations of 35,288, Olds- 
mobile showed a comparable de- 
cline—from 28,360 in June to slight- 
ly more than 24,000 in July, Buick 
sales fell from 22,096 to 18,057. 

Chevrolet, although mirroring the 
July downturn from June, hailed a 
seven-month performance which set 
an alltime division record. January- 
July retails of 1,059,128 new Chevy 
cars, including 129,880 Corvairs, 
was more than 50,000 units ahead 
of the previous seven-month record 
set in boom 1955, according to Gen- 
eral Manager E. N. Cole, The year- 
to-date mark exceeded Chevy’s 
seven-month total last year by more 
than 15 percent, he added. 

From June new-car registrations 
of 161,284, Chevrolet dealers declin- 
ed to’a delivery level of 114,996 last 
month, Corvair sales totalled 15,673 
last month, against 18,231 in June. 


Aeronutronic Adds 
Unit to Probe 


Auto Electronics 


NEWPORT BEACH, Calif. — 
Entry of the Aeronutronic Division 
of Ford Motor Co. into the broad 
field of automotive electronics was 
announced by 
Gerald J. Lynch, 
general manager. 

Lynch announc- 
ed establishment 
of the automotive 
electronic equip- 
ment operations 
unit and the ap- 
pointment of 
Lowell E. Krieg, 
former assistant ” 
to the general “ 
manufactur- Ka ¥. Bvteg 
ing manager of the Ford Division, 
as general operations manager. 

“The newly established automo- 
tive electronic equipment opera- 
tions represents an important addi- 
tional step forward in the applica- 
tion of Aeronutronic’s scientific tal- 
ent and accumulated fund of 
knowledge in the interests of pri- 
vate industry, commerce and the 
individual consumer,” Lynch said. 

He predicted that the application 
of advanced electronic technology 
to automotive products in general 
would expand at a tremendous rate 
throughout the next decade. 
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ATAM Elects New Officers— 





New officers of the Automotive Trade Assn. Managers, elected at the group's meeting 
at Mackinac Island, Mich., are, from left, Otto P. Henneberger, manager of the New 
Jersey Automotive Trade Assn., vice-president; Amos T. Crowl, manager of the North- 
ern California Motor Car Dealers Assn., president, and William W. Egelhoff, secretary- 
manager of the Motor Car Dealers Assn. of Greater Kansas City, secretary. 





Suit Threatens to Bring 
Chrysler Probe to Court 


By Kenneth C. Kelley Jr. 
Staff Writer 


HE conflict-of-interests case at 

Chrysler Corp. mushroomed last 
week with developments on a num- 
ber of fronts. These were the high- 
lights of what happened: 

1. The probe of conflicting inter- 
ests spread beyond its first subject, 
William C. Newberg, to include at 
least two other Chrysler executives. 
One of them was listed as Jack 
Minor, director of merchandising 
for the Plymouth - DeSoto - Valiant 
Division. 

2. A stockholder suit was filed 
against company officials in New 
York, threatening to bring the 
Chrysler probe into the courts. 

3. More details were revealed on 
the interests Newberg had in 
Chrysler suppliers. 

At a New York press conference, 
Chrysler Chairman L. L. Colbert 
was asked if the company’s investi- 
gation of conflicts of interests was 
looking into Minor’s affairs. 

* * * 


OLBERT’S answer was not 

clear, but the reports coming 
out of the conference indicated that 
Minor and one other Chrysler offi- 
cial were being investigated. The 
second official was not named. 
When those reports were printed, 
Minor came forward to say that he 
welcomed the probe and to explain 
his interests. ; 

The interests go back to the 
time when Minor was with 
Transportation Advertising Co. 
Taxi-Ad Co. was set up in 1952 
to handle advertising of Chrysler 
products on the display cards on 
the back of taxicabs. Bel-Aire 
Process, Inc., was set up in the 
silk-screen printing business to 
produce display cards for use on 
the back of taxis. 


Minor had an interest in both 
companies. He later went to Grant 
Advertising to work on the, Dodge 
account and, still later, joined 
Chrysler in 1953. 

Minor said that he welcomed the 
investigation of his interests and 
pointed out that he made a full 
disclosure of his outside interests 
when he joined Grant. He said he 
sold his interests in the two com- 
panies about four months ago. 

The connection between Minor 
and Don Fedderson, packager of 
TV shows, also became a part of 
the reports on the Chrysler probe. 
Fedderson, who has sold umber 
of shows to Chrysler accotnts, in- 
cluding the Lawrence Welk Show, 
is Minor’s brother-in-law. 

Minor noted that Fedderson be- 
came his brother-in-law when 
Minor was 13 years old. Fedderson 
said he had nothing to hide because 
he had no business relations with 
Minor. He said he sold his shows 
through normal] advertising chan- 
nels. 

7 * * 
ve stockholder suit was brought 
by Robert Markewich, ,a New 
Yorker who owns about 100 shares 
of Chrysler stock, “to recover any 


damages” which may have resulted 
from conflicts of interests. 

Herbert Robinson, attorney for 
Markewich, commented: “We con- 
sider the damages caused the cor- 
poration to be quite extensive.” 

The Markewich group has 
begun serving summonses on 
company directors, calling on 
them to submit to examinations 
about company affairs on Aug. 
22 as a preliminary to a possible 
trial. 

Since the Markewich group has 
made no specific charges and is 
requesting the pretrial questioning, 
the suit appears to be more of an 
investigation than a suit. Both Rob- 
inson and Markewich, who is also 
a lawyer, are said to have a back- 
ground in corporate probing. 

The last week has seen the devel- 
opment of these details of the in- 
terests of Newberg in Chrysler 
suppliers which led to his resigna- 
tion on June 30: 

Chrysler revealed that Newberg 
owned 50 percent of Press Prod- 
ucts, Inc., and Bonan Co. It was 
his share of the profits of these 
companies, totalling more than 
$450,000, which Newberg agreed to 
return to Chrysler in the July 21 
settlement which followed his res- 
ignation. 

Newberg has maintained that 
there was nothing illegal or im- 
proper about his interests in the 
companies. As yet, there has been 
no information on how and when 
he will return the money. 

* Oo * 

HRYSLER said Press Products 

was set up in 1952 and ceased 
manufacturing operations in 1955. 
The company produced door hinges 
and hardware for Chrysler. Bonan 
was set up in 1955 and ceased man- 
ufacturing in 1958, according to 

(Continued on Page 36, Col. 4) 





Designed for Imperial— 


Free standing headlamps, like the ones 
that adorned the classic cars of the 1920s 
and early 1930s, will appear on the 1961 
Imperial, according to Clare E. Briggs, 
left, general manager, Chrysler-imperial 
Division. Briggs, who is shown watching 
Rod Leighton put the finishing touches on 
a clay model of the headlamps, said they 
represent a deliberate departure from the 
“all new" era of luxury-car design, yet 
are an extension of the functional styling 
theme introduced by Imperial in 1957. 
The pod-shaped headlamps will be mount- 
ed in pairs on pedestal arms which rise 
above the gravel deflector panel. 
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er F orum 


by Robert M. Finlay 





| i oer recggarn advertising is much in 
the spotlight these days. Wil- 
liam H. Mitchell jr, Waltham,| 
Mass., chairman of the National 
Automobile Dealers Assn.’s Adver- 
tising Ethics Committee, asked the 
other day: 

“Is it necessary for some of us 
to have to fight continuously for 
some sense in this business? 

“Will it have to be regulated | 
by the government instead?” 

Mitchell was commenting on the 
fiood of protests over dealer ads 
being received at NADA. 

“It seems to me, sometimes,” he 
said, “that we are spinning our 
wheels and getting nowhere.” 

NADA has a program of passing 
along complaints to the factories. 
Some factories follow through. 
Others don’t. In some cases, it is 
felt that the fac- 
tory men at the 
district level 
haven’t been im- 
pressed with 
statements at the 
top level that the 
factories want to 
see auto market- 
ing on a legiti- 
mate basis. 

When the fac- 
tory organization 
and the dealer or- 
ganization are in top form, there 
are relatively few cases of dealers 
throwing curves at the customers. 

* Ba * 


Dealers’ Choice 
At THE recent NADA directors’ 
meeting in Detroit, Mitchell 
told of sending a questionnaire to 
the 600 NADA members in Massa- 
chusetts, asking them to indicate 
the areas in which they thought 
NADA should concentrate its ef- 
forts, Advertising was the top 
choice by a margin of better than 
two to one. 

The committee’s report pointed 
out. that one of the weak points 
in the battle against misleading 
advertising has been lack of co- 
operation on the part of media. 

In this regard, at their recent 
summer seminar, managers of deal- 
er trade associations suggested that 
NADA and the Automobile Trade 
Assn. Manager's get together with 
the Bureau of Advertising of the 
American Newspaper Publishers 
Assn. 

Here is the text of the ATAM 
resolution: 

“WHEREAS, the type of adver- 
tising accepted and run by many of 
the newspapers of the country, has 
created a chaotic condition in ‘the 
retailing motor vehicle industry; 
has confused the car buying public, 
and is undermining the confidence 
of car buyers in newspaper adver- 
tising ... 

“NOW, Therefore Be It Resolved, 
that as a service to—and in the 
interest of the car-buying public— 
the president of the Automotive 
Trade Assn. Managers appoint a 
committee of three members, and 
the National Automobile Dealers 
Assn. be requested to appoint a like 
committee from within the mem- 








W. H. Mitchell Jr, 
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bership of the NADA Advertising 
and Ethics Committee. 
“This joint committee shall with- 


|in 30 days from the date of this 


resolution, meet with the appropri- 
ate representatives of the Advertis- 
ing Bureau of the American News- 
paper Publishers Assn. for the 
purpose mi eliminating the basic 
proble at of carrying new-car 
advertising in the classified adver- 
tising sections of newspapers, and 
the unrealistic price and term ad- 
vertising of both new and used 
cars.” ee ee 


Difference Can Be Told 


a through the years, both 
factories and media have had 
a stock answer to protests on de- 
ceptive dealer ads. It is that it is 
difficult to draw the line between 
aggressive dealer sales efforts and 
deceptive pdvertising. 

This has not been difficult, how- 
ever, for auto men or media men 
who know the score and who have 
an eye toward programs to build 
confidence in their product or in 
their medium of communication. 

Having a bearing on the situation 
are these possibilities: 

1. That the dealers doing the 
most advertising are those using 
questionable advertising. 

2. That dealers using question- 
able advertising are the dealers 
laying cars on the street for the 
factory. 

And, on a shortsighted basis, a 
factory can take the position that 
it gets as much for a car sold with 
questionable advertising as it does 
for one sold on a reputable basis. 
There is more future in a well- 
served customer, however. 

+ ot * 


Question of Value 


fever are Many dealers who 
question the value of dealer 
new-car advertising unless it is on 
a price basis, and this is usually 
where the deception arises, 

On new cars, what does one deal- 
er have different from another, 
with the exception of price or deal 
or terms or downpayment? 

It is true that the dealer who 
does an outstanding job of make- 
ready and service after the sale 
gives his customers new cars in- 
finitely better than the dealer 
who is slipshod. 

But these are intangibles difficult 
to use in hard-sell advertising de- 
signed to create traffic in the show- 
room the next day. 

As a result, many of these serv- 
ice-minded dealers tend to put their 
advertising dollars into used-car 
ads and service ads, For showroom 
traffic, they depend on direct mail 
or personal solicitation of old cus- 
tomers. 

Hence, their voices in the new- 
car advertising columns may not 
appear to be substantial. 

+. * * 


Outside Expert 

NCIDENTALLY, an outside ad 

man, John J. Schneider, senior 

vice-president of Lennen & Newell 
Advertising, New York, gave an ad 
man’s view of dealer advertising at 
the ATAM seminar. 

He said, in effect, that it was 
the dealer’s role to deliver in lecal 
communities all ever the country 
what the factories had promised 
in national ads. 

Essentially, this is the case, But 
the dealer can’t do it alone. He has 
to receive from 
the factories new 
cars that are con- 
structed with rea- 
sonably as much 
attention to qual- 
ity as the factory 
promises. 

The dealer owes 
it to his com- 
munity and to 
his factory to de- 
liver the cars in 

J. J. Schnetder good shape and 
to keep them in good shape, but he 
can do this only if the factory’s 
produét and policies are such that 
he can make enough on the cars to 
provide the services he should. 











Dealer Failures Up 
In 2nd Quarter 


$11 Million Liabilities 
Top Previous Marks 


NEW YORK. — Business failures 
by vehicle dealers in the second 
quarter numbered 79, well above 
the 54 failures in the first quarter 
and the 63 in the second quarter of 
last year, Dun & Bradstreet re- 
ported. 

The rise in failures was general 
in the retail trades. Tota] failures 
of retail establishments numbered 
1,918 in the second quarter, com- 
pared with 1,803 in the first quarter 
and 1,871 in the second quarter of 
1959. 

The current liabilities on the 
books of the second quarter’s fail- 
ing dealers took a tremendous jump 
over earlier totals. The liabilities 
total for failing dealers in the sec- 
ond quarter was $11,199,000, com- 
pared with $3,168,000 in the first 
quarter and $3,803,000 in the second 
quarter of last year. 

Second-quarter failures by auto- 
motive accessory dealers totalled 16, 
compared with 17 in the first quar- 
ter and 14 in the second quarter of 
last year. Failures of independent 
repair shops numbered 61 in the 
second quarter, compared with 78 
in the first quarter and 59 in the 
second quarter of 1959. 





How About Suggestion Plan 
For Sales, Dealer Ideas? 


To the Editor: 


Your paper tells us new car dealers are dropping in numbers 
year after year and NADA reports 16 percent of reporting mem- 
bers losing money with the remainder making a big 1% percent 


on sales. 


We know ’61 will see not the “low-priced three” but the low- 
priced 11 or 12—for the most knock-down, go-out-of-business year 


the auto industry has seen. 


Presently one half of our Corvair sales are in a Biscayne price 
range. Next year’s medium compacts will be hitting into Bel Air 
business. But this low-price market will be penetrated by compacts 
at 21 percent discount, not 25 percent. This means that Buick Spe- 
cial will be fighting the Chevrolet Bel Air, but at almost 200 per- 
cent cutback in variable gross profit possibility. 


Most factories have a good paying suggestion system for pro- 
duction but nothing for sales department ideas, . 

Dealers have a very diverse background. Some came up through 
sales, some service, etc, And each has his own areas of interest 


and digging. 


How about a suggestion system for dealerships—picking their 
brains for ways to make money and/or cut expenses? A contest, 
in short, for ideas to help dealerships get their business methods 


on a more modern basi 


what good ideas, and there are 


very few of them—are available to lift up the general level of this 


car business. 


Or will new-car dealers continue to die out like the dinosaurs 
because it takes too long for a message to get up to the brain?— 


Southern Dealer. 
ed 


* * 


Eprror’s Note: We are always looking for ideas for dealers, 
and our pages are always open to them. And we think “Southern 
Dealer” has an idea that may prove invaluable to auto makers 
seeking to strengthen their dealer networks. 





Safety-Check Laurels Go West 


WASHINGTON. —Great Falls, 
Mont., and Thermopolis-Hot 
Springs County, Wyo., have been 
named Grand Award winners for 
conducting the most outstanding 
city and county Vehicle Safety- 
Check programs in the nation. 

Teen-agers in Portland, Ore., 
were selected to receive the 1960 
“Circle of Safety” Grand Award 
for conducting the most outstand- 
- teen-age sponsored Safety- 

Youngsters in Coffeyville, Kans., 
won the “Circle of Safety” Grand 
Award for outstanding assistance 
to a community or county Safety- 
Check. 


The selections were made by a 
national board of judges. They 
climaxed the 1960 National Vehicle 
Safety-Check for Communities pro- 
gram which is sponsored annually 
by the Auto Industries Highway 
Safety Committee and Look maga- 
zine, with the cooperation of the 





New York Honors 


90-Y ear-Old Dealer 


POUGHKEEPSIE, N. Y. — The 
State of New York honored John 
Van Benschoten sr. of John Van 
Benschoten, Inc, (Dodge), on his 
90th birthday by presenting him 
with a special license plate bear- 
ing the initials J. V, B, 

The plate was presented to 
Benschoten by William Hults, 
New York State commissioner of 
motor vehicles, The plate is simi- 
lar to the one used by Benschoten 
when he first sold cars 50 years 
ago, and license plates were not 
required. 





dling low-priced 


$209 for the first 
for the National 





following a short vacation. 





On the House... 


Cost of selling a vehicle averaged $252 in the first 
half of 1960, according to a group of dealers han- 


compares with $232 for the full year of 1959 and 


for adults, 25 cents for children. . 

H. T. Ewald Foundation, started in 1929 by the 
late founder of Campbell-Ewald agency, has just 
awarded four more college scholarships, reports 
Ted Ewald, Detroit Chevrolet dealer . 
column said only 51 percent of St. Louis dealers 
are in favor of Sunday closing; should .kave said 
“in favor of closing two nights a week during summer”... Harold 
Hopkins, Ford dealer in Glenside, 
daughter, Lyn, in the Olympic swim trials in Detroit last week... 

Dealer contributions have been slow thus far for the 56th annual 
Orphan’s Automobile Day Outing Aug. 17 in Chicago . 
dealers will hold annual Crabfeast Aug. 17... President Frank Pick- 

ard has named ex-president Verne Johnson jr, to head nominating 
committee for Minnesota dealer association , . 


Assn, of State and Provincial 
Safety Coordinators. 

National Awards of Excellence 
for exceptional city Safety-Check 
programs in their population groups 
went to Smithfield, N. C.; Logans- 
port, Ind.; Anderson, Ind.; Tulsa, 
and San Francisco. 

Counties winning National 
Awards of Excellence by population 
groups were Huntington County, 
Ind.; Madison County, Ind., and a 
tie between San Diego County, 
Calif., and Summit County, O. 


In addition, 53 cities, 11 coun- 
ties and 10 teen-age groups were 
selected for awards in partici- 
pating states. 

The judges also commended the 
United States Postoffice Depart- 
ment, the State of Indiana and 
three military installations for sub- 
mitting program entries in their 
areas, but for which there were 
no award categories. 

The military installations were 
McClellan Air Force Base, Calif.; 
Marine Corps Recruit Depot, Par- 
ris Island, S. C., and Lockbourne 
Air Force Base, O. 

Entries were judged on the basis 
of community efforts to encourage 
motorists to have their vehicles 
checked for 10 points affecting 
safe-driving condition. 

The 10 points were: Brakes, head- 
lights, tail lights, steering, tires, ex- 
haust, glass, windshield wipers, 
mirror and horn. 

This seventh annual National 
Vehicle Safety-Check for Commu- 
nities was conducted in most local- 
ities during May and June in states 
not requiring official motor-vehicle 
inspection. 

Serving on the national board of 
judges were: J. W. Bethea, execu- 









cars in the Chicago area, This 






half of 1959 . . . Admission price 
Auto Show will be only 50 cents 







. . Recent 








Pa., had both a son, Gay, and a 


. . Maryland 







. We'll see you soon, 





—Perre Wemuorr, Editor, 
Automotive News 


















tive secretary, President's Commit- 
tee for Traffic Safety; Harry H. 
Brainerd, National Safety Council; 
Wainwright Bridges, American 
Assn. of Motor Vehicle Administra- 
tors, and Robert R. Hume, Interna- 
tional Assn. of Chiefs of Police. 

Also, Norman Key, National Edu- 
cation Assn.; John L. Marks, Auto- 
motive Safety Foundation; Alastair 
McArthur, National Assn. of County 
Officials; Thomas A. Seals, Insur- 
ance Institute for Highway Safety, 
and Mrs. B. W. Todd, Automotive 
Safety Foundation. 





Dealer Protests 
Factory-Owned 
Miami Dealership 


MIAMI. — Chrysler Corp. has 
moved ahead with its program for 
setting up dealers in factory-owned 
dealerships with the purchase of 
a new site for Bass Chrysler, Inc., 
of Miami Beach. 

The dealership facilities program, 
as Chrysler calls it, also includes 
plans for two other dealerships in 
this area, one in South Miami and 
the other near a shopping center 
site in North Miami. 

Two factory-owned dealerships 
are being set up on the north side 
of Cincinnati, two are planned for 
Houston and another for Dallas. 
Chrysler said no leases have been 
signed for any of the dealerships 
yet. The Cincinnati dealerships are 
scheduled to open “later this sum- 
mer,” the company said. 

M. R. (Cy) Young, an elected 
member of the Chrysler Dealer 
Council, said the plans for the new 
Bass dealership are in line with a 
new factory program to provide 
new locations and facilities for 
dealers in larger key cities where 
Chrysler product penetration has 
been unsatisfactory. 

Young, who is first vice-president 
of the Florida dealer association 
and a Chrysler-Plymouth dealer in 
Fort Lauderdale, and a number of 
other Chrysler-line dealers in Flor- 
ida have objected to the new pro- 
gram. 

They say that Chrysler already 
has too many dealers in the area 
and that additional dealers will en- 
croach on present territories and 
cut dealers’ potential penetration. 

These details of the Bass move 
have been reported: Bass, a Miami 
Beach dealership, will get a spot 
at the Miami end of the Broad 
Causeway, across the street from 
the Potter Oldsmobile dealership. 

Ground will soon be broken for 
the building on the plot, which 
measures 450 by 225 feet. The land 
and building have a total estimated 
cost of $400,000. Bass will lease the 
= on a 8%-percent-plus-taxes 

is. 
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Ist-Half Sales Second Only to ’55 


(Continued from Page 1) 
the June count was in excess of 
57,000. 
* cm + 


N TERMS of volume, the overall 

new-car market in the first half 

this year was up 10.47 percent over 
the 1959 period. 

Most sensational gainer in vol- 
ume, of course, has been Dodge. 
Its registrations ran 165.96 per- 
cent ahead of last year. 


in the first half were Chrysler, up 
28.51 percent; Rambler, 23.97; 
Plymouth, 22.04, and Chevrolet, 
17.25. 

Notable is the fact that three of 
the four top gainers are Chrysler 
Corp, lines. Their showing was 
enough to give Chrysler Corp, 15.45 
percent of all first-half registra- 
tions, its best such period since 
1957. 

Other makes to show volume in- 


Other makes with volume gains| creases over the 1959 half, although 
greater than the industry average|their gains were smaller than the 


* * * 


Each Maker's Share... 


First-Half Sales: 1960 vs. 1959 


June vs. May, 1960 


MONTHLY COMPARISON 
Pet. of 
Regis., 

ist Half, 

1960 
26.02 
21.27 
7.01 
6.43 
5.67 
6.09 
5.23 
3.97 


Pet. of 
Regis., 
JUNE 


Pet. of 


Regis., 
MAY 
26.55 
20.36 
111 
6.77 
6.08 
6.16 
5.20 
3.98 


Pet, of 
Regis., 
ist Half, 
1959 
24.52 
23.81 
6.34 
5.73 
2.35 
6.51 
6.31 


FIRST-HALF COMPARISON 


Pet. Pt. 
Change 
"60 vs. 59 
+1.50 
—2.54 
+ .67 
+ .70 


2.67 
2.21 
1.99 
L71 


1.62 
2.40 
2.24 
1.73 
1.20 

43 

35 


24 


43.55 


GEN. MOTORS 
FORD MOTOR 
CHRYSLER CORP, 15.45 
AMER. MOTORS ..... 6.91 


*—-Miscellaneous figures include imports. 


25.64 
14.55 
6.43 





Five-Car Families Show 


Biggest Gain, 


PHILADELPHIA. — Five-car 
households in the United States in- 
creased 56.7 percent during the first 
three months of this year over the 
last quarter of 1959, according to 
Sindlinger & Co., Inc., market an- 
alysts. 

Single-car households, however, 
continue to represent the largest 
percentage of car-owning house- 
holds in the country, comprising 
614 percent of all American 
homes and showing a 0.4-percent 
increase over the last quarter of 
1959. 

Sindlinger’s statistics on automo- 








Ford Unveils Liff Truck— 


Loads of 4,000 pounds are handled by 
Ford Motor Co.'s new fork lift, the first 
lift truck to bear the Ford name. Being 
distributed through Ford's tractor dealers, 
the Ford 4000 Heavy Duty Fork Lift is 
available in 10, 12, 16 and 21-foot stack- 
ing heights, and with choice of diesel or 
gasoline engines. High flotation pnev- 
matic tires enable it to move materials 
over rough or wet ground. The unit will 
be sold and serviced by 2,500 dealers of 
Ford tractors and equipment. 


Poll Finds 


bile households come from continu- 
ous daily interviewing for the auto 
industry in all states, Fourth-quar- 
ter data was based upon 71,837 
interviews, First-quarter data was 
based upon 67,583 interviews. 


The number of two-car house- 
holds, according to Sindlinger, in- 
creased by 2.6 percent over the last 
quarter, with 17,624,000 families 
with two cars, compared with 17,- 
172,000 during the last quarter of 
1959. 

According to Sindlinger, the num- 
ber of three-car households in- 
creased 5.8 percent over the last 
quarter of 1959 or 2,973,000 house- 
holds with three cars against 2,811,- 
000 during the last three months 
of 1959. Running counter to the 
general trend was a decline in four- 
car households, down 6.3 percent 
or 476,000 households with four cars 
against 508,000 during the previous 
quarter. 

Albert E. Sindlinger, president 
of the marketing research firm, 
noted that a significant aspect 
was the sharp increase in owner- 
ship of used cars in the three and 
four-car households. 


“In three-car households the 
ownership of three used cars dur- 
ing the first quarter of this year 
increased 13.9 percent over the last 
quarter of 1959,” he said, “while 
ownership of three cars purchased 
new declined 3.2 percent.” 

Sindlinger data shows that in 
two-car households, those owning 
two new autos increased by 4.2 per- 
cent, while those owning two used 
cars increased by only 0.4 percent. 


The data shows the currently 
depressed used-car market is due 
in part to a trend for two-car 
households to purchase both of 
their cars new, a condition pos- 
sibly created by the compact cars. 


In single-car households, those 
owning a new car during the sur- 
vey periods increased by 0.9 per- 
cent, while those with used cars 
declined by 0.3 percent. 








industry average, included Mer- 
cury, up 6.16 percent; Pontiac, 3.41 
percent; Cadillac, 0.72 percent, and 
Buick, 0.37 percent. 

Six makes, along with the im- 
ports, registered fewer cars this 
year. Losses amounted to 1.29 per- 
cent for Ford, 8.53 percent for Olds- 
mobile, 8.65 percent for Imperial, 
13.94 percent for Studebaker, 20.90 
percent for Lincoln and 35.82 per- 
cent for DeSoto, 

* + * 
io TERMS of market shares at 
the corporate level, this year was 
American Motors’ best first half in 
history. As noted above, it was the 
best for Chrysler since 1957. 

On the other hand, penetration 
for General Motors was its shal- 
lowest for any first half since 
1952, Ford Motor’s first-half share 
was its smallest since 1953. S-P’s 
share was smaller than last 
year’s, but above its 1958 penetra- 
tion figure. 

In terms of penetration, makes 
which did better in the first half 
this year than in 1959 were Dodge, 
Chevrolet, Rambler, Plymouth and 
Chrysler. 

These five makes, plus Comet, 
Cadillac and Imperial, also improv- 
ed their penetration in June, as 
compared with the previous month. 

* * + 


UNE was the best month of the 

year, in Measuring market 
shares, for Chevrolet, Plymouth, 
Rambler, Dodge and Comet. It was 
the worst of the year for Ford, 
Oldsmobile, Buick, Mercury, Stude- 
baker, DeSoto and Lincoln. 

Some observers believe that 
confirmation of new compact cars 
for Buick, Oldsmobile and Pon- 
tiac has hampered current sales 
for those makes, 

Although the overall market was 
up in the first half, eight states had 
fewer registrations this year than 
last. They were Idaho, Iowa, Mon- 
tana, Nebraska, North Dakota, Ok- 
lahoma, South Dakota and Wash- 
ington. 

Based on historic market per- 
formances in recent years, the first- 
half total should lead the way to 
a 12-month count of 6,701,700. 

Projecting on extreme variations 
encountered in the past decade in- 
dicates possible variations from a 
low of 6,572,500 to a high of 6,947,- 
400. 


* * * 





Sales Score 


For June 
New-car registrations for June: 
1960 1959 
Pos. Make Pos. 
1—161,284 Chev. 146,009— 1 
2—117,685 Ford 140,501— 2 
38— 43,652 Plymouth 40,542— 3 
4— 41,158 Rambler 36,449— 5 
5— 38,177 Dodge 15,421 8 
6— 35,288 Pontiac 37,594— 4 
I— 28,360 Olds, 34,575— 6 
8— 22,006 Buick 21,325— 7 

9— 17,583 Comet... 
10— 13,018 Mercury 13,310— 9 
11— 11,966 Cadillac 11,878—11 
12— 9,608 Stude. 12,175—10 
13— 6,927 Chrysler 6,474—12 
14— 2,085 DeSoto 4,327—13 
15— 1,498 Lincoln 2,005—14 
‘16— 1,230 Imperial 1,490—15 

44,255 Misc. 61,857 
Total All Makes 
595,864 585,932 


Further details on Page 34. 





Montana Dealers 
To Hear Ben Ford 


HELENA, Mont.—Benson Ford, 
chairman of Ford Motor Co.’s 
Dealer Policy Board, will address 
the convention of the Montana 
Automobile Dealers Assn. next 
month. 

Ford is scheduled to speak Oct. 1, 
the final day of the two-day parley. 
The convention will be held at the 
Rainbow Hotel, Great Falls. 

A business management confer- 
ence is slated for the day before 
the convention. It will be conducte1 
by John Binns, director of manage- 


Ford's Hatch Retires— 





Arthur S. Hatch, center, has retired as a member of the Ford Motor Co. Dealer Policy 


Board after nearly 38 years with the company. Hatch became a member of the board 
in April, 1956, with offices in San Francisco. He is shown at a recent party given in 
his honor in Detroit by Henry Ford Il, left, Ford president and board chairman, and 
Benson Ford, right, vice-president and chairman of the dealer board, and other Ford 
executives. Hatch began his career with Ford in Chicago in 1922 as a Lincoln sales 
representative. 





GM Holds Off... 
6 Pay Buildout Bonuses 


(Continued from Page 1) 


ments do not apply to Falcon 
and Thunderbird. 


delivery if they ordered enough 
cars to bring their inventories to a 





factory-suggested level by June 21. 


Imperial’s payoff is based on 
conquest and loyal-owner sales. 
Dealers get $200 for sales which 
involve the trade of a 56 to ’60 
Cadillac, Lincoln, Oldsmobile or 
Buick or a ’56 to 59 Imperial. 


Rambler is paying a $75 bonus 
on Americans, and Studebaker 
dealers can earn up to $50 per car. 
The Studebaker program has been 
in effect since the beginning of the 
year. 






Plymouth dealers in Far West 
states get $90 and $180 per sale. To 
qualify for the rebates, dealers were 
required to order a factory-deter- 


GMAC Increases 


mined “fair-share” quota of various 


models. 
The rest of the nation’s Plymouth 


dealers can earn $75 and $150 per 
car for performance against quota. 


Valiant is not included in the Plym- 


outh programs. 
Ford dealers receive $125 and 


$150 for overquota sales. The pay- 


Pa. Official Plans 
No Appeal in 
Sales-Tax Case 


NEWARK, N. J.—The Pennsyl- 


vania attorney general has an- 


nounced that he has no plans to 


appeal two court victories won by 
the New Jersey Automotive Trade 
Assn. in cases involving the state’s 
sales tax on vehicles, the associa- 
tion reported. 

The court decisions in question 
ruled that New Jersey dealers 
must collect the 4-percent Penn- 
sylvania sales tax only on the 
net cash difference on vehicles 
sold to Pennsylvanians, rather 
than on the full price of the ve- 
hicles. The value allowed for the 
tradein is, therefore, not subject 
to the tax. 

On sales in Pennsylvania to resi- 
dents of the state, the tax has 
been collected on the net cash dif- 
ference. However, the state origi- 
nally ruled that the tax must be 
collected on the full sale price 
when Pennsylvanians make a pur- 
chase in another state and leave 
their tradein there. 

Since many New Jersey dealers 
are located in areas close to Penn- 
sylvania and make sales to Penn- 
sylvanians, the New Jersey associa- 
tion brought two suits asking for 
refunds of the sales tax collected 
on the value of the tradein in each 
case. 

The Dauphin County (Harris- 
burg) Common Pleas Court ruled 
collection of the sales ‘tax on 
tradein values on _ out-of-state 
sales an “unconstitutional discrim- 
ination” against interstate com- 
merce. 

At the time of the court deci- 
sion in March there was no word 
on whether Pennsylvania author- 
ities would appeal and NIATA 
advised members to continue col- 
lecting the full tax under protest. 

Copies of the decisions on the two 
cases are available from the New 


ment services for the Nationa] A- | Jersey association office here. Mem- 
tomobile Dealers Assn. One of th: »ers of the Automotive Trade As- 
panelists will be Harold D. Draper} sociation Managers have received 


(Chevrolet), Saginaw, Mich, 


copies. 





Volume, Profit 
In Quarter, Half 


NEW YORK, — General Motors 
Acceptance Corp. reported increases 
in its volume of business and profit 
for the second quarter and the full 
first half. 

Profit in the second quarter, in- 
cluding earnings of the wholly 
owned Motors Insurance Corp., 
amounted to $12,254,553, compared 
with $10,712,255 in the like period 
of last year, First-half profit was 
$24,442,477 this year and $21,711,044 
last year. 

Retail installment contracts pur- 
chased in the second quarter of 
1960 totalled $1,195 million, com- 
pared with $1,069 million in the 
second quarter last year. For the 
first six months of 1960, retail in- 
stallment contracts purchased 
amounted to $2,164 million, com- 
pared with $1,912 million in the first 
half of 1959. 

Retail receivables outstanding at 
June 30, 1960, were $4,061 million, 
compared with $3,668 million at 
Dec. 31, 1959, and with $3,439 million 
at June 30, 1959. 

Wholesale receivables totalled 
$1,251 million at June 30, 1960, com- 
pared with $1,104 million outstand- 
ing a year ago. 

Combined retail and wholesale re- 
ceivables averaged $4,981 million in 
the second quarter of 1960, compar- 
ed with an average of $4,254 million 
in the second quarter of last year. 
For the first six months of 1960 
these receivables averaged $4,717 
million, compared with an average 
of $4,106 million for the first half 
of 1959, 


Hail ‘Little Man’ 
Kansas Dealer Calls Him 


‘Best Customer’ 


LINDSBORG, Kans.—M. Bryan 
Henry, of Henry Chevrolet Co., ad- 
vises small dealers to take good 
care of “the little man’’—the indi- 
vidual buyer of a car or truck. 

“He’s the man who will become 
a regular customer for parts and 
service,” Henry says. 

He believes the small dealer is 
making a mistake in going after 
the big operator who has solicited 
bids from a number of dealerships. 
Henry has been in the auto busi- 
ness 18 years and has been a Chev- 
rolet dealer here since 1952. 
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Wherever fine cars are seen . .. Wherever discriminat- 
ing owners are proudly protecting their cars from the 
ravages of “road wear,” you'll find BLUE CORAL in 
the picture .. . lending that “Finishing Touch” of ele- 
gance . . . of enduring beauty to the car’s finish, for 
which BLUE CORAL TREATMENTS have become justly 


famous the world over! 


Yes, BLUE CORAL is going places .. . along with car owners, 
manufacturers and dealers who have an eye to the future, 


who judge quality by proven past performance! 





© 1953—H.D.1. COMPANY FACTORS, ING 


H. D. T. COMPANY FACTORS, INC. > Creators of the Blue Coral Treatment e WHITE PLAINS, NEW YORK 
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‘One-Cent Sale’ Helps Dodge Dealer . . . 
St. Louis Sales Off Spring Pace 


By Jack Bernstein 
Staff Correspondent 


ST. LOUIS.—Auto dealers here 
reached deep into their bag of pro- 
motional goodies but sales in July 
failed to keep pace with May and 
June results, a survey of represen- 
tative agencies revealed. A few did 
manage, however, to buck the 
trend. 

One of the exceptions, Ray Rix- 
man’s Dodge City of North St. 
Louis, reported “a very good July” 
as result of its “one-cent sale.” 

moved 125 cars last 
month, which compares with an 
average of 100 a month for the 
year-to-date, Customers were of- 
fered the following extras in the 
Dodge Darts for “just one cent 
each:” automatic transmission, 
pushbutton radio, pushbutton heat- 
er, V-8 engine, deluxe two-tone 
paint, whitewall tires, wheel covers 
and undercoating. The company 
found the used-car business “pretty 
slow” in July. 


Nevertheless, July sales lagged 40 


percent behind May and June but/ Ma 


approached volume for July, 1959. 
A spokesman for Pioneer noted an 
increase in the money it was get- 
ting for used cars at the South St. 
Louis location. 


“The average used-car profit be- 


e 
Dealer Designs 
a 
Display Stand 
e e* e 
With Big Lift 

CORVALLIS, Ore.—Phil O’Toole, 
a Chevrolet dealer here, has design- 
ed a revolving display stand for 
automobiles that has proved so suc- 
cessful he has started manufactur- 
ing the device. 

Called Auto-Lift, the stand uses 
a hydraulic lift to elevate the car 
about six feet and revolve it on a 
turntable. Sides telescope from a 
low of 23 inches above the ground 
to a maximum of 75 inches. 

The stand itself is made of alu- 
minum, but it has plastic side pan- 
els with small holes which permit 
letters of any size to be attached. 
It is mounted on wheels to make it 
portable, 

O’Toole has used a pilot model on 
his used-car lot for several months. 
He said it has been “instrumental” 
in creating many sales and that on 
one day, three cars were sold from 
the Auto-Lift. 

O’Toole collaborated with Milt 
Mater, Mater Machine Works, in 
designing and manufacturing of the 
stands, They plan to produce 100 


fore commissions is now totalling 
$260 per unit,” he declared, 

Earlier this year at Pioneer the 
Valiant outsold the Plymouth two- 
to-one. Now the ratio is down to 
one-to-one. 

Pioneer said lagging sales were 
prevalent all over and blamed the 
weather, However, the official said 
the “no-interest” deal played a role 
in five of the seven cars closed in 
the last week, Some people read 
about the free financing and the 
ones who didn’t were told about it. 


Clayton 

and May and June were better 
than this July, Of the business 
written, Sutton asserted that Fal- 
ae and Fairlane were the favor- 

As for used-car business, a Sutton 
executive declared: “It’s steady, es- 
pecially on clean cars.” 

Airport Rambler in Hazelwood, 
north St. Louis County, experienced 
a slower than June in July but was 
ahead in the year-to-date. Lower 
volume was attributed to vacations 
in full swing and warmer weather. 
Even the used-car business has 
slowed down. Best sellers included 
the four-door Super and four-door 
Cross Country. 

A Midtown dealer, Yates Oldsmo- 
bile, also found business in July 
slow. It was 15 units behind last 
July, five under June and 12 below 


y. 
“However, things were picking up 
in the last 10 days,” Yates said. 
“The floor traffic was growing and 
there were transfers from other 
dealers. 

“The used-car trade is pretty 
good. Unit-wise we are depleting 
our inventory but not dollar-wise. 
We are getting some high-priced 
merchandise in return, We could 
get hurt with this.” 

Milner Chevrolet in the West End 
reported July ahead of July, 1959, 
but beneath May and June, which 
were “fabulous.” 

Ben Lindenbusch, Inc., a South 


Side Studebaker dealer called July 
“spotty” and close to May and June. 
On the other hand, May and June 
of 1959 were better than July of 
that year. 

The used-car business there was 
“fair” and the Deluxe Lark ap- 
peared to be getting the principal 
attention from the buyers. 

At Mallory Buick in North St. 
Louis, July sales trailed June’s 
but deliveries were “picking up 
quite a bit.” The cheaper cars 
were moving, and LeSabre was in 
demand. Used-car trade was good 
there in July. 

A peek at the foreign field showed 
that it, too, was down. Ed Debrecht 
Motors, one of the top import deal- 
ers here, asserted that July busi- 
ness was off 10 percent but as good 
as May and June, The Sunbeam 
Alpine, Volvo, Saab and Triumph 
were being bought but the demand 
for Hillman had declined somewhat 
because people “want sports cars.” 

Many dealers were asked about 
the effect of air conditioning on 
sales, but most of them indicated 
that it was hardly a factor. On the 
contrary, they found, that air con- 
ditioning boosted the price in a 
market where the public was inter- 
ested in inexpensive and small cars. 

Nevertheless, air conditioning as 
a moving force in sales is destined 
to increase rather than decline. The 
cool weather here this summer also 
contributed to the lethargy against 
cool cars. 

Also, some dealers found that air 
conditioning slowed up delivery at 
the factory and some people pre- 
ferred to add it later. 


Miamians Honor Kahn 


MIAMI. — Outgoing President 
Burton S. Kahn of the Greater 
Miami Automobile Dealers Assn. 
was honored at a dinner given by 
the association at Riviera Country 
Club for “outstanding contribu- 
tions” to the industry. 


Small-Ford Work Abroad? 
Rumors Arouse UAW 


By Francis J. Gawronski 
Staff Writer 


EPORTS that Ford Motor Co. 
plans to build a “compact-com- 
pact” car in Germany were discus- 
sed at a special meeting of United 

Auto Workers officials. 
The meeting between Walter P. 
Reuther, UAW president, and the 
25-man executive 
board of Ford UAW 
Local 600 lasted 
more than three 

hours, 

Carl Stellato, pres- 
ident, Local 600, said he had infor- 
mation that Ford will build at least 


to 150 before the end of this year.!the transmission, rear end and 
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Dealer Designs Special Display Stand— 
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This telescoping display stand, actuated by a hydraulic lift and topped with a 
revolving turntable, is the brainchild of Phil O'Toole, Chevrolet dealer in Corvallis, 
Ore. Plastic side panels will take any combination of letters and numerals. Called 
Auto-Lift, the stand elevates from a low of 23 inches to a high of 75 inches. Note 
car in background, mounted on Auto-Lift on O'Toole's used-car lot. 


motor for the planned four-cylinder 
car at German plants. 

According to Stellato, the car is 
scheduled for production in 1961 or 
1962. It is to be called either the 
“Hummingbird” or the “Cardinal,” 
Stellato said. 

“We don’t care what they call it, 
just so long as we get the work,” 
Stellato said. 

Ford hag neither confirmed nor 
denied that such a car is in the 
works, The company also refused 
~ comment on the union’s meet- 

g. 

However, the company did say 
that a million dollars worth of 
components for 100,000 Ford Fal- 
cons will be supplied by British 
firms for the ’61 model run. 

For more than a year, Stellato 
and other Local 600 officers have 
been working to get more jobs for 
Ford’s Dearborn plant, where em- 
ployment has fallen steadily from a 
postwar high of more than 45,000. 

Stellato insists that the Dearborn 
plant has the capacity, skills and 
the manpower to build additional 
lines. He said more than 3,000 Local 
600 members are now laid off, not 
counting those idled because of 
model changeover. 

o* * Ed 


PRRUTHER and Ken Bannon, 
UAW Ford department direc- 
tor, said the international union 
was “deeply concerned” about re- 
ports that Ford would schedule 
additional work in Germany while 
Ford workers are idle in the United 
States. 

Reuther and Bannon instructed 
Stellato and other Local 600 board 
members to collect more data on 
Ford’s production plans before 
planning the union’s next move. 

Reuther said the union feels “the 
company is responsible for solving” 
the unemployment problem at the 
Dearborn plant. 

“Unless they can solve it we will 

(Continued on Page 37, Col. 2) 





Late Report... 





Used-Car Market 


The overall average price of used cars sold at wholesale auction 
increased $31 last week to $977, according to Automotive News 
index. 

It was the second week in a row that the index had moved up- 
ward and was the largest weekly gain recorded in more than a 


year’s time. Pacing the increase were ’60s, which gained $201, to 
level off at $2,395—an increase of $292 over their lowpoint estab- 


lished on the index of July 18. 


Other increases amounted to $31 on ’54s, $25 on ’58s, $19 on ’59s, 


and $1 on ’55s. 


Losses were $7 on ’56s, $10 on ’53s and $13 on ’57s. New lows 
were established for each of these models. 

At a group of representative auctions last week, the sales ratio 
was 71.0 percent, compared with 71.4 percent the previous week. 


Auction reports begin on Page 28. 





By George Glaser 
European Correspondent 


WOLFSBURG, Germany. — The 
1961 Volkswagen will feature a new 
engine, a new transmis: , a new 
carburetor, a new type gas tank 
and various refinements. 

The engine, which has been 
used this year in VW trucks and 
buses, is substantially more pow- 
erful and more quiet, The 40 
horsepower means better accel- 
eration and higher top speed. 

The engine has a new and heav- 
ier magnesium crankcase housing 
and a heavier crankshaft. The cyl- 
inders are a half-inch farther apart 
to facilitate the removal of hot air 
from the cylinder fins, Compression 
ratio has been increased from 6.6 to 
1 to 7 to 1. However, only regular 
gasoline remains necessary. The 
combustion chamber contour has 
been improved. 

The engine turns 200 more rev- 
olutions per minute, or 3,600 RPM, 
still rather low. The torque curve 
has been improved, however. 

The entire valve train is heavier 
and more quiet, valve diameters 
and stroke are increased, valve 
springs are heavier and rotating 
valve caps are incorporated. 

The rocker-arm shafts are held 
by long bolts on the cylinder heads 
since VW wants to insure that 
valve lash remains the same wheth- 
er the engine is cold or warm. 

A new Solex carburetor has 
automatic choke and the carbure- 
tor is preheated during idle and 
low engine speeds in order to 
avoid icing. 

The transmission has a new lay- 
out in ratios and all four forward 
speeds are synchronized. A special 
flat spring in the transmission re- 
duces noise, 

The gas tank is newly designed 
and is tucked away underneath the 
larger luggage compartment. The 
gas tank is equipped with a pipe 
which leads to the outside and ends 
the bad smell underneath the hood 
one used to get after filling the 
tank. 

The distributor has now a vac- 
uum-operated timing adjustment. 
The headlamps are equipped with 
asymmetric beams so that the right 
side of the road remains better 
lighted when the headlights are 
dimmed. 

Since the new engine is so quiet, 
the ignition switch permits repeat- 

* * * 





Cutaway VW Engine— 


Volkswagen's 40-horsepower engine for 
the ‘61 sedans features a heavier mag- 
nesium crankcase housing, heavier crank- 
shaft and cylinders spaced farther apart. 
Compression ratio has been increased to 
7:1. The entire valve train is heavier and 
valves are larger, with heavier springs 
and rotating caps. 


Full-Synch Transmission . . . 


New Engine for 61 VW 














ed starting only after it has been 
turned off for a short period, 

All wires are connected by quick 
plugs and sockets and the fuse 
block with eight fuses is easily ac- 
cessible from the interior of the car. 

The door keyholes are now 
horizontally located and are pro- 
tected by a cap. Windshield wash- 
ers are standard equipment. 

The brake fluid container is now 
made from look-through plastics. 
Upholstered sun visors are now 
on both sides. 

Running boards, steering wheels 
and floormats are matched to the 
color of the vehicle. 

The new VW, with more guts, 
more silence and more comfortable 
operation, keeps the body without 
any change. This change has been 
reserved for the more expensive 
and larger car reportedly coming 
from Wolfsburg next year. 

* oe * 





Redesigned VW Engine— 


Volkswagen's ‘61 sedans will be pow- 
ered by this 40-horsepower unit, used this 
year on commercial vehicles. 


Imports Share 
Space Draw for 
Chicago Show 


CHICAGO.—Dealers and factory 
representatives of domestic vehicles 
and import cars met last week to 
draw for space at the 53rd annual 
Chicago Automobile Show next 
Feb, 18-26. 


It was the first time that all ex- 
hibitors had participated in a sin- 
gle drawing. In previous years, sep- 
arate drawings were held for im- 
ports. 

A total of 222,326 square feet of 
space will be available in the Mc- 
Cormick Place, the new lakefront 
exposition hall which will be the 
show site. 

Domestic cars took 160,412 square 
feet; truck exhibitors, 38,718, and 
imports, 23,196, 

Exhibit space for each domestic 
make was selected in the following 
order: Chevrolet, Ford, Pontiac, 
Oldsmobile, Plymouth, Rambler, 
Dodge, Buick, Cadillac, Lincoln- 
Mercury, Studebaker, Chrysler-Im- 
perial, DeSoto and Checker. 

Truck exhibitors: Ford, Chevro- 
let, International, Willys, Dodge 
and Studebaker, 

Import cars: Renault, Peugeot, 
Opel, Saab, Fiat, Citroen, Simca, 
Jaguar, Triumph, MG, Toyopet, 
Mercedes-Benz, DKW, English 
Ford and Rootes Group, 














A. IIE 2 COLE EISEN NO Tne 


Your biggest automobile buyers, in Chicago 
as anywhere else, are the young householders with 
growing and active families to transport. 


But nowhere else can you concentrate your 
advertising on young families more effectively. Over 
half the readers of the Chicago Swn-Times 

are men and women 35 and younger! 


You’re sure to reach this prime audience when you 
run your advertising in the Sun-Times— 
full color or black and white. 


Send for your copy of the 1960 Chicago Consumer Analysis. Now available. 


ne 


Young 
Chicago 
loves to buy.. 
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Simea ‘Crashers’ 


Promote at Fairs 


Troupe Draws 3,000 
In Rural Michigan 
IMLAY CITY, Mich.—Chrysler 


Recruiter and His Problems. . . 


NADA Joiner ‘Owns’ 
Bit of New Building 


Eprror’s Note: The following is 
the second of a series of five ar- 
ticles on the personalities and 


Car Guide Co., and there is park- 
ing space on the first three floors 
of the new unit. 


Corp. officials sat in with 3,000 en- 
thusiastic fair-goers on a soft sum- 
mer night here last week to get a 


first-hand view of just how tough 
their imported Simca can be, 

A flock of Simca sedans and con- 
vertibles were stunted, spun, hur- 
tled over ramps and, on occasion, 
dinged a bit as the Parisian Hell 
Drivers roared through a one-night 
stand at the Eastern Michigan Fair. 

The auto stunt troupe, using 

Simcas for the second year in a 
row, perhaps provides one of the 
best direct-to-the-prospect pro- 


operations that make up the Na- 
tional Automobile Dealers Assn. 
in Washington, D. C. 


By William Ullman 
Washington Bureau Chief 


JP RADQUARTERS of NADA is a 

handsome and comparatively 

new building at 2000 K St., N. W., 

in Washington—about six blocks 
from the White 
House. 


NADA has had little trouble in 
renting the rest of the space. 
Tenants include other associa- ; 
tions, including the Automotive : ct “ sacl i 
Old Timers, as well as several : a _— : ; 
small government units. The deal- ‘ % mit : 
ers today are collecting rent, not 
paying it. 

Utilitarian and simple are the 
words to describe the NADA Build- 
ing. It was designed to provide 
maximum use of space, and there 





Air Suspension the Hard Way— 

Hurtling over the tops of three cars to land on a ramp 65 feet away is one of the 
Simcas used by the Parisian Hell Drivers, only auto thrill show in the United States 
using imported cars. When the troupe performed at Imlay City, Mich., last week, 








No. 2 The first unit of | are no frills. Chrysler Corp. executives were among the spectators. motions available to any import 
; ofa ry eee aan Executives’ offices are finer than make. 
. structure waS|the average government officials ° Pi h == 
} The customers—who pay their 
| Series | completed in 186, quarters, but they are not as vos! Profit Squeeze Pinches way ta enn soe tor toombeiren the 
second uu |as the offices of a good many car amount of torture the cars absorb 





alongside the 
first, was begun last year as some- 
thing of an afterthought, and it is 
being finished now. 

Staff members, always conscious 
of the dealers who pay their sala- 
ries, are quick to tell you that the 
NADA Building belongs to the new- 
car and truck retailers of the coun- 
try. The decision to put up their 
own building represented a shrewd 
move by NADA’s board of direc- 
tors, Quarters had been rented ever 
since 1917, and leases being what 
they are, the association had been 
forced to move several times. 


In finding a site, money was an 


finally 

fashionable neighborhood. After 
the dealers started construction, 
however, the area began to look 
attractive to other associations 
and business firms. 

Several handsome new buildings 
followed NADA into the area, and 
the boom around Washington Cir- 
cle has been going strong ever 
since. As a result, the NADA Build- 
ing, which cost about $1.8 million 
(and is paid for) is probably worth 
around $3 million today. 

* +” + 
association staff occupies 
only the top two floors of the 
building. On the sixth floor is the 
National Automobile Dealers Used 


NADA Sets Up 
Double Check on 
Used-Car Prices 


WASHINGTON. —To provide a 
double check on used-car values as 
reported in the NADA Official Used 
Car Guide, on-the-spot surveys of 
current used-car prices have been 
inaugurated in numerous major 
marketing centers. 

Announcement of this added re- 
porting technique was made by Or- 
ville R. Harrod, Buick-Pontiac deal- 
er of Frankfort, Ky., and chairman 
of the National Automobile Dealers 
Assn, Guide Book Committee. 

Services of local certified public 
accounting firms are being utilized 
in compiling this double check of 
used-car selling prices. Plans in- 
clude participation by cooperating 
dealers in each key marketing cen- 
ter, with individual dealership used- 
car sales audits at least once every 
30 days by representatives of the 
local accounting firms to reveal 
verified net sales prices of both 
wholesale and retail transactions. 

Verified net sales figures for each 
area are tabulated by the National 
Automobile Dealers Used Car Guide 
on electronic data processing equip- 
ment. 

“This detailed audit of used-car 
values does not replace in any way 
the tried and tested regular report- 
ing by dealers of used-car and 
truck sales figures nor the reports of 
wholesale auctions,” Harrod stated. 
“The expanded survey is designed 
to supplement the normal and 
proved methods of collecting used- 
car data as employed successfully 
for the past 28 years.” 

Checkpoints in connection with 
the new program have already been 
set up in New England and the 
Midwest and will be expanded to 
other sections of the country in the 
immediate future, he said. 





dealers we have seen. 
* * + 


oe a grand tour of the 
premises the other day, we 
asked NADA Membership Director 
William C, Hamilton why some 
dealers hadn’t . 
joined the associ- 
ation. 

“After all,” we 
observed, “a new 
member gets to 
own a piece of 
this building. 
That should be 
some inducement, 
even if he can’t 
carry home a : 
chunk.” 

Like the ex- W. ©. Mantiten 
psychologist he is, Hamilton began 
by telling me that it wasn’t associ- 

ation policies that kept some deal- 
ers out, 

“Actually,” he insisted, “the 
number of dealers who are not 
members of NADA because they 
object to our policies and pro- 
grams is very low.” 

He pointed out that you can’t 
say that NADA represents either 
the large or small dealer. Very few 
NADA directors, for instance, sell 
more than 1,000 cars a year. The 
average director is in the 300-400 
lass. 


c ; 

Hamilton also claimed that 
NADA igs not overloaded with deal- 
ers selling any particular make. 
NADA membership percentages, he 
said, vary less than one percent 
from the actual percentages of 
dealers handling each make in the 
United States. 

“Then why aren’t some dealers 

members?” we pressed him. 
* * om 

o A= KENNY, our director for 

Northern California, has a 
theory about that,” he replied. “He 
believes that some dealers are not 
members simply because nobody 
has asked them to join. 

“Others think they are mem- 
bers when they are not. They are 
members of a state association 
or subscribe to the Guide Book. 
Kenny thinks a lot of these deal- 
ers would join if somebody ex- 
plained the situation to them.” 
Hamilton said that other non- 
members are dealers thinking of 
going out of business—or who are 
financially distressed, Another 
group maintain one membership in 

(Continued on Page 35, Col. 1) 









Makers in First Half 


The first half of 1960 produced 
a common pattern in the counting- 
houses of all the auto makers—the 
profit margin of all five was cut 
below the levels enjoyed last year. 

The reasons for the decline are 
complex. In all probability, no 
one or two reasons can be isolated 
to get most of the blame. 


Some observers have traced the 
profit decline, particularly in the 
case of Ford Motor Co., to the 
booming sales of compact cars. The 
reasoning goes that the economy 
cars produce less in profit so the 
more compacts you sell, the less 
you make. 

The theory has some rather ob- 
vious shortcomings. Ford still has 
the best profit margin in the auto 
industry, despite the fact that a 
healthy chunk of its sales are com- 
ing in the compact field. 


General Motors sells relatively 
few compacts and yet its profit 
margin fell in the first half. On the 
other hand, American Motors, ex- 
clusively in the compact-car field 
in both periods, also lost ground, 
but its drop was no worse than 
that suffered by GM. 


Many of the nation’s large cor- 


Ford Reviews 


Grad Recruiting 


DEARBORN.—College and uni- 
versity placement directors confer- 
red with Ford executives last week 
to evaluate the company’s college 
recruiting program. James M. Os- 
borne, manager of the Ford college 
recruiting program, directed the 
three-day conference, 

Sitting in on the discussions were 
R. S. McNamara, vice-president and 
group executive—car and truck 
group; T. O. Yntema, vice-president 
—finance; K, D. Cassidy, vice-presi- 
dent — industrial relations; A. A. 
Kucher, vice-president—engineering 
and research; Michael Ference jr., 
director of the scientific laboratory; 
B. C. Erickson, chief engineer, 
transmission and chassis division; 
H. F. Copp, assistant chief engineer 
—Ford truck, and H. L, Misch, ex- 
ecutive engineer—current car, Ford 
Division. 


How They Fared Financially tag 


Auto Makers’ 


Sales, Profits 


First Half, 1960 vs. 1959 


Sales 
(In Millions) 
1960 1959 


$ 495.1 
1,531.0 
2,954.3 
6,512.0 

209.8 


$12,527.3  $11,702.2 


Profits 

(In Millions) 

1960 1959 
$31.5 §$ 28.5 
23.7 58.0 
264.8 285.9 
612.0 590.0 
3.6 12.1 


$935.6 $974.5 


Second Quarter, 1960 vs. 1959 


$ 3104 $ 266.3 
840.5 
1,479.0 
3,306.0 


94.3 
$ 5,986.1 


$ 17.1 
12.8 
121.7 151.1 
288.0 297.0 
0.6 4.3 


$511.3 


$ 16.1 
42.8 


$440.2 





porations are experiencing the 
same profit squeeze that has hit 
the auto makers. 


In addition to the rise of the 
compacts, the auto makers can 
mention some other factors which 
have cut their profit margins just 
as they have cut the earnings of 
companies in other fields. 

Some of these factors are: Rising 
costs of labor and materials in the 
face of generally stable selling 
prices, premium prices paid for 
steel just after the steel strike, the 
high cost of developing products to 
keep one step ahead of the market 
and increased selling costs. 

The five auto producers’ sales in 
the first half totalled $12,527.3 mil- 
lion, well above the $11,702.2 million 
in the like period of 1959. However, 
the profit of the five dropped from 
$974.5 million in the first half of 
1959 to $935.6 million in the first 
half of this year. 


These results gave the industry 
a first-half profit of 7.5 percent 
on sales, compared with 8.3 per- 
cent in the first half of last year. 

Ford’s profit and sales in the 
first half both ran below the year- 
earlier totals but the company re- 
mained the industry’s best money- 
maker, returning 9.2 percent on 
sales. The year-earlier profit was 
9.7 percent on sales. 


GM, on the other hand, boosted 
both sales and earnings in the first 
half. The result was the same— 
the company made 9.1 percent on 
sales in the first half of 1959 and 
slipped to 8.6 percent in the like 
period of this year. 

American Motors also increased 
both sales and profits in the first 
half. The company made 5.2 per- 
cent on sales in the first half, com- 
gig with 5.8 percent a year ear- 

er, 

Studebaker-Packard, like Ford, 
had lower sales and earnings in 
the first half. S-P’s earnings 
slipped from 5.8 percent of sales 
in the first half of last year to 
2.0 percent in the like period of 
this year. 

Chrysler Corp, turned in the in- 
dustry’s lowest profit margin in the 
first half with 1.4 percent. This 
compares with 3.8 percent in the 
like period of 1959. The company’s 
first-half sales topped the year- 
earlier showing but its earnings de- 

clined sharply. 

The second quarter showed much 
the same pattern as the full first 
half—sales increased while profits 
lagged and profit margins declined. 

The five auto makers had sales 
of $6,032.1 million in the second 
quarter, compared with $5,986.1 mil- 
lion in the second quarter of 1959. 
Profits were $440.2 million this year 
and $511.3 million last year. 

The industry’s profit margin 
this year was 7.3 percent, compar- 
ed with 8.5 percent in the second 
quarter of last year. 


GM and AMC reported their sec- 
ond-quarter sales topped the year- 
earlier totals, while Ford, Chrysler 
and S-P reported declines. AMC 
was the only company reporting 
higher earnings in the secort? quar- 
ter than in the April-June period 
of last year. All five auto makers 
reported lower profit margins. 








and shake off. 

The show announcer, meanwhile, 
repeatedly weaves a hard-sell pitch 
for Simca into his running account 
of the proceedings, stressing its 
durability, ease of handling, safety 
and balance. 

And the cars, without benefit of 
mufflers, speak loudly for them- 
selves. 

When the thrill show, which is 
playing 105 dates across the East- 
ern United States this summer, 
appears in a town where Simca 
has retail representation, the local 
dealer can tie in promotions with 
the show. 

The appearance here at Imlay 
City, a farm town 45 miles north of 
Detroit, provided Chrysler officials 
and representatives of Simca’s ad- 
vertising agency a chance to review 
the performance. 

Representing Chrysler were 
James B. Wagstaff, corporate vice- 
president; Byron J. Nichols, group 
vice-president of auto sales; D. R. 
Crandall, director of Simca sales; 
A. W. Rowbottom, Simca central 
area sales Manager, and represen- 
tatives of the advertising and sales 
promotions department. 

They liked what they saw And 
the farm boys, who strayed from 
the livestock barns, machinery ex- 
hibits and the midway’s “Garden of 
Allah” long enough to take in the 
show, loved it. 

The show, which is privately 
produced, has no tie with either 
Chrysler or Simca, although 
Simca and MoPar Division pro- 
vide half the ads in the official 
show program and Simca supplies 
cars to the troupe. 

Dan Fleenor, production manager 
and star driver, says the stunt cars 
are driven from one town to the 
next, covering a total of about 35,- 
000 miles a year. He equates this to 
200,000 miles of driving by the aver- 
age motorist. 

Unintentional highlight of the 
Imlay City show perhaps came 
during intermission, when the elite 
Mounted Posse of the Lapeer Coun- 
ty Sheriff was performing. 

One of the riders fell off his 
horse in front of the grandstand. 

—Rosert M, LigNeRT 


White Earnings, 
Sales Drop from 


Record Levels 


CLEVELAND.—Net income and 
sales of White Motor Co. for the 
first six months of 1960 were the 
second best for a first half in the 
company’s history, surpassed only 
by the record levels of the first six 
months of 1959, it was reported by 
Chairman Robert F. Black and 
President J. N, Bauman. 

Net income of the firm was 
$5,232,187, approximately 23 percent 
below the record $6,793,005 for the 
comparable 1959 period, 

Net sales in the first half of 1960 
were $161,362,581, down 7.4 percent 
from record 1959 six-month sales 
volume of $174,290,913 but almost 29 
percent above the first six months 
of 1958. 

“Commercial sales during the 
current six-month period actually 
increased slightly and the over-all 
reduction of about $13 million in net 
sales was the result of a lower 
volume of government business,” 
the White executives said. 
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Rambler Dealer 
Profits 

Are Way Above 
Industry Average... 
SEE WHY! 


AIR MAIL CARD TODAY! 


BUSINESS REPLY MAIL 
NO POSTAGE STAMP NECESSARY IF MAILED IN THE UNITED STATES 


Director of Dealer Development 
American Motors Sales Corp. 
Detroit 32, Mich. 
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RATE THEIR CARS 


1960 Car Owner Survey Shows Why 
Rambler Continues To Break Sales Records 


Owner Satisfaction How Owners Themselves Rate the 1960 Cars 


Is The New Car 
Dealer's 
Biggest Asset... 


RAMBLER OWNERS 


ere are important results of a survey of 1800 owners of each of the nine 6-cylinder cars shown in the charts. Note that Rambler 
leads both the low-price and compact fields on the most important question of all, “Would you buy the same make again?” 
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There Are Still IMPORTANT! 
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Available In Select Markets 
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Capsule Comment 


Seeking cooperation of newspapers to clean up deceptive 
auto advertising, the nation’s dealer trade association man- 
agers have urged NADA to set up a joint committee to meet 
with publishers. 

One goal is to eliminate new-car ads from classified sec- 
tions of newspapers. 


The Automotive Safety Foundation is directing a study 
of the effects of traffic control measures and roadway de- 
sign on traffic accidents. 

Objective is to find out the safest designs and controls 


for the use of engineers. 
” * * 

Truck dealers report sales up in the first half of 1960 but 
declare they would have been even better if good commercial 
salesmen were available. 

Pointing up again the industry’s lag in attracting and 
keeping topflight sales ~ 

* * 

Although auto makers liinticed their sales volume in the 
first half of this year, the profit squeeze was on, and com- 
pany earnings lagged behind a year ago. 

The profit margin on compact cars ts not as large as on 
standards. 

* + * 

Even though it won’t be easy, the average new-car dealer 
will come through the 1960 model cleanup period in one 
piece, the nation’s finance experts believe. 

We assume that means finance companies will aid dis- 
tressed dealers, if necessary. 

* * * 

Co this week resumes work on a new minimum 
wage-hour bill. 

Whether dealers are allowed their historic exemptions 
is up to YOU. 


Events 


% Enrror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used, 


Dealer Conventions 


Aug. 7-9—Geo Independent Automo- 
in ees ce teak -, Henry Grady Hotel, 
tanta 
Lt ee eee Dealers Assn, 
inia, Greenbrier Hotel, White 
pclthor prings. 
vane 


eee Automobile Dealers 
Harvest House, Boulder. 
Aug. 28-29—Wyoming Automobile Dealers 


ei Cod 
Sept. Tl- i3—-New Hampshire Automobile 
Dealers Assn., Farragut House, Rye 


Beach 
Sept. 12-13—Minnesota Automobile Deal- 
ers Assn., Leamington Hotel, Minne- 
apolis 
Sept. i3-14—Federation of Automobile 
soe of Canada, Toronto, 
10 — Melee Automobile Dealers 
Samoset Hotel, Rockland. 
Sept. nig amen He Automobile Dealers 
_, oan Hotel, Louisville, 
Sept, ie New York State Automobile 
Beales, 7 The Concord, Kiamesha Lake, 


x in a—wisconsin Automotive Trades 
Hotel Schroeder, Milwaukee, 

 40-0ct. 1 — Montana Automobile 

Dealers Assn., Rainbow Hotel, Great 


on. 10-12 — Automotive Parts Rebuilders 

Assn., annual convention, Conrad Hil- 

ton Hotel, Chicago. 

. 15-17—Texas "Ipitepieniiont Automo- 

bile Dealers Assn., Sheraton-Dallas 

Hotel, Dallas. 

Oct, ' 23-25—Automotive Trade Assn. of 

on 8 Hotel Roanoke, Roanoke. 
23-25—New eo Automotive Trade 
, Chalfonte-Haddon Hall, Atlantic 


City.” 

Oct. 28-Nov. 2—Florida Automobile Deal- 
ers Assn., Cruise to Montego Bay and 
Port- ret rince. 

6-7—Oklahoma Automobile Dealers 
Assn., Skirvin Hotel, Oklahoma City. 

Nov. |! mnecticut Automotive Trades 
Assn., Hotel Statler-Hilton, Hartford. 

Jan, 15-19—National Independent Auto- 
mobile Dealers Assn., Eden Roc Hotel, 

. | — National Automobile 
Dealers Assn., San Francisco, 

March 13-14—Louisiana Automobile Deal- 
ere Assn., Roosevelt Hotel, New Or- 
eans. 

2 * RS sabe Automobile Dealers 

Idaho Falls. 

May Fi -23 — Oregon Automobile Dealers 

Assn., Eugene Hotel, Eugene. 
* * *¢ 


Auto Shows 


% Soot. 23-Oct. | — Sogmede Motor 
Earl's Court, 
ost. 6-16—Paris Aehecaiie Bicycle, Mo- 
torcycle and Sports International Ex- 
position, Grand Palais, Paris, 
ct, 823 — Dallas Auto Show, Texas 

State Fairgrounds, Dallas. 

% Oct, 1416—Empire Motor Show, Denver 
Coliseum, Denver 

Oct. 15-23 — National Automobile Show, 
<a Hall, Detroit. 

Oct. 19-23 — Autorama, Industrial Arts 
do. Exposition Park, West Springfield, 


Mas 

Oct. *19-23—International Foreign and 
Sports Car Show, Commonwealth Ar- 
mory, Boston. 

*% Oct. 19-29 — International Motor Show, 
Earl's Court, London 

Nov. 5-13 — World Car Show, Roosevelt 
oma: Westbu N: Y. 

= Sa Tes § Show. Coliseum, 


conn "12. 19—Pittsbur h Auto Show, National 
Guard Armory, Pittsbur 
Nov. 12-19 — Philadelphia Auto Show, 
Grand Exhibition Hall ee - and Con- 
vention Center, Philadel 
Nov. 23-27—Portland Auto 
Coliseum, Portland, Ore. 
25-Dec. 3—Indianapolis Auto Show. 
Indiana State Fairgrounds, Indianapolis. 
4-2I—Syrecuse Auto Show, Syracuse 
Wor Memorial, Syracuse. 
Jan. 26-29—Birmingham Auto Show, Munic- 
ipal Auditorium, Birmingham, Ala. 
Jan. 28-Feb. 4—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 
Feb. 3-8—International Foreign & Sports 
oar Bae Dinner Key Auditorium, 


Fev. *18-26—53rd Chicago Auto Show, Chi- 
cago Exposition Center, Chicago. 
* * * 


how, Memorial 


General 

wth 6-16, 1960—Production Engineering 
a, ite Pier Ghicego 
6, 1940—Machine ool Exposition, 

ae Amphitheatre, Chicago, 
Sept. 12-15—National Truck Leasing Sys- 
tem, Sheraton Towers Hotel, Chicago, 
Oct. ‘19-22— Automotive Wholesalers of 
Texas, Rice Hotel Convention and Booth 
Conference Rice Hotel, Houston, 

ruck and y Equipment 
aes and Exhibit, Sherman Hotel, 
Chicago. 
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Automotive Cartoon 


Of the 


Week 


"You're too young to remember before the compacts, 


aren't 


Letterbox 


you?” 


‘Here TlijStay ..... 


This is an open forum for the discussion ©: 
readers, and your letters are welcomed. Ne attention is 


letters but you may sign your name with the 
uest. Address Editor, Automotive News, Detroit 7, Mich. 


used if you so req 


Booted Back to Imports 

I have an open question aimed at 
Detroit: Do auto makers know how 
poorly their dealers stack up 
against the foreign-car men? 

Several years ago, I purchased a 
Morris Minor convertible. 

In January of this year I pur- 
chased a new Volkswagen. I must 
say that their sales people, the 
service staff and the mechanics are 
really outstanding. 

They sell CONFIDENCE and you 
can feel it as soon as you walk 
in the door, I had tried a few local 
Ford dealerships, to ask about the 
Falcon, and the reception was 
BAD: High-pressure tactics, nasty 
remarks, no interest figures and so 


on. 
I was booted right back into the 
foreign-car camp, and here Pll stay. 
—Rosert Tuva, Berwyn, IIl. 
* = * 


Yardstick Crossways 

Thanks for the story regarding 
my service department in the July 
18 issue. 

There is a glaring error in dimen- 
sions, however. The story says the 
main service center is 80 feet long. 
It is 80 feet wide with access on 
two streets and is actually 290 feet 


The Big Stories 


34 Years Ago—1926 
The first half of 1926 was characterized as the greatest six-month 
period in the history of General Motors Corp. Earnings of the corpora- 


tion were $93,285,674. 


20 Years A 


Up 27 percent over the comparable 


o—1940 
1939 period, new-car and truck 


registrations reached 2,105,932 units in the first half of 1940. Car sales 
totalled 1,814,814, while trucks hit 291,118. 


10 Years Ago—1950 
Chrysler Corp. net earnings for the first six months of 1940 totalled 
$39,543,119. The figure reflects a 100-day strike earlier in the year . 
General Motors’ net income for the first six months was $485,277,389. 





y subject of interest to our 
is given to unsigned 
assurance that it will not be 





long—quite a difference—JoHn H. 
LANDER, Lander Motors, Atlanta. 
* 


Error in Ford Deals 


With reference to the June 12 
issue of Automotive News we note 
an error has been made with re- 
gard to the installation of two deal- 
ers in our district. 

The correct spelling of our new 
dealer in Decorah, Ia., is Niedfeldt 
Motors, Inc. 

Raasch & Henkel Ford Sales is 
located in Spring Valley, Wis.—not 
Spring Valley, Minn.—C, B. Ewsrs, 
Ford Division district sales man- 
ager, Minneapolis. 


A Dealer’s Seourity Plan 


You no doubt have heard of 
many ways to cure the troubles 
that exist in the retail automobile 
business. I have thought of several 
plans that could work and the one 
I am going to tell you about is one 
that I have thought about for many 
years. 

I am against sales campaigns 
where the factory offers bonuses 
to move merchandise, If the factor- 
ies can afford bonuses, then they 
can afford to cut the price of the 
car. A buildout bonus igs explained 
in my plan and goes into effect 
after a new model year starts. It 
is explained in paragraph numbers 
9 and 10, 

1, Set up definite sales areas 
for each quality dealer. This is 
easy to do by the factories. 

2. Quality dealers will solicit 
sales in a given area. Quality deal- 
ers are those who meet the stand- 
ards set up by their factory and 
the National Automobile Dealers 
Ass 


n, 
3. The factory sells cars to their 
quality dealers at a fixed discount 
of 15 percent taken from the F.O.B. 
price of the car, Taxes and freight 
are not part of the F.O.B. price. 

4. The quality dealer sells the car 


to a retail customer and then ad- 
(Continued on Page 19, Col, 1) 

















For today’s faster driving, it’s good to know 
your cars are riding on Turnpike-Proved tires by Goodyear 


Many tires are easy marks for high-speed heat. 
That’s why it pays off in customer satisfaction to 
ride with Turnpike-Proved tires by Goodyear—the 
precision-built tires that will give any car these three 
important extras: © 


1. Up to 25% more safe mileage than before— 
anywhere. 





2. New whisper-quiet, cushion-soft ride. 

3. New 3-way sureness on the road... quicker starts 
—safer stops—better car control on turns. 

You can give your customers all three of these big ~ 

extras at no extra cost—with Turnpike-Proved tires 

by Goodyear. Goodyear, Akron 16, Ohio. 


LOTS OF GOOD THINGS COME FROM GOODYEAR 








1 mpike-Proved Tires 


3-T CUSTOM SUPER-CUSHION 


NOW PRECISION-BUILT WITH 
ELECTRONIC CONTROLS 





Detroit’s John C. Lodge Expressway, looking North. 


GOODFSYEAR 


MORE PEOPLE RIDE ON GOODYEAR TIRES THAN ON ANY OTHER KIND! 


| Super-Cushion, 3-T, T.M.’s, The Goodyear Tire & Rubber Company, Akron, Ohio. 
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AUTOMOTIVE WASHINGTON 


Old Timers’ 


Chief Urges 


National Auto Museum 


By William Ullman 
Washington Bureau Chief 


1 Automotive Old Timers, wholly in Washington at 
last 


, is burning with new 


life and big ideas. The fire is 


being kindled by its stalwart executive vice-president, Major 


Henry M. T. Cunningham, 


onetime Washington zone 
manager for Ford-Lincoln-Mercury. 
Since his retirement, the major 
has been running 
the Old Timers as 
a labor of love, 
for he gets no 
salary and he 
wants none. He 
feels that the 
automotive indus- 
try has given him 
much, and he 
wants to do some- 
thing in return. 
Maj. Cunning- 
ham’s dream is to 





William Uliman 
build in our capital city a National 








Automotive Museum and Hall of 
Fame, chartered by Congress and 
supported by all segments of the 
industry. 

It is typical of the major that 
this is a practical dream, one which 
can be attained and should be at- 
tained. In the first edition of the 
Automotive Old Timers Newsletter, 
he offers convincing arguments for 
selecting Washington as the site 
of the museum. 

Visitors are Washington’s big- 
gest private industry, he points 
out. Between 1949 and 1959, the 
number of tourists and conven- 
tion delegates visiting the capital 





each year rose from 3.3 million to 
more than seven million. 

Included in the 1959 total were 
more than 600,000 students, most 
of them high school juniors and 
seniors. They come each year in 
ever increasing numbers, generally 
a whole class at a time, and they 
are the world’s hardiest sightseers. 

Were a National Automotive 
Museum built in Washington, these 
kids would visit it. Make no mis- 
take about that. And so would a 
big share of more than 6.4 million 
adults, 


* * * 


For Foreign Visitors 


A MUSEUM in the capital also 
would attract thousands of for- 
eign visitors, including students, 
businessmen and diplomats. All ac- 
credited foreign governments are 
represented here either by embas- 
sies or legations. 

Visitors from abroad would 
take home an unforgettable im- 
pression of how America’s No. 
One industry has developed under 
our competitive free enterprise 
system. 

Maj. Cunningham igs convinced 
that the automotive industry is not 
adequately represented in our cap- 
ital by the antique car exhibit at 
the Smithsonian Institution. The 
Smithsonian suffers from a chronic 


Coming to the... 
National Auto Show? 


SHOW ISSUE (October oe 


In Detroit’s Beautiful New COBO HALL 


OCTOBER 15-23 


Many dealers and industry executives will be arriving for the show 
preview. 


Don't miss getting your copy of the AUTOMOTIVE NEWS AUTO 


and give you complete information on the new models. 


BE SURE TO GET YOUR COPY!! 
NO CHARGE 


As a subscriber, you need only mail us the coupon below and we will 


deliver your personal copy of the AUTOMOTIVE NEWS AUTO SHOW 
ISSUE to your hotel in or near Detroit. 







lack of space and funds, Further- 
more, a roomful of cars does not 
and cannot tell the story of the de- 
velopment of the auto industry in 
the United States. 

The story will have to be told 
through the combined efforts of all 
segments of the industry—auto 
manufacturers, dealers, unions, tire 
makers, the petroleum industry and 
countless others. To do the job, ac- 
cording to the major, it will take 
a new building in Washington. 


* * * 


Inside the Museum 
AT would the National Auto- 
motive Museum and Hall of 
Fame contain? 

First, says the major, it would 
contain mementoes of the early 
days of the industry, including 
motor vehicles. Models should in- 
clude some of the false starts and 
blind alleys as well as the cars that 
worked, to illustrate the late 
Charles Kettering’s dictum that an 
inventor “suffers 99 failures for 
every success.” 

It would form the most author- 

itative source in the nation for 
data, records and historical ma- 
terial on the development of the 
motor vehicle and the industry. 

The Hall of Fame section would 
immortalize the pioneers of all 
parts of the industry: The inven- 

























is edition will help you enjoy the show 


A. J. DeLISLE 

AUTOMOTIVE NEWS 

965 E. JEFFERSON AVENUE 

DETROIT 7, MICHIGAN 
Yes! I'll be in Detroit for the National Auto Show and | would like to 

have the AUTOMOTIVE NEWS AUTO SHOW ISSUE (October 10) 


delivered to my hotel. 















NAME:——— 


Address while at Show:— 



















tors and the racing car drivers, the 
founders and executives, the deal- 
ergs and super-salesmen, the engi- 
neers and scientists. 

In this age of museum marvels, 
it isn’t hard to imagine working 
models of factories, showing how 
mass production hag developed 
down through the years from Henry 
Ford’s first assembly line. Or to 
build models of highway systems, 
showing progress from the first 
mud roads to modern interchanges. 
Or to show improvement in the 
thousands of components that 
make up the automobile—such as 
tires, glass, paint and fabrics. 

+ * + 


A Big, Exciting Idea 


7 idea of Maj. Cunningham’s 
is big and exciting. If the proj- 
ect can be launched, there should 
be donors aplenty. (We can’t help 
thinking of Winthrop Rockefeller, 
who has just acquired the superb 
collection of antique autos owned 
by James Melton.) 

The major has had preliminary 
discussions with many members of 
the Automotive Old Timers (mem- 
bers must have spent at least 25 
years in the industry). 

Many are enthusiastic about 
the plan. He also reports that 

support of prominent congres- 
sional leaders has been promised, 
so that he believes a bill to create 
the National Museum could be 
introduced in Congress and pass- 
ed into law. 

We feel sure that Maj. Cunning- 
ham would like to hear the views 
of anyone interested in such a proj- 
ect. His address is: Automotive Old 
Timers, 2000 K St. N. W., Washing- 
ton 6, D. C. His small staff may not 
be able to handle replies to all let- 
ters, but you can be assured of 
their gratitude. 

* 


Refurbish Those Antiques 


. inexhaustible Maj. Cunning- 
ham has some other plans for 
the Old Timers. He wants to do 
something about what he calls “the 
sad state of repair” of the ancient 
gas buggies on display at the 
Smithsonian here. 

Those on exhibit, he says, need 
a complete reconditioning job, and 
10 antique models are so banged up 
that they can’t even be displayed. 

“As an industry with pride of 
accomplishment—the industry 
which changed the habits of a 
nation—we should do something 
about this,” the major says. 

He also wants the Old Timers to 
work harder on safety promotions, 
including driver education, to keep 
alive more future Old Timers. The 
organization will make its voice 
known in striving for more equi- 
table motor vehicle taxes and ade- 
quate highways. 

* 


Road-Fund Raid Proposed 


7s American Judicature Society 
reports a proposal of the Illinois 
Judicial Conference to allocate a 
portion of that state’s gasoline tax 
to the state judicial department. 
The society's Journal admits that 
diversion of highway taxes annoys 
motorists, but it notes that “judicial 
administration is not as remote 
from highway use at is might 
seem.” 

+ = ~ 


Driver Tension Studied 


A FASCINATING study of driver 


tension has been published by 
the Bureau of Public Roads, prov- 
ing that we get the jumps once 
every 21 to 35 seconds while driving 
in city traffic. 
Driver’s responses were measured 
by attaching electrodes to the first 
and third fingers of the left hand 
of each test driver, A scientist in 
the back seat recorded reactions in 
the form of galvanic skin reflexes. 
This is a sensitive method for 
measuring tension. Observers in the 
front seat noted the incidents that 


forced the driver to react. 


Bureau researchers found that 
95 percent of driver tension is 
caused by just eight types of traf- 
fic interference. Neo. One cause 
of tension—causing ©@ percent of 
the reactions—involved other ve- 
hicles in the traffic stream, 

First was parking maneuvers — 
other vehicles in the process of 
parking or already double parked. 
As might be expected, pedestrians 


who looked as if they were about 


to cross the street created more 
tension than pedestrians already 


crossing the street. 


Traffic signals also bugged driv- 


ers if they were forced to reduce 
speed in a hurry. 
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IT’S THE “LAST WORD” FROM THE WORLD’S AUTHORITIES... 








‘PRESTONE 


Jone [1FE 


COOLANT 





NEW 





*LIST PRICE: *5°° per gallon 


Fair Trade Price applicable in all states 
having effective Fair Trade Laws. 


“Prestone”, “Eveready” and “Union Carbide” are registered trade-marks for products of 


UNION CARBIDE CONSUMER PRODUCTS COMPANY . Division of Union Carbide Corporation - 270 Park Avenue, New York 17,N.Y. 


ANTI-FREEZE AND ANTI-RUST BY THE 
MAKERS OF FAMOUS “PRESTONE’”’ BRAND ANTI-FREEZE 


Sells at a premium price.” But it can mean long 
run savings for the car owner whose cooling sys- 
tem is kept in tip-top condition. Tests made in 
the world’s leading cooling system laboratories 
indicate that “Prestone” Long Life Coolant 
will protect against freeze-ups and rust as long 
as—or longer than—any coolant or fluid now on 
the market or announced for sale to motorists. 

“PRESTONE” Long Life Coolant features, in 
addition to ethylene glycol, long recognized as 
the most effective anti-freeze base, famous Mag- 
netic Film, plus a fortified “reserve” rust inhibi- 
tor formula. This new product is undiluted and 
can be used with any pure water. It gives su- 
perior rust and corrosion protection to all metals 
including the latest aluminum alloys. 

A natural for the Service Dealer. “PREsTONE” 
Long Life Coolant is designed for cooling sys- 


tems regularly inspected and carefully main- 
tained by a qualified dealer. The new product 
carries the famous “PRESTONE” guarantee for 
one full winter’s use, but can give extra-long 
protection beyond the guaranteed period. How- 
ever, after the first winter’s use, the solution 
should be checked periodically for anti-freeze 
and anti-rust protection. 
* oe Be 

IMPORTANT: Remember, almost all automotive 
experts, including every Detroit car maker, rec- 
ommend a fresh fill every fall, and the famous 
“PRESTONE’” guarantee is based on these recom- 
mendations. That means, for the vast majority 
of motorists, “PRESTONE” Anti-Freeze with 
Magnetic Film continues to be the surest way 
to prevent wintertime freeze-ups and car engine 
burn-outs due to rust. 
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Locate 
That Alert, 
Ambitious 
Replacement 
=: Thru a Want Ad 
Pe : in 


Automotiue News 


Automotive News Classified Want Ads 


CLASSIFIED RATES: GENERAL CLASSIFICATIONS: 


22¢ per word for each insertion. Minimum Help Wanted Antique Cars 

15 words. Position Wonted Ile per word. Position Wanted Car Recovery 

Add $1 per insertion for use of box num- Dealerships Available Cars For Sale 

ber. Contract rates available it Destorshipe Wented coe Wome 
° on reques' Manufacturers’ Rep. Trucks For Sole 
Trucks Wanted 


Dealer Services 
New Lines Wanted 
_ Business Opportunities 


DISPLAY RATES: 


$12.30 per column inch for each insertion. 
Minimum one inch—maximum ten inches. 


Contract rates available on request. 


Shop Equipment For Sale 
Shop Equipment Wanted 
Accessories For Sole 
Accessories Wanted 
Miscellaneous 


Automotive News 


WOodward 3-9520 © 


945 E. Jeflerson ~ Detroit 7, Michigan 











“The CARS Rental system,” 
says Cory S. Kammler, Presi- 
dent of Kammler Buick-Pontiac 
Co., Princeton, N. J., “points 
out completely new areas ot 
. profit, right in our own back- 
yard! Together with their 
effective national advertising 
and proven local tie-ins, 
the system opens up whole 
new avenues of profit. We're 
sold!” Hundreds of other new 
Car dealers from coast-to-coast 
share Mr. Kammler’s enthusi- 
asm for this proven effective 
method of leasing, renting 
and financing. 


Nomnts 
Out new business 
in our own backyard’ 


LEAVING? 
















pan: 3 3 9 3 3 
TRUCK 


Faster-Easier 
K E N quality 


job-designed | 


T-45 TIRE TOOLS 


TRUCKS — BUSSES 
TRACTORS 


Used and recommended by leading tire 
makers. New, improved design for mount- 
ing and demounting tubeless truck tires 
on new one-piece drop-center rims with- 
out damage to sealing features. Simple 
instructions with set of tools. Length: 





Lawsuits Affecting Dealers ... 
Court Decisions 


Change 


Tires 








By Leo T. Parker 
Attorney at Law 
ONSIDERABLE discussion has 
arisen from time to time over 
the legal question: Can a state 
legally collect taxes on gross in- 


kana). In such a situation exemp- 
lary damages may be allowed.” 
* * * 


Fence Law Invalid 


ieeeen higher courts consist- 

ently hold that city ordinances 
are invalid which do not benefit 
the health, morals or safety of the 
general public, 


For example, in People of the 
State of California v. Dickenson, 
343 Pac. (ed) 809, a city ordinance 
wag litigated which provides that 
premises where an automobile 
wrecking business is conducted 
must be surrounded by a solid 
fence or wall at least six feet in 
height. 

The higher court promptly held 
this ordinance invalid, saying: 

“There can be no question of the 
general proposition that ordinances 
of this character must be confined 
to regulations relative to the health, 
manufacturer paid the rail and morals or safety, or the 

A general 

truck transportation charges. public welfare.” 


In subsequent litigation, the * 


come derived 
from transporta- 
tion automobiles 
to dealers within 
the state? 

For instance, in 
Convoy Co. v. 
Tax Commission- 
ers, 334 Pac. (2d) 
772, the testimony 
disclosed that an 
automobile man- 
ufacturer would 
load automobiles 
in railroad cars and forward the 
bills of lading to a motor carrier 
in another state where the auto- 
mobiles were to be delivered to 
various dealers. The automobile 





L. T. Parker 


USED IN PAIRS 


. 
higher court held that the motor * 
carrier must pay the tax imposed Negligence Law Held TES ES 
by a state law on its gross rev- ° j 7 
sani deived Wiad Fi caom Minor Rate Factor , 
of such automobiles. ANN ARBOR.—Adoption of com- , 


parative negligence laws would 
have no major affect on automotive 


liability insurance rates, a study 
which the automobiles were deliv- published in the University of 


ered by the carrier does not violate : ; in di 
or contravene the commerce clause Michigan Law Review indicates, oa 


of the United States Co p Authored by Prof. Cornelius J. PE 
. ¢ || : ° — Peck, of the University of Wiscon- 
When Demo 


sin, the study covers one of the 
Crashes hottest topics in the legal profes- 
CONSIDERABLE discussion has| sion and insurance industry. 
arisen from time to time over In theory at least, under pres- 
the legal question: If a prospective| ent laws in Michigan and most 
buyer wrecks an automobile while| states, an individual may be de- 
test driving it, can the automobile| nied recovery for personal injur- 
dealer recover payment from the| ies or property losses sustained in 
prospect equal to the value of the| an auto accident if he contributes 
car? in any way to the mishap. This is 
the traditional rule of “contribu- 
tory negligence.” 

Under comparative negligence, 
damages may be collected by those 
who contributed in part to an auto 
accident. But the amount awarded 
is scaled down to reflect the extent 


This court also held that collec- 
tion of the tax by the state in 


Mounting seco 


‘aleMcl tele! 


Demounting first bead 


Recently, a higher court an- 
swered this question in the af- 
firmative. 

For instance, in Avery Automo- 
bile Co. v. George, 160 N. E. (2d) 
305, the testimony showed that one 


to test-drive a used Pontiac. 


While test-driving the car, George} To compare the effects of these 
had an accident. The car crossed| two doctrines on liability insurance 
the road, damaged two sections of| rates, Peck studied safety factors, 
guard rail, went over an eight-foot/ economic variables, and legal differ- 
bank and came to rest wedged in| ences between states with the con- 
a ditch or ravine. tributary doctrine and those which 

George said he was travelling at| follow the comparative negligence 
40 to 45 miles per hour and that} rule (Arkansas, Georgia, Mississip- 
there were occasional icy spots on| pi, Nebraska, South Dakota, Ten- 
the road. He partly blamed the! nessee and Wisconsin), 
quick action of the power brakes His major finding: “Adoption 
for the accident. of a comparative negligence rule 

Rg at ..- would not have a catastrophic 
result upon the insurance rate 
structure of any state. 

“Indeed, it would not have as 
much effect as rapid growth of 
population, increased urbanization, 
or change to a traffic pattern with 
the effective safety record of a 
neighboring state, 


Le) 





Demounting second bead 


SEE YOUR JOBBER! 


SAVE LABOR, TIME AND MONEY. 
INSIST ON KEN TOOLS. Finest Quality 
and Design. Largest Exclusive Mfgrs. of 
Tire Changing Tools and Equipment. 


George Must Pay 
T HE higher court held that 
George must pay to Avery Auto- 
mobile Co. the full damages to the 
wrecked Pontiac. The court said: 
“It is clearly beneficial to a 
prospective purchaser to drive a 


The KEN-TOOL Mfg. Co. 
AKRON 5, 


OHIO 









car before deciding whether or 
not to buy. It follows that George 
was under a duty to exercise or- 
dinary care. He did not exercise 
ordinary care and this failure 
was the proximate cause of the 
accident.” 

For comparison, see the case of 
New & Used Auto Sales v. Ahva- 
kana, 269 Fed. (2d) 189. 

Testimony showed that Lloyd 
Ahvakana, an Eskimo, sued New 
& Used Auto Sales for compensa- 
tory and punitive damages. Ahva- 
kana alleged that New & Used 
Auto Sales falsely represented to 
him that the automobile was new, 
whereas in fact it was a used car 
and had been driven some 4,339 
miles from Illinois to Anchorage, 
Alaska. 

Ahvakana testified further that 
when he inquired about the figure 
of 21 miles showing on the speed- 
ometer, he had been informed by 
the salesman that the reason for 
this was that the car had been 
driven around the block by cus- 
tomers. 

It is interesting to observe that 
the higher court awarded Ahva- 
kana $818.90 actual and $400 ex- 
emplary damages, plus costs and 
attorney’s fees. This court said: 

“The evidence that appellants 
(New & Used Auto Sales) inten- 
tionally deceived appellee (Ahva- 


You get the full story on this 
exclusive system through 
“Seminars in the Sun’, con- 
ducted weekly in Ft. Lauder- 
dale under the joint sponsor- 
ship of CARS and the Univer- 
sity of Miami, Small, selective 
classes ont uesday, Wednesday 
and Thursday permit individual 
attention to your personal 
problems—and show you the 
way to new profits through 
the only leasing group in the 
nation made up of new car 
dealers, 





ARS RENTAL SYSTEM 
DEPT. AN, DRAWER 7126,SUNRISE STATION 
FT. LAUDERDALE, FLORIDA 

Please send me full information concern- 
ing CARS “‘Seminars in the Sun’’. 


Write or Phone TODAY 
For Your Reservation 
“ <a 





CARS RENTAL 
SYSTEM 
LOgan 6-432! 
938 SUNRISE LANE 
FT. LAUDERDALE, FLORIDA 





“Its effect, if any, would go un- 
noticed in the rates and statistics 
of the insurance industry.” 

* * * 


N. Y. to Seek Revival 
Of Ignition-Key Law 

ALBAN Y.—The attorney gen- 
eral’s office will try next year to 
resume enforcement of New York 
State’s two-year old ignition-key 
law. 

Ruled unconstitutional seven 
months after it became effective, 
the law prohibits motorists from 
leaving their keys in the ignition : , ‘ v : 
switch when the car is parked. | srsilable for distributors: ilincis, Wiscon- 

State Solicitor General Paxton Arkansas, Florida, Alabama, Mississippi. 
Blair said legislation will be intro- —— ae re ‘ | 
duced a ro 7% ee conta 4 —- ae eee ° gota sales fetes } 
correctin e ague n of a t I h 
that has Semauen its enforcement. = available for" Inventory and an 

: ing ¢ iTal, 

ee oe ys a wane this hn a sound, lucrative opportunity 
art of a package known gene ith th : 
aa the anda “Rules of the Road.” ganizational “abilit 7 sang, You" should net 
It went into effect in July, 1958. WAllleceh ae adeld edhe teen 

The court test came in the case no others interests, oe weer auuior en 
of a Corning motorist who was ar-|§ automobile dealer or someone presently 
rested in Sanenae 1958, for leaving dae Ce are. pro- 

’ , n ss 
his key in the — —— 7 ment is set up for this cachealve operation. 
claimed that the law interfere 
with his right to do what he wished 
with his own property. Corning City 
Court Judge Charles Githler agreed 


If you serio bout ti deal 
where =o bare te. Gesupelition® ao 
with the motorist and declared the 
law unconstitutional, 











DISTRIBUTORS 


We are world distributors of a new rev- 
olutionary, low priced, front end alignment 
machine which has excellent acceptance 
with and is greatly needed by the service } 
station and garage operators and al- 
though most territories have now been 
covered, we still have the seoeng slotes 


product which has a fantastic market 
potential, and where you can really make 
money with a very small investment and 
can act immediately, write Box ||, c/o 
Automotive News, troit 7. 








In the Letterbox 





(Continued from Page 12) 
whether a dealer was dualled or 
t. 


The Federal Trade Commission 
evidently is trying to promote dis- 
count houses, cut-throat tactics and 
jeopardizing dealer investments.|4¢ material of this type that could 
Maybe they should promote cut-|he useq in training "enlenentes and 
rate prices at the factory level.| +. training veterans? —C. E. SNY- 
Certainly a dealer is entitled to a| pp, Snyder Auto Service Co 
profit, the same as a manufacturer. 7 : 
—Niets P. ANpeRsEN, Andersen, Inc. eT eae BiMonrg — 
mports), 195 Main St., Chatham, 


vises the factory, by way of a sign- 
ed affidavit, the proper address and 
name of the buyer. This affidavit is 
then filed by the factory and 120 
days later the factory pays to the 
quality dealer, who represents the 
area in which the car is actually at 
home, a bonus of 5 percent. (See 
paragraph number 6.) For submit- 
ting the affidavit within 24 hours 
after delivery of the car, the fac- 
tory pays the quality dealer one 
percent of F.0.B, 

5. There will be two free inspec- 
tion periods offered to the owner 
at 1,000 and 3,000-mile intervals. 
The quality dealer performing these 
free inspections, submits a custom- 
er signed voucher to the factory 
and receives a cash payment of one 
percent for each inspection. The 
factory pays the dealer by check 
or parts credit. 

6. At the end of the 120-day 
period a bonus of 5 percent is 
paid to the quality dealer in 
whose area the new-car buyer 
makes hig\home, Such address 
is the one the owner lived in at 
time of purchase. 

7. The above mentioned applies 
to all sales made during the current 
model year and 10 days after new 
models are announced. 

8. Ten days after new models are 
announced the factory pays to the 
quality dealer owning the cars the 
5 percent bonus, which bonus can- 
not be claimed by any other dealer, 
because the car ceases to be a cur- 
rent model car. This permits the 
dealer to sell the car at a better 
price. 

9. This 5 percent bonus can be 
considered a build-out bonus and 
helps the dealer to move left-over 
merchandise. 

10. Thirty days after new model 
announcement the factory pays an 
additional 5 percent bonus to the 
dealer for any leftover cars in 
stock. 

11, The two 5 percent bonuses 
will give the dealer a 10 percent 
better trading pattern and with 
the two one percent inspection 
payments, makes a 12 percent 
better price differential, The two 
5 percent payments are build-out 
bonuses, 

12, Maldistribution should be cor- 
rected and can be helped by the 
following franchise requirements. 
A dealer must sell at least 67 per- 
cent of their retail sales in their 
own territory and may sell 33 per- 
cent of their retail sales outside 
their sales area. This will keep the 
ratio of outside sales within con- 
trollable limits and stop a lot of 
cross-selling and cut-price adver- 
tising. There ig enough business in 
any dealer’s territory, if he will 
but work his own territory and not 
someone else’s. The only competi- 
tion should be other makes of cars, 
not your oWir make. However, your 
own make would still be competi- 
tive, but on a sane basis, 

The June 27 edition states the 
manufacturers are against area 
bonus for dealers. If they used my 
plan I cannot see where they would 
be against such a plan, as my plan 
totals 23 percent, leaving 2 percent 
to administer the program. Certain- 
ly they would make a profit on such 
a plan, as some of the manufactur- 
ers are now holding back one per- 
cent, such as General Motors does. 

The customer would not have 
to bear any additional expense 
with my plan, as cited by Amer- 
ican Motors, as American Motors 
feels the prices would be higher. 
How can the prices be higher, 
when we would still use the pres- 
ent pricing structure? Perhaps 
they mean the dealer cannot give 
his profits away so easily, 

Chrysler cites higher wholesale 
costs. The little extra cost to the 
dealer would mean figuring his deal 
a little differently, which does not 
cost the manufacturer anything. 

Ford cites extra costs to the pub- 
lic, Certainly Ford must realize the 
dealers are working next to the 
cuff now and do need better deals 
than what they are getting at pres- 
ent. 

General Motors must be double 
talking, as they were the one man- 
ufacturer that went on record as 
favoring the Monroney Bill. 

Studebaker says it could not 
work for dual dealerships. It 
would not make any difference 





























































Training Amen 
The “Truckin’” column in the|if ever mention the subject of poor 
June 6 issue comments upon the| workmanship and sloppy assembly 
need for continuous, intelligent and|in American cars. 
comprehensive sales training in 
the truck sales field. 
You are so right! 
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line today. Meanwhile, factory sales 
personnel are too busy treating ef- 
fects to devote time to the essen- 
tial job of schooling the new crop 
of salesmen in truck selling funda- 
mentals and supplying them with 
adequate sales ammunition. 

In fact, possibly some of the 
oldtimers could stand some 
coaching to meet today’s competi- 
tion with its multi-mode] prob- 
lems and “leasing” sales. 

Could you suggest a good source 


Built-In Defects 


I speak for a great many car 
owners when I say that you seldom 


* * * 


Long after most car owners have 
forgotten the good features of their 


having numerous factory-built de- 


~ IN AUGUSTA, GEORGIA 


YOUR 
PRODUCT'S 
BEST 
FRIEND 

IS 


The FRIENDLY Group’s 


WRDW-TV 


a © 


IN AUGUSTA: 
Robert E. Metcalfe—TA 4-5432 

IN NEW YORK: 

Lee Gaynot—OXford 7-0306 

Represented Nationally: Avery-Knodel, Inc. 






Everybody breaks par with WRDW-TV in Augusta, “Golfing 
Capital of the World”, where you can tell and sell more than 
a Million people with 721 million to spend. For Augusta, 
Georgia’s second city, is now one of the nation’s top 100 INDUS- 
TRIAL MARKETS where new industry has invested $110 
million dollars in the past 20 months. New facilities of Conti- 
nental Can, S. H. Kress, General Electric, Glassine Corp. and 
Owens-Corning Fiber-Glass have joined the billion dollar 
Du Pont plant in this rich area where WRDW-TYV is your 
product’s best friend. 


Member The FRIENDLY Group John J. Laux, Exec. Vice-President 





“Before we deal, can you spare 
a dime?” 


It’s no secret that the reason 
for much of car owners’ aggrava- 
tion is 
made during the first few months 
of production every model year 
have many flaws and built-in de- 


many of the cars 


- 








cars, they still remember the poor|talk about this growing cancer of 
I am associated with a line that} workmanship and sloppy assem-|the auto industry? 

did a terrific and thorough sales| bly, the aggravation of repeated ex- 

training job in the mid ’40’s with| pense and loss of valuable time in 

a telling sales effect. 
That job needs doing again as/|fects repaired. Why is it that most 

the sales trainee of 1945 is one gen-| automotive writers seem to shy 

eration removed from the firing| away from any frank and open 










But in spite of all this we never 
See any mention in print about the 
fact that the car makers’ top man- 
agements know in advance that 
many of their cars leave the assem- 
bly lines with built-in defects, both 
visible and hidden. 

Why the noticeable “taboo” about 
any mention of this? Is there some 
unwritten agreement to avoid any 
mention of this matter that affects 
so many car buyers? 


less actual car value for more 
and more money each year as Car 
prices go up and up without any 
noticeable improvement in car 
quality and decent workmanship. 

What is so sacred about the in- 
creasingly poor workmanship and 
sloppy assembly in many of the 
new and late models that little or 
no mention is ever made about it? 
—R. Bracpen, Box 63, R. R. No. 4, 
East Hampton, Conn. 


The AUTOMOTIVE NEWS ALMANAC is 
a year-round friend, Use it often for statis- 
ties, buyer information and personnel data. 
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What's New... 


GRAND RAPIDS, Mich.—A dis- 
trict office and warehouse has been 
opened by Goodyear Tire & Rubber 
Co. at Wyoming, Mich., as a central 
distribution point for tires in Lower 
Michigan. 

The 30,000-square-f oot structure 
incorporates six truck bays and 
three points for the simultaneous 
handling of railroad ghipments. 


New Line Added 
gt h Republic Gear 


ST. CLAIR SHORES, Mich. — 
Republic Gear Co., supplier of au- 
tomotive replacement parts, will 
market for the re od a full a 
of power-steering service parts, 
Woman Wins Jeep Utility Wagon— kits, catalogs and instructions, M. 

A 25-word statement on the versatility of Jeep vehicles won a four-wheel drive utility} W. Thimmel, general sales man- 
wagon for Mrs. Walter L. Stout, Wilkinsburg, Pa., in a nationwide contest sponsored | ager, has announced. 
by Willys Motors, Inc., and Jeep dealers. Presenting the vehicle are Frank M. Lukacs,| Thimmel said the line will include 
left, Willys Eastern regional manager, and Barney Smith, sales manager, Motor Sales = different factory duplicate kits, 





Co. (Jeap), Wilkinsburg. 24 master overhaul and rebuilding Distributors, Inc., San Francisco, as 
Sa ge ill isc cc Clalit pesncicepaenttcededapinonatisie Saipan snesenene neensonsSipeseseanesieae> 


| Soe Ne, ) 


os Sona pita : 
oi. ears o sieht 


This is the emblem of the Truck Body & Equipment Association. Their 
distributors (one is near you) help you meet your customers’ require- 
ments for special trucks and equipment. Your TBEA distributor figures 
the technical details, recommends the proper equipment, and makes 
certain the job comes out right. Call him—it costs you nothing. 















In Parts and Accessory Distribution 





a local distributor of Arvin automo- 
bile and truck mufflers and other 
exhaust system parts. 

* o* * 


kits and complete pressure hose 
and return hose assemblies, includ- 
ing a universal return-hose kit de- 
signed to reduce the number of 
return lines carried in jobber or 
dealer stocks. 

In addition, he said, Republic 
will offer power-steering service 
manuals covering fundamentals, 
trouble-shooting and diagnosis, re- 
moval, disassembly, assembly, re- 
placement, checking and adjust- 
ments. 


* * * 
Lee Mfg. Opens Branch 
SANTA MONICA, Calif. — Lee 
Mfg. Co., manufacturer of brake 
springs and brake hold-down parts, 
has opened an Eastern branch at 
4403 Superior Ave., Cleveland. 
* * * 






















Special Prices 
Set by Skil 


CHICAGO.—A valve-seat grinder 
promotion whereby valve-seat 
grinders and valve-seat grinder 
sets may be purchased at special 
prices until Dec. 31 by automotive 
jobbers and industrial distributors 
has been announced by Skil Corp. 

These special factory prices en- 
able automotive jobbers to offer an 
additional tradein allowance on old 
grinders of up to $10 more than 
normal on every Model 318 and 319 
grinder, and up to $20 more on 
grinder sets traded on Models 439, 
oo 441 and 442 grinder sets, Skil 
said, 

Jobbers can still buy and sell all 
six promotional models through the 
12-month payment Skil Customer 
Credit Plan, Skil said. 


Firm to Import 


German Tractors 


LOS ANGELES. — Formation of 
Kramer-American Corp. to import 
and distribute Germany’s Kramer 
“Volkschlepper” tractor line was 
announced by Vern Coggle, presi- 
dent. 


Kramer-Werke, of Uberlingin 
Bodensee, Germany’s oldest tractor 
manufacturing concern, has been a 
producer of farm equipment since 
1918. 

The Volkschlepper, which will ac- 
commodate most American-made 
farm equipment as well as the 
Kramer line, is powered by an air- 
cooled, diesel engine. It will be dis- 
tributed in North and South Amer- 
ica through franchised distributors 
serving farm equipment and auto- 


mobile dealers. 
* ao * 


Bohn Reassigns Kahlow 


DETROIT. — Robert M. Kahlow 
has been named sales representa- 
tive and assigned to the Milwaukee 
sales district of Bohn Aluminum & 
Brass Corp. Kahlow has been with 
Bohn since 1949. 

* 7” + 
Grote Adds Warehouses 

MADISON, Ind.—Grote Mfg. Co. 
has opened additional warehouses 
and now maintains warehousing fa- 
cilities in Boston, New York, Phil- 
adelphia, Tampa, Fla.; Madison, 
Ind.; Bellevue, Ky.; Dallas, St. Paul, 
and Los Angeles. 


FTC Sets Limits 
On Guarantees of 


2 Muffler Firms 


Arvin Distributor 
SAN FRANCISCO.—Auto Parts 
Sales Co., 636 Ward St., Martinez, 
Calif., has been named by Nor-Cal 


TBEA distributors — 

represent nationally- TLL Loi WASHINGTON. — The Federal 
known manufacturers : 1 Trade Commission announced ap- 
proval of consent orders forbidding 
of such specialized Se idle Midas, Inc., and International Parts 
° STAKE BODY Corp., both of 4101 W. 42nd Place, 
truck equipment as: Chicago, to misrepresent the nature 
or extent of the guarantee on their 
automobile mufflers or other mer- 

chandise. 
The orders were agreed to by the 





And special 


SERVICE BODY UTILITY BODY 


companies and the commission’s 
Bureau of Litigation. 

The concerns were charged in 
FTC complaints with falsely adver- 
tising that their mufflers are un- 
conditionally guaranteed for the 
life of the car on which they are 
installed. 

The complaints alleged the muf- 










equipment including: ELEVATING TAILGATES GAS TANKS flers actually are guaranteed for 
only such time ag the purchaser 
i Pi I i — the eee ee = beget 
lan to attend! ee is not unconditiona ut has 
TB MANUAL DERRICKS AERIAL limitations not revealed in the ad- 

toe EA FRON (Ox) DRIVES ——- vertising. 
Exhibition HYDRAULIC LIFTS ¥ The agreements are for settle- 
ment purposes only and do not 
‘ , constitute admissions by respond- 
Your TBEA distributor gives truck sales a boost whenever he’s con- ents that they have violated the 

sulted. Write now for the name of your nearest TBEA distributor. 2 law, 
Dept. 08 Desrochers Retires 





* TRUCK BODY & EQUIPMENT ASSOCIATION, inc. 


PROVIDENCE.—Philip A. Des- 
rochers, president and treasurer 
of Silvertown Chevrolet Co., Inc., 
has retired. 
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exhaust valves at up to 20 times a 





TURNINGS ... 


Rootes Aide Details 
New Multifuel Engine 


By Joseph M. Callahan 
Engineering Editor 

Or of the more intriguing automotive displays at the 
recent British Exhibition in New York was the two- 
stroke, water-cooled, opposed piston multifuel engine devel- 
Coe a eee eee Oe 
Maidstone, England, plant.|to run rougher and increases oper- 
Basically a six-year-old diesel en-| ating costs. Low grade fuels have 
gine, this engine is unusual in that} the opposite effects. 
its six pistons . ie 


function in three 
horizontal cy lin- Aluminum Rocker Arms 


ders Each piston Two auto makers have adopted 
is connected to a aluminum rocker arms and two 


single crankshaft] thers are considering an early 
located below the| Switch to them, according to Alumi- 
cylinders by a| um Co, of America. 

piston rod, large| Rocker arms, two for each cylin- 
rocker and con-|der, are about the size and weight 
necting rod. of smal] suitcase handles and have 

E ric Co ,y,| been traditionally made from iron. 
Rootes’ chief en-| They open and close intake and 

J. M. Callahan gineer for multi- 

fuel engines who visited Detroit to 
discuss this engine, said it was 
modified to handle many types of 
fuel last fall, largely for the British 
military, However, Rootes officials 
subsequently concluded that it 
could be useful in many out-of-the- 
way places in the world where 
diesel oil or gasoline is not always 
available. 

The engine is suitable for cars, 
trucks, buses, tractors, farm ma- 
chinery, boats, many industrial 
applications such as electric 
power generation and for con- 
tractors’ equipment. 

Among the fuels it can use are 
regular or military gas (86 octane 
in England), diesel oil, kerosene- 
based fuels, lamp oil and jet fuels. 
Although there is a drop in power 
when the engine switches from oil 

gas because of oil’s heavier 
weight, this can be minimized by 
making a quick adjustment on the 
injection pump. 

Coy said the conversion of the 
disel engine into a multifuel engine 
was largely accomplished by in- 
stalling this adjustment in the fuel 
injection pump, by changing the 
venting in the engine to eliminate 
vapor lock when gas is being used 
and by inserting an electric pump 
in the fuel-pumping system to 
purge the system of vapor after a 
hot shutdown. This air pump must 
be operated for about 30 seconds 
in this situation. 

os 





H® ASSERTED this engine, 
which has 105 horespower and 
200 cubic inches of displacement, 
is very efficient, converting 38 per- 
cent of the potential energy in the 
fuel into useful power. 

This is accomplished, he said, 
by the high air swirl which does 
a good job of mixing the fuel 
and the air and by the low heat 
loss of the engine, since it has no 
cylinder heads. Nor does it have 
a valving system or camshaft. 

An interesting feature of the en- 
gine is that its thermal efficiency 
remains almost unchanged when it 
is operated on fuels other than 
diesel oil because of its two-stroke 
characteristics, It has a very small 
combustion area exposed to cooling 
and hemispherical piston crowns 
which form the combustion cham- 
bers. 

However, high-octane fuels tend 
to increase the engine’s delay pe- 
riod—the time between the start 
of injection and the combustion of 
the air-fuel mixture, This causes it 
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Rootes’ Unusual Engine— 


A cutaway view of the multifuel engine 
which Rootes Motors of England introduced 
in this country at the British Exhibition. It 
will run on gas, diesel oil or jet fuel. 


second at high speeds. 

Buick has installed die-cast 
aluminum rocker arms on its 1960 
cars and another car builder re- 
portedly will install aluminum 
rocker arms made by another 
process on itg 1961 models. 


There are numerous advantages 
to moving the muffler forward. 
Among these are possible lower car 
height, less material in the exhaust 


BRANCH OFFICES 


Westfield, New Jersey 


system and a more simplified ar- 


The arrival of th range 
of the aluminum athe 


rocker arm comes 10 years after 
the last U. S, car maker wags won 
over from cast iron pistons to alu- 
minum. 


James M, Smith, an Alcoa devel- pectancy, plus the fact that 11 
opment engineer, said that since states and the District of Colum- 
aluminum rocker arms. weigh bia now have laws requiring that 
about half as much as their iron exhaust gases be carried to the 
counterparts, the loadings on the "aise Seatte oe fs 


valve lifting mechanism igs substan- 
tially reduced, resulting in less 
wear. 

Smith said, “The rocker arm, dur- 
ing the life of the car, may move Aluminum Rockers— 





a g~ repeated stress must 
en into consideration in the| cast aluminum rocker arms that will be 
design to prevent metal fatigue. used on a 1961 car. seldom happens—but from drowsi- 
Basen engines, equipped with ex- ea 
perimental aluminum components, 
po: normal wear on an engine in less| carbonmonoxide gas in the car. 


have been driven at what amounts/| than a week. 

to an up-hill pull at full throttle for eee 

many days and nights. Others are Muffl in F ? Giorgio Takes on Triumph 
set to operate at alternating full| Mufflers in Front BALTIMORE. — Giorgio Motor 
throttle any ‘city speeds’ in tests ve the subject of muf-|/Car Co. now is handling the Tri- 
which are designed to put a year’s flers comes up in engineering | umph line. 
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Quah AT UNIVERSAL UNDERWRITERS CONTINUES IN BRANCH OFFICES 


The Regional Sales Manager in each office started as a Field Representa- 
tive, and knows the insurance problems that confront the dealer. His years 
of experience in the field make it possible for Universal Underwriters to 
provide better and faster service throughout the country. 


@ WRITE OR CALL your nearest 


today for complete information. 





‘ : , 
Jacksonville, Florida rere 
Los Angeles, California OL) Aa 
Portland, Oregon 
Salt Lake City, Utah 


San Francisco, California 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE « NO. 199 OF A SERIES 
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America’s No. 1 “work team”—Ford industrial tractor equipped with Super-Duty Loader and Backhoe 


From the marble quarries of New England 
to the oil fields of Texas, versatile Ford 
power ‘products serve American industry 
in a thousand and one capacities. A pio- 


neer and principal contributor to this 
market since 1905, Ford Motor Company 


today produces more basic types of indus- 
trial equipment than any other single 
manufacturer. 


Sold and serviced by Ford dealers, Ford 
Tractor ‘and Equipment distributors and 


Ford Industrial Products dealers through- 
out the nation, these time-tested and duty- 
s ‘ proved products for industry include: 
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Ford trucks, like this T-800, have the power and stamina required to meet 
severe load and road conditions. The T-800 is rated for GVW’s to 45,000 Ibs. 


FORD TRUCKS 

Through the years, nearly 30 million Ford 
Trucks have served the nation! Available 
today in 43 series, 544 model combinations, 
Ford trucks range in size and capacity 
from the popular new Falcon Ranchero — 
America’s lowest-priced pickup — to giant 
tandem axle jobs with GVW ratings to 
51,000 Ibs. ! 


TRACTORS AND EQUIPMENT 

New Ford industrial tractors with heavy- 
duty frames and 7,000-lb. I-beam axles 
are powered by gasoline or diesel “Red 
Tiger” engines. Heavy-duty equipment 


Ford industrial diesel engi 
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ne, with 172 cubic-inch displacement, here provides 


economical power to operate “Holemaster” drilling rig. 


includes: Ford super-duty loaders with 
2,500-lb. lift capacity and a breakaway 
power rating of 5,500 Ibs.; Ford 10-, 12- 
and 14-foot backhoes with reserve-cooling 
hydraulic system and the largest bucket 
capacities on the market. 


INDUSTRIAL ENGINES 

Ford’s Industrial Engines line — 9 gasoline 
and 3 diesel engines — provide power for 
such diversified equipment as fork lift 
trucks, road rollers, cranes, transit mixers, 
hammer mills, wood chippers, irrigation 
power units, and have literally hundreds 
of other applications. Engines or power 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 
Ford e Faicon e Thunderbird e Comet « Mercury « Lincoln e 
Lincoln Continental e English Ford Line « Taunus e 

Ford Trucks e Farm and industrial Tractors and Equipment e 
industrial Engines « Aeronutronic—Products for the Space Age e 
American Road Insurance Company « Ford Motor Credit Company 


units can be adapted or modified to meet 
almost any special operating requirement. 


To serve this market and our thousands 
of dealers, Ford Motor Company main- 
tains vast research and engineering facili- 
ties where major stress is placed on 
continuing development and improvement 
in industrial products. 


Today, Ford trucks, industrial engines, 
tractors and equipment offer you profit- 
able selling opportunities unique in our 
industry. 


Another reason why it’s great to be a 
dealer in the Ford Family of Fine Cars. 


The American Road, 
Dearborn, Michigan 
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Evolution of an Agency rae 





Auto Advertising 


By Martin L. 
Staff Writer 
An example of how an advertis- 
ing agency moves to keep pace 
with changing market conditions 
can be found at N. W. Ayer & Son, 


newly acquired 
Plymouth-DeSoto-Valiant Division. 
Ayer now has in the field the 
largest staff of repre- 
sentatives spending full time 
working with dealers and dealer 
associations of any agency serv- 
ing an automobile manufacturer. 
In every city in which P-D-V 
maintains a regional office, Ayer 
hag assigned an advertising repre- 
sentative to work directly with the 
dealers and dealer associations in 
the region. These men have no 
other duties; they spend full time 
on the automotive account. 
Richard T. O’Reilly, vice-presi- 


troit office, said that the present 
setup represents “evolution rather 
than sudden change.” 

“We have gradually changed our 
organization as the market and the 
requirements of P-D-V have 
changed,” he said. “We are in a 
position to provide fast, comprehen- 
sive service for the division and 
for all of the dealers who sell its 
products, regardless of what the 
market of the Sixties hag in store.” 

O'Reilly said the agency expects 
the automotive market of the next 
few years to be “extremely com- 
petitive.” 

“When you have nine new cars 
coming on the market within two 
model years, you have a fair indi- 
cation that you are going to be 
running on a pretty fast track. We 
have studied the changes in the 
market with our client, and we 
are ready with hard-hitting adver- 


dent in charge of the agency’s De-|tising and promotional programs— 


Follow the 


in Philadelphia 
and its suburbs 





LEADER 


In the city of Philadelphia and in the suburbs 
of Philadelphia—there’s just one leader. 


It’s The Evening Bulletin. 


In circulation— 


The 1959 A.B.C. Audit Report shows that The 
Evening Bulletin leads by 145,637 in 14-county Greater 


Philadelphia. 
In readership— 


The 1960 National Analysts survey shows that The 
Evening Bulletin leads by 351,000 adults in homes with 
telephones in Greater Philadelphia. And there are more 
Evening Bulletin adult readers in homes with telephones 
in the suburbs than in the city of Philadelphia. 


A MEMBER OF MILLION MARKET NEWSPAPERS, 
Advertising Offices: New York * Chicago © Detroit ¢ San Francisco * Los Angeles 


INC. 


and the personnel to carry them 
out,” O'Reilly said. 

Basic planning on the P-D-V 
account is done by Ayer’s plans 
and marketing department in 
Philadelphia. In Detroit, the staff 
of account representatives has 
been split into groups to provide 
service for each line of cars. Cre- 


Ayer’s New York and Hollywood 
offices also are geared to the P-D-V 
operations with time buying, pro- 
duction and other broadcast spe- 
cialists prepared to handle every- 
thing from program negotiations 
to on-the-air details. 

Early this year, Ayer moved its 
Detroit office into new quarters in 
the First National building, where 
greater floor area made possible the 
more efficient arrangement of the 
various departments. 

In this office, O’Reilly heads up 
a staff of account executives with 
many years of automotive back- 
ground. O’Reilly himself has been 
in automotive advertising the last 
10 years, and while assigned to the 
Philadelphia office set up proce- 
dures for handling the former 
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Plymouth dealer cooperative ac- 

count. 
Louis T. Hagopian 

supervisor for all Ayer activities 

concerning Plymouth, DeSoto and 


Valiant cars. Before joining Ayer). 


he was director of advertising and 

sales promotion for Plymouth. Be- 

fore that he was with Dodge. 
Service supervisor on the Valiant 






The National Analysts study shows 690,000 Evening 
Bulletin readers in the city and 710,000 in the suburbs. 
Combined, the total is 1,400,000 Evening Bulletin adult 
readers in homes with telephones in Greater Philadelphia. 


Here’s how The Evening Bulletin leads in adult 
readership in homes with telephones: 


EVENING BULLETIN LEAD OVER MORNING INQUIRER 
205,000 or 42% MORE in the city 
146,000 or 26% MORE in the suburbs 
351,000 or 33% MORE in Greater Philadelphia 
Follow the leader in Philadelphia and its suburbs— 


The Evening Bulletin. 


In Philadelphia Nearly Everybody Reads The Bulletin 


The Evening Bulletin Leads in Circulation and Readership 
...in Philadelphia and in Suburban Philadelphia 


13 counties beyond the city in the 14 county 
Greater Philadelphia A.B.C. City and Trading Zone 


Suburban 
Philadelphia: 





















account is Ira Rothbaum, who for- 
merly worked on the Plymouth ac- 
count in Philadelphia. John P. Fin- 
neran, in charge of all advertising 
for Plymouth and DeSoto, formerly 
was service representative for print 
advertising on the Plymouth ac- 
count. 


Two former automobile dealers 
head the staff of 20 advertising 
representatives stationed in re- 
gional cities. They are Robert B. 
Conroy, the director, and Patrick 
J. Frank, staff manager. 

Conroy, who joined Ayer this 
spring after service on the Dodge 
account at Grant Advertising, Inc., 
was an automobile dealer in 
Doylestown, Pa., for eight years. 
Frank, with Ayer since 1955 and 
before that national used-car man- 
ager for Packard, was a dealer in 
the Philippine Islands and St. Louis 
for eight years. 

* + * 


Turn About is Fair Play 


Valiant’s drum-beaters are 
chuckling over the letter they re- 
ceived from Gene Hall, Elkin, 
N. C., who, kidding-on-the- 
square, pretended to take liter- 
ally the headline of a recent Val- 
iant ad suggesting that you “Buy 
It By The Seat Of Your Pants.” 

Hall wrote, enclosing a large 
swatch of material proclaimed as 
the actual seat of his pants, along 
with the ad in question, request- 
ing they send his Valiant, “color 
black, your expense.” 

Not to be outdone, Valiant’s 
tubthumpers did ship Hall 
a black aati miniature 
scale mode. 

* + 


Live Show tle Cadillac 


Parthenon Pictures’ Industrial 
Show Division, Hollywood, Calif., 
has been commissioned to produce 
a three-act, live musical comedy in 
conjunction with the 1961 dealer 
announcement presentation by Cad- 
illac. 

The production, entitled “Member 
of The Family” will be shown to 
Cadillac dealers on a tour of 10 
metropolitan cities starting in De- 
troit Aug. 17. 

The show will feature the 1961 
Cadillac as an actual “character,” 
with a supporting cast of Holly- 
wood musical comedy talent. 

+ * * 


Reader’s Digest Moves 


Reader’s Digest has moved its 
New York office into the Union 
Carbide Building, 270 Park Ave. It 
will occupy three floors in the new 
52-story building. 

Approximately 225 people—chiefly 
in the United States and Interna- 
tional advertising departments and 
in the art and research divisions 
of the editorial department—were 
involved in the move. 

* * * 


Another Client for BBD&O 


The metropolitan Chicago Dodge 
dealers have selected Batten, Bar- 
ton, Durstine & Osborn, Inc., to 
handle all advertising for their Re- 
tail Selling Assn. | 


Personnel Changes 


Walter T. Murphy from program 
development manager on Ford 
Motor Co.’s public relations and ad- 
vertising staff to public relations 
manager of Ford Division, succeed- 
ing Holmes M. Brown, who has re- 
signed to become corporate director 
of communications for Martin Co., 
Baltimore . William B. 
from assistant manager to man- 
ager of the Washington public re- 
lations office of General Motors, 
succeeding William J. Mougey, who 
has retired. 

Frank Muller from merchandis- 
ing manager for Bristol-Myers 
Corp. to assistant manager of mar- 
kets and merchandising for Look 
magazine ... J. Robert: Conroy 
from public relations director of 
Ross Roy, Inc., Detroit, to N. W. 
Ayer & Son, Inc., as Western public 
relations representative for the 
Plymouth-DeSoto-Valiant news bu- 
reau, with headquarters in Holly- 
wood . . . Harold Robinson from 
Michigan Bell Telephone Co. to ad- 
vertising space representative for 
Petersen Publishing Co. in Detroit 

. Robert M. Hunt from retail and 
general display advertising repre- 
sentative in Chicago office to De- 
troit advertising staff of the Chi- 
cago Tribune .. . John R. Cooper 
from assistant sales promotion 
manager at Plymouth to special 
events manager for Plymouth- 
DeSoto-Valiant Division. 
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Research News for AUTOMOTIVE EXECUTIVES 
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NEW LUBRICANTS stand up to searing heat 


New synthetic lubricants under development at the Dow Automotive 
Chemicals Laboratories can stand up under punishment that would 
knock out even the best of present commercial lubricants. These are 
the result of Dow’s accelerated research on synthetic lubricants . . . 
research which shows promise of even greater advances in the future. 


One good example is actually a new class of lubricants—the poly- 
phenyl ethers. These can take tremendous heat. In non-oxidizing 
atmospheres, they have stood up under temperatures as high as 
800°F. for long periods of time. Even in oxidizing environments at 
600°F., these hardy materials withstand extended punishment. The 


polyphenyl ethers are also radiation-resistant, a property of increasing 
significance in the expansion of the use of nuclear power in aircraft 
and surface vehicles. : 

From Dow’s years of research on synthetic lubricants have come 
other valuable lubricants . showing great potential for use in 
automotive transmissions, central hydraulic systems, gas turbine 
engines, and in modern heavy-duty brake fluids. 

Research in Dow’s Automotive Chemicals Laboratories has made 
other advances, too. For example, Dow’s new cooling system con- 
cepts and materials. 


THE FULL FACILITIES OF DOW’S AUTOMOTIVE CHEMICALS LABORATORIES 
ARE AT THE SERVICE OF AUTOMOTIVE MANUFACTURERS. 


Dow’s research staff constantly works with manufacturers on problems involving auto- 
motive chemicals of all kinds, like those mentioned above. And because Dow is located 
at Midland, close to the heart of the automotive industry, distance is no barrier. No mat- 
ter what your problem, if it involves automotive chemicals Dow can serve you well. Call 
us in Detroit at the Fisher Building, TRinity 5-7200. Or write: Chemicals Merchandising 
Dept. 406U8-8, Midland, Michigan. 


THE DOW CHEMICAL COMPANY MIDLAND, MICHIGAN 
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NEW PRODUCTS 


rolet for dealer shop use and used- 
car reconditioning. , 

A blend of five cleaning agents 
into one concentrate, the cleaner is 
being distributed to dealers in cases 
of 4 1-gallon cans, Chevrolet tech- 
nicians say one gallon of the clean- 
er is equivalent to as many as five 
gallons of other mixtures for nor- 
mal jobs. 


announced by Electric Autolite Co., 
Toledo 1, O. 

Called Climate-Eye, the tester re- 
ports on the state of the battery 
relative to accepted standards of 
good, fair or recharge. 

+ * + 



































































FRAME TOOL— Kansas Jack, Inc., Box 
110, McPherson, Kans., has introduced the 
FK portable frame tool for use on dam- 
aged unitized bodies, conventional frames 
and various other auto bodies. The FK unit 
is two units in one. The AK unit detaches, 
allowing the body man to use it on minor 
frame work and heavy duty body jobs. 
The FK-101 provides 20,000 pounds of 
power with enough accessories to do a 
job on any unitized body. The unit allows 
you to employ Kansas Jack's exclusive 3- 
way pull, which is pressure applied to 
the front, middle and rear of the auto 
body at the same time aligning the body, 
it is said. 





IGNITION SYSTEM — The transistorized 
ignition system, introduced by Auto-Marine 
Laboratories, 6 East Main St., Ramsey, 
N. J., consists of a hermetically sealed ig- 
nition coil, and hermetically sealed tran- 
sistor circuitry, with heat sink and hard- 
ware necessary for installation. Coil and 
transistor assembly are shown above. 
Advantages of the system are said to 
include increased gasoline mileage; high- 
speed performance with minimum motor 
tuneup and maintenance, and faster, more 
dependable cold-weather starting. It is 
said to provide the combined advantages 
of magneto high-speed performance with 
battery ignition low-speed operation. 








ANTIFREEZE TESTER—The Edelmann 
“Magic-Eye" Freez-D-Tector, model 909, 
has had its face lifted. The charts have 
been dropped from the front of the tester 
body, and this area has been restyled for 
smarter appearance. The ‘‘Magic-Eye” is 
a triple-magnifying lens of precision- 
molded, polished, clear, unbreckable lu- 
cite. It makes freezing point figures in- 
stantly legible even under the poorest 
light and weather conditions, it is said. 
This direct-reading instrument tests with- 
out waiting for the anti-freeze to cool re- 
gardiess of type of solution. Freezing 
point appears automatically, at the top 
of the red thermometer column. E. Edel- 
monn & Co., 2332 Logan Bivd., Chicago 
47, i. 






















TIRE SCALE—A device for measuring 
buffed tires and matching truck duals on 
or off the equipment has been marketed 
by Monarch Mfg. Co., 1218 Santa Fe Ave., 
Berkeley 6, Calif. Said to measure tire 
diameters to within 1/64-inch accuracies, 
the one-piece vernier-type scale is placed 
Ground the tire and drawn “firm” with 
two convenient knobs. Diameter is read 
to the closest 1/64th of an inch off a 
large scale. A smaller model is available 
for foreign and domestic passenger cars 
and light trucks. 




























SHOE GRINDING CLAMP — Ammco 
Tools, Inc., 2100 Commonwealth Ave., 
North Chicago, Ill., has announced that 
its No. 4140 fixed anchor shoe grinding 
clamp, an accessory for use with the model 
2000 “Safe-Arc"’ Brake Shoe Grinder, has 
been modernized to allow the handling 
of shoes for the Corvair, Falcon, Valiant, 
Comet and Rambler. These vehicles use 
the Bendix nonadjustable anchor brake 
with 9-inch drums. Ammco has also made 
available a No. 4020 Kit to allow present 
No. 4140's in the field to be modified to 


handle these vehicles. 
a ee 





GAS PEDAL EXTENDER—The Eezee-On 
gas pedal extender has been announced 
by Eezee-On, Inc., 1205 New York Ave., 
Union City, N. J. Designed to prevent 
tiredness in leg and foot on long trips, the 
unit is said to be ideal for short and high- 
heel drivers. It brings brake even with 
gas pedal on most cars. The extender slips 
over most one to three-inch car and truck 
pedals. 






















CRANKSHAFT GRINDER—Sunnen Prod- 
ucts Co., 7910 Manchester Ave., St. Louis 
17, Mo., has announced an adjustable 
parallel bar to facilitate “set-up” of its 
portable crankshaft grinder on engines 
where the pan-rail is designed so that it 
is not parallel to the crankshaft. The bar 
fastens to the pan-rail with four bolts. A 
gauge that takes its alignment from main 
bearing cops, makes it simple to position 
grinder in line with crankshaft's axis, it 
is said. 





PLASTIC SEAT COVER—Stardi Products 
Co., 147-47 Sixth Ave., Whitestone 57, 
N. Y., has introduced a clear plastic cover 
for seats. Called Car Seat Coverall, it 
folds to fit in glove compartment when not 
in use. Waterproof, stainproof and dirt- 
proof, the coverall is said to slip on and 
off the seat. It can be wiped clean with 
a damp cloth, it is said. 


ALUMINUM RODS — Forged aluminum 
rods have been announced by Howard 
Racing Cams, 10122 S. Main St., Los An- 
geles, Calif. Designed to dissipate heat 
and available for stock stroke and stroked 
(up to % of an inch) Chevrolet engines. 
Featuring |-beam design, the Howard rods 
are said to be three times stronger than 
boxed rods, and 12 times stronger than 
stock rods. 





ELECTRIC DRILL—Ram Tool Corp., 412 
N. Claremont Ave., Chicago 12, Iil., has 
announced its model R550-3 %,-inch re- 
versible switch drill. The unit features 
multiple thrust bearings, Jacobs geared 
key chuck and helical gears. It has a uni- 
versal AC-DAC motor, with three-conductor 
cord, rated industrial heavy duty. 

* * * 









AXLE PULLER—A special puller for re- 
moving flange type axle assemblies on 
cars and light trucks has been announced 
by Owatonna Tool Co., 314 Cedar St., 
Owatonna, Minn. The puller, No. 828, con- 
sists of three parts: A universal hub puller; 
an adapter which is threaded into the 
puller; and a slide hammer which is 
threaded into the adapter. 

6 Se 


Chevrolet Develops 


All-Purpose Cleaner 


An upholstery cleaner, said to be 
equally effective on car exteriors, 
convertible tops and white side- 
walls, has been developed by Chev- 


BRAKE SHOP—A compact Brake Shop 
(20 by 35% inches) has been introduced 
by Star Machine & Tool Co., 201 Southeast 
Sixth St., Minneapolis 14, Minn, This unit 
is said to handle a full range of brake in 
service work. Stor has designed the model 
1200 Economy Brake Shop with maximum RADIATOR CAP —Stant Mfg. Co., Inc., 
eye appeal so that it will attract brake| Connersville, Ind., has introduced its Lev-R- 
service work wherever it is displayed in| yen; safety type radiator pressure cap. 
the shop, it is claimed. The lever stays up when lifted and steam 

ee and heat jet away through the radiator 


Battery-Testing Device overflow tube. The fast “blow-down" op- 
eration carries on while the service man 


Developed by Autolite performs other duties about the vehicle. 


A device to report on the condi-| When cap is turned to remove, lever 
tion of stored batteries has been | snaps down, it is said. 


HOSE—Out-of-the-way hose storage is 
provided by the “Hide-A-Hose" reel-and- 
hose unit, Hose is readily available for 
garages and filling stations to use in 
cleaning premises, car washing, filling 
radiators, etc. and as auxiliary fire protec- 
tion, When not in service, however, it is 
coiled on a wall-mounted reel where no- 
body can stumble over it. ‘“Hide-A-Hose” 
is manufactured in two basic models— 
(1) for either indoor or outdoor service and 
(2) for both indoor and outdoor service. 
Both models have an effective range of 
150 feet, it is said. Hose nozzle is adjust- 
able to give either a smothering fog or 
an energetic stream. 











TUNEUP EQUIPMENT—A tuneup center 
has been released by Herbrand Division, 
Bingham-Herbrand Corp., Fremont, O. The 
center, No. HT-900, features removable in- 
struments. No batteries, chargers or perm- 
anent hook-ups are required, and no spe- 
cial training is require to obtain accurate 
results, it is said. The cabinet maneuvers 
easily on casters, and carries Herbrand's 
“controlled output" timing light, coil-con- 
denser tester, generator-regulator tester, 
combination dwell-tach, compression 
gauge and adaptors, remote starter switch, 
plus a vacuum and fuel pump gauge. The 
cabinet also has three large, deep draw- 
ers for ignition parts, and an open shelf 
for starters and generators. 





SHELVING—Aluminum is teamed with 
steel in metal shelving named Key-Way, 
announced by the W. R. Ames Co., 1001 
Dempsey Rd., Milpitas, Calif. Inset shows 
patented, aluminum key which locks and 
supports all parts of the shelving. Used 
in conjunction with aluminum “T" uprights 
and reinforced steel shelves, the key 
brings concepts of simplicity, strength, 
and clean design to the metal shelving 
field, it is claimed. 





MAT FOR VOLKSWAGEN—A floor mat 
for the Volkswagen is being marketed 
by Ace Rubber Products, Inc., 100 Beech 
St., Akron, O. Kknown as the Ace Olym- 
pian Mat, the door-to-door protector is 
adaptable for both front and rear floors. 
The mats are available in blue, green, 


red, white, brown and black. 
eae Ve 





LOCKABLE DRAWER—Bay Products, Inc., 
1801 W. Cambria St., Philadelphia 32, Pa., 
has announced an all-steel drawer ideal 
for storage of tools and equipment at 
workbenches and machine stations. It is 
equipped with a backstop to prevent ac- 
cidental dropping and a hasp which can 
be padiocked to prevent unauthorized 
“borrowing,” it is said. Available in either 
13 by 15 by 5-inch or 16 by 16 by 5-inch 
sizes. 


——-—_-» 
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AUTOMOTIVE NEWS, AUGUST 8, 1960 


Sales Conditions in Various Areas. . 





Auto Market Reports 


Norfolk, Va. 


New-car sales in the Norfolk- 
Portsmouth area of Virginia to- 
talled 1,623 in June, compared with 
1,502 the previous month. 

By makes, registrations were: 
Chevrolet, 305; Ford, 184; Falcon, 
128; Plymouth, 110; Pontiac, 94; 
Valiant, 80; Dodge, 70; Rambler, 
68; Oldsmobile, 61; Renault, 61; 
Buick, 58; Comet, 57; Corvair, 57; 
Volkswagen, 51; Studebaker, 37; 
oe 25; Mercury, 25, and ‘Opel, 

























first six months of 1959, 

By makes, June registrations 
were: Chevrolet, 69; Ford, 48; 
Buick, 23; Falcon, 22; Rambler, 
22; Oldsmobile, 20; Volkswagen, 
16; Corvair, 14; Dodge, 13; Pon- 
tiac, 12; Mercury, 10; Plymouth, 
9; , 8; Valiant, 8; Comet, 
5; Renault, 5; Studebaker, 4; 
Vauxhall, 2; Willys, 2; Imperial, 
1, and miscellaneous, 3. 
New-truck registrations totalled 

64, compared with 70 in May, The 
first-half totals were 348 in 1960 
and 353 in 1959, 

By makes, June registrations 
were: Chevrolet, 15; Ford, 14; In- 
ternational, 9; Willys, 8; GMC, 7; 
White, 6; Freightliner, 2; Kenworth, 
1; Mack, 1, and Studebaker, 1 

* + a 


ee 17; Mercedes-Benz, 14; 
Peugeot, 11; Vauxhall, 9; Fiat, 8; 
DeSoto, 7; English Ford, 6; Hill- 
man-Sunbeam, 6; Triumph, 6; Wil- 
lys, 6; Austin, 5; Goliath, 5; MG, 4; 
Lincoln, 3; Simca, 3; Taunus, 3; 
Imperial, 2; Metropolitan, 2; Mor- 
ris, 2; Volvo, 2, and miscellaneous, 8. 

New-truck registrations, which 
declined from 144 to 138, were 
shared as follows: Ford, 46; Chev- 
rolet, 41; International, 25; GMC, 
10; Mack, 5; Dodge, 3; Studebaker, 
2; White, 2; Willys, 2, and miscel- 
laneous, 2. 

+ * * 
Lindsborg, Kans. 

Farmers wanting second cars and 
“school” cars for their children 
are expected to keep the older used 
cars— 51s, 52s and ’53s — moving 
from Lindsborg lots this summer. 

L. B. Mattson, Henry Chevrolet 
Co., said these cars are moving 


satisfactorily and that the expected 
hike in demand for “school” cars is 


just ahead. 
therwise, the used car market 
is following the national trend. 
Late-model used cars are sticking, 
with potential customers for these 
cars going to the compacts. 
—ELwoop W. LANDIS 
* * * 


Denver 

New-car sales continued to show 
increase over last year, as June 
sales totalled 1,819, compared with 
1,782 in the same month of 1959. 

New truck sales, however, reg- 
istered a decrease. During June, 285 
new trucks were sold, as against 
318 in June of last year. 

In the first six months of 1960, 
dealers sold 10,547 new cars, com- 
pared with 9,960 in the same period 
of last year. Denver dealers sold 
1,560 new trucks in the first six 
months as against 1,590 in the first 
half of 1959. 

Sale of new cars in June by 
make: Chevrolet, 472; Ford, 293; 
Rambler, 135; Falcon, 105; Pon- 
Corvair, 79; 


Cincinnati 
June new-car sales amounted to 
3,657 in Cincinnati, compared with 
3,342 a month earlier. 
For the first half, totals were 


Foreign-car sales in June: Volks- 
wagen, 30; Renault, 9; English 
Ford, 7; MG, 7; Vespa, 7; Volvo, 
6; Fiat, 5; Hillman, 4; Porsche, 4; 
Triumph, 4; Austin-Healey, 3; Mer- 
cedes-Benz, 3; Metropolitan, 3; 
Morris, 3; Skoda, 3; Austin, 2; Opel, 
2; Peugeot, 2; Vauxhall, 2, and mis- 
cellaneous, 9. 

Sale of new trucks by make: 
Chevrolet, 96; Ford, 76; GMC, 37; 
Willys, 22; International, 20; Dodge, 
4; Studebaker, 4; White, 2; Volks- 
wagen, 2; Autocar, 1; Kenworth, 1, 
and miscellaneous, 11. 

—Ira ALEXANDER 
* * + 


Toledo 
Sale of new cars totalled 1,938 
during June in Toledo and Lucas 


1,820, compared with 2,024 in the, 20,340 this year and 18,786 last year. 


By makes, June registrations 
were: Chevrolet, 951; Ford, 6384; 
Rambler, 302; Oldsmobile, 264; 
Pontiac, 235; Dodge, 191; Buick, 
149; Valiant, 149; Plymouth, 123; 
Comet, 107; Mercury, 91; Volks- 
wagen, 74; ‘Studebaker, 62 ; Cadil- 
lac, 54 54; Chrysler, 40, and Renault, 
20. 

Metropolitan, 18; Triumph, 14; 
Austin, 13; Opel, 13; DeSoto, 9; 
Fiat, 9; Imperial, 9; English Ford, 
8; Hillman, 7; Lincoln, 7; Mercedes- 
Benz, 5; Peugeot, 5; MG, 4; Morris, 
4; Simca, 4; Vauxhall, 4; Volvo, 4; 
Willys, 4; Jaguar, 3; Saab, 3; 
Porsche, 2, and miscellaneous, 5. 


10; Volkswagen, 10; Diamond T. 4; 

FWD, 4; Willys, 4; Divco, 2; Hen- 

drickson, 1, and miscellaneous, 6. 
—ALLAN R, Hem 


* * * 


Akron 


New-car sales in Akron and Sum- 
mit County in June totalled 2,771, 
compared with 2,372 a year ago. 

Used-car sales numbered 3,603, 
compared with 3,450 in June, 1959. 

New-car registrations by makes 
in June were: Chevrolet, 823; 
Ford, 516; Dodge, 212; Pontiac, 
163; Rambler, 150; Valiant, 143; 
Comet, 128; Buick, 112; Plym- 
outh, 104; Oldsmobile, 98; Mer- 
cury, 97; ant 38; Chrys- 
ler, 31; Cadillac, 29; Si 
23; Opel, 11, and Metropolitan, 9. 

Austin-Healey, 8; DeSoto, 8; Eng- 
lish Ford, 7; Renault, 7; Simca, 6; 
Triumph, 6; Volvo, 6; Willys, 5; 
Fiat, 4; Imperial, 4; Checker, 3; 
Austin, 2; Mercedes-Benz, 2; MG, 
2; Peugeot, 2; Sunbeam, 2; Vaux- 


New-truck registrations totalled | hall, 2; Lincoln, 1, and miscellane- 


338, compared with 367 a month 
earlier. There were 1,949 new trucks 
registered in the first half this year, 
compared with 1,898 last year. 

By makes, June registrations 
were: Chevrolet, 80; GMC, 63; Ford, 
57; International, 46; Dodge, 19; 
White, 17; Mack, 15; Studebaker, 


CMU 
eee hae 


ous, 7. 

New-truck sales amounted to 212 
in June, compared with 166 in the 
year-ago month. By makes, they 
were: International, 60; Chevrolet, 
52; Ford, 40; GMC, 24; Dodge, 13; 
Diamond T, 3; FWD, 3; White, 3; 
Divco, 2; Willys, 2; Autocar, 1; 


Evena 


mother-in-law knows 


the BEST INVESTMENT 


in tune-up equipment 





Any Shop can make is 





Let’s be frank about tune-up equipment and tune-ups. Until Simpson 
brought out the Auto Ranger units with “built-in brains”, tune-up equip- 
ment has been so #$@%¢**&! complicated you practically had to be a 
post-graduate automotive electrotherapeutic engineer to use it properly. 
As a result, the tune-up business is plagued with irate customers and 
Come-backs. 

Now things are different! 

The average mechanic, practically on sight, can do an accurate, fast 
job with the Auto Ranger. No need for interpretation of wave forms, 
scale multiplying or other brain-taxing, error-promoting procedures. 

On the TDI, (Tach, Dwell, Ignition tester), each flick if the knob sets 
up the circuit and the meter scale for a different test. Ignition and Car- 
buretor tests can be done in less than 5 minutes; and with only one 
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Freightliner, 1; Mack, 1; Stude- 
baker, 1; Volkswagen, 1, and mis- 
cellaneous, 5. 


—Jos KUEBLER 
* 


Chott. S. C. 


A total of 508 new cars were reg- 
istered in Charleston County, S. C., 
during June, compared with 510 
the previous month. 

Registrations by makes were: 
Ford, 134; Chevrolet, 121; Dodge, 
38; Pontiac, 27; Rambler, 24; Olds- 
mobile, 21; Plymouth, 16; Buick, 15; 
Comet, 14; English Ford, 13; Mer- 
cury, 13; Studebaker, 11; Valiant, 
11; Volkswagen, 10; Renault, 8; 
Opel, 6; Cadillac, 3; MG, 3; Vaux- 
hall, 3; Volvo, 3; Chrysler, 2; Lin- 
coln, 2; Simca, 2; Triumph 2; De- 
Soto, 1; Imperial, 1, and miscellan- 
eous, 4. 

New-truck registrations totalled 
73 in June, compared with 67 a 
month earlier. ae makes: Chevro- 
let, 21; Ford, 20 ee 14; 
GMC, 5; Mack, 4; Dodge, 2; Auto- 
car, 1; Velen. a3 White te, 1; 
Willys, 1, and miscellaneous, 3. 


Dodge for Jewkes 
ELKO, Nev—Jewkes Dodge, 
owned by Floyd E. Jewkes, former- 
ly of Wells, Nev., has been appoint- 
ed a Dodge dealership, 


County, compared with 2,026 a 
month earlier. 

By makes, registrations were: 
Chevrolet, 462; Ford, 259; Falcon, 
154; Oldsmobile, 148; Dodge, 127; 
Pontiac, 124; Rambler, 119; Buick, 
79; Comet, 71; Plymouth, 61; Cor- 
vair, 56; Valiant, 54; Cadillac, 29; 
Studebaker, 16; Chrysler, 15; Im- 
perial, 8; Lincoln, 6; Willys, 4; De- 
Soto, 3, and miscellaneous, 81. 

New-truck sales totalled 157, com- 
pared with 154 a month earlier. 


—Ernest C. Kish 
a a . 


Billings, Mont. 
New-car registrations in Yellow- 
stone County (Billings), Mont., to- 
talled 316 in June, the same ag re- 


corded a month earlier. 
For the first half, the total was 


hookup of leads! 

And best of all, the cost of Simpson equipment is as little as the down 
payment on most other tune-up equipment. 

Here is equipment that will make tune-up profitable in your shop... 
A complete line by the world’s largest manufacturer of electrical test 
equipment and panel instruments. 


AUTOMOTIVE DIVISION 


If your mother-in-law looks like ours, and 
you have guts enough to prove it—you have our 
sympathy and we will send you a free gift! 















"68°58 
Oct. 








Aug. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic 


ae and (ps) indicates power 
; + os - 
ALBANY 


Tim Anspach Dealer’s Auto Auction, Sale 
every Monday. Prices are for sale of July 
25. Improved retail trade and the scarcity 
of nice used cars kept the price right up 
there. Buyers from many distant points 
joined the throng, there was a scramble 
for the select grades, many were sold be- 
fore they hit the auction block, 111 cars 
sold from 143 consignments, 


BUICK—’59 LeSabre 4-dr., $1,675*. 
58 RM conv., $1,290* (ps). 
’566 Special 2-dr. -» $680°, 
"55 Special 4-dr., $540* Ge), ot 
2-dr. Riviera, $440*, $370* ( 
CADILLAO—'60 de Ville Pog ‘eli, 
$4,950° (ps); (62) 4-dr., $4,500* (ps); 
2-dr. hardtop, $4,200* (ps). 
*57 (62) 2-dr. hardtop, $1,720* (ps). 
'55 Eldorado conv., $1,160* (ps). 
’54 (60) Special 4-dr., $600* (ps). 


CHEVROLET—’60 Corvette (8) o_. $3,- 
200*; Biscayne (6) 4-dr., $1,6 
"59 Bel Air (8) 2-dr., $1,510*; ‘Bal Air 
(6) 4-dr., $1,485*. 
"68 Brookwood (8) 4-dr., $1,290*; Bis- 
cayne (8) 4-dr., $1,010*; Delray (6) 
Two-ten 


4-dr., $940. 
’57 Corvette (8) conv., $1,650*; 
(6) 4-dr., $975*; 2-dr., $875, "$800. 

'66 Two-ten (6) station wagon 2-dr., 
$600; Two-ten (8) 4-dr., $400* (ps). 
55 Bel Air (6) 2-dr., $610*, $500*; Bel 

Air (8) 4-dr., $400; Two-ten (6) 2-dr., 
$500, $380*; One-fifty (6) 2-dr., $400, 
$300; One-fifty (8) 2-dr., $310. 
54 Two-ten Delray, $295: 4-dr., $205*; 
Bel Air 2-dr., $170. 
’53 Two-ten 2-dr., $280, $275; Bel Air 
4-dr., $160*, 
CHRYSLER—’57 Windsor 4-dr., $1,000°. 
'56 NY 4-dr., $750* (ps). 
DODGE—’55 Royal (8) 2-dr. hardtop, 


$360*. 
"54 Coronet (6) 2-dr., $220, $140*; Sub- 

urban 2-dr., $210. 

EDSEL—’58 Ranger 2-dr. hardtop, $810*; 
Citation conv., $890* (ps). 

FORD—’59 Thunderbird (8) 2-dr. hardtop, 
ere (ps); Fairlane (8) 4-dr., $1,- 

. 


’58 Fairlane 500 (8) skyliner, $1.38 =, 
(ps); Custom 300 (8) 2-dr., $1,030 
Custom 300 (6) 2-dr., $1,010* 

*57 Country Sedan (8) 4-dr., $850*; Cus- 
tom (8) 2-dr., $650; Custom (6) 4-dr., 


$360. 

'66 Country Squire (8) 4-dr., $840*; 
Ranch Wagon (8) 2-dr., $700; Custom 
(6) 4-dr., $520*; 2-dr., $400*; Custom 
(8) 4-dr., $470* (ps). 

‘55 Country Sedan (8) 4-dr., $520*; Cus- 
tom (8) 2-dr., $500; Fairlane (8) 2- 
dr, Victoria, $500°; 4-dr. -,» $410; Ranch 
Wagon (8) 2-dr., $400. 

$330* ; 


’54 Custom (8) 4-dr., 
(6) 4-dr., $250, $200. 
MERCURY—’57 Monterey 2-dr., $690. 
’56 Monterey 4-dr, hardtop, $650*. 
‘55 Monterey 2-dr, hardtop, | — (ps); 
station wagon 4-dr., $405 
‘54 Custom 2-dr., $250. 
OLDSMOBILE—’58 (88) Super 4-dr. Holi- 
day, $1,710* (ps); (88) 4-dr., $1,360. 
’56 (98) 4-dr. Holiday, $600*. 
PLYMOUTH—’'58 Savoy (8) 2-dr. hardtop, 
$1,000*. 
'S7 Savoy (8) 2-dr., $660; 4-dr., $610*; 
Suburban (8) Deluxe 2-dr., $625. 
"56 Belvedere (8) 4-dr., .$580*; 
(6) 2-dr., $425*. 
55 Plaza (6) 4-dr., $350°, 
'54 Plaza Suburban 2-dr., $270. 
‘53 Cranbrook 4-dr., $160. 
PONTIAC—’58 Star Chief 4-dr., $1,150* 


(ps). 
‘67 Chieftain Safari 4-dr., $1,050, 
56 Chieftain station wagon 4-dr., $750*; 


RM 


Custom 


Savoy 


4-dr., $520*, $500°. 
'55 Chieftain station wagon 4-dr., $600*; 
2-dr., $430°. 


’54 Chieftain 4-dr., $110*, 
RAMBLER—’56 Custom 4-dr., $490. 
‘41 Ambassador 4-dr., $210. 
STUDEBAKER—’58 Scotsman (6) station 
wagon, $625. 
'S7 Champion (6) station wagon 2-dr., 
$510. 
55 Commander (8) Deluxe 4-dr., $320*. 
"64 Commander (8) Land Cruiser 4-dr., 
$160 
MISCELLANBOUS—'36 Ford %-ton pick- 


$550°, 
55 "Chevrolet %-ton pickup, $440. 


SALT LAKE CITY 


Salt Lake Auto Auction, Sale weap 
Thursday. Prices are for sale of July 28 
BUICK—'59 Electra 2-dr. hardtop, $2,- 

455° (ps). 

'S7 RM 4-dr. Riviera, $1, 000° (ps); Su- 

per 2-dr., $950° (ps); Special 4-r., 


$555°. 
"55 Super 2-dr. Riviera, $550* (ps). 


*S4 Century 4-dr., $405* (ps), $325* 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports. 





"59 60 
Jan. 


"568 '58 "68 '59 
Nov. Dee. 


(ps). 
’53 Special 4-dr., 2 at $100*. 
CADILLAC—’60 de Ville 2-dr. hardtop, 
$5,070* (ps); (62) conv., $4,700* (ps). 
"58 (62) Sedan de Ville, a 600* (ps); 
Coupe de Ville, $2,535* ( 

BT (62) Sedan de Ville, sie 975° (ps). 
"56 (62) 2-dr. hardtop, $1,445* (ps). 
CHEVROLET—’'60 Kingswood (8) 4-dr. (9 

eee $2,396*; Biscayne (6) 2-dr., 


$ 

"59 oe (8) sport coupe, $2,005° (ps), 
$2,000, $1,905; conv., $1,880*; Bel Air 
(8) 2-dr., $1,625; 4-dr., $1, 600°; Bel 
Air (6) 4-ar., $1, 525; Biscayne (8) 4- 
dr., $1,525, $1, 390, $1,360; Biscayne 
(6) 4-dr., $1,340° 

’58 Impala (8) conv., $1,300* (ps); Bis- 
cayne (6) 2-dr., $1,250; 4-dr., $725; 
Biscayne (8) 4-dr., $1,250, $1,225, 
$780; Brookwood (8) 4-dr., $1,100*; 
Delray (8) 2-dr., $705. 

'57 Two-ten (8) 4-dr., $810; Bel Air (6) 

4-dr., 

$770*; Bel Air (8) 4-dr., $650*, 


4-dr., $670. 

56 Two-ten (8) station wagon 
station wagon 4-dr., 

$385; Two-ten (6) 


55 Bel Air (8) 
$710; 4-dr., $485*, 


ALABAMA 


JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





COLORADO 


Colorado Auto Auction 
4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-782/ 


SALE EVERY MONDAY 
11:00 A.M. 


George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, General Manager 


Dealers Only 
Write for FREE Market Reports. 





CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our |4th year 
of continuous operation. 
Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 


Auction, City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


WEST PALM BEACH — Florida’s 
“quality” auction. 12 Noon. Thurs- 
day. W. Palm Beach Fairground. 


MARYLAND 


BEL AIR—Bel Air one ——. Ti- 
tles, checks guaran 
ed. Thur. 12 noon. eee Liat. 


MICHIGAN 


STATE FAIR AUTO. AUCTION 
(Rear of 19600 Woodward, Detroit) 
TWO SALES WEEKLY 

Tuesday and Friday at 12:30 


Phone: TO 9-4660 
C. Simpson, Pres — Sam Goodman, Mgr. 





"69 
Feb. 
Prices of '60s added and '52s dropped in December, 1959. Prices of ’59s added and ’51s dropped in December, 1958. 


Figures alongside bars represent dollars. 








"59 
May 


59 60 
April 


"60 "59 ’60 


March 


2-dr., $600*. 
54 Bel Air 2-dr., $385*; 4-dr., $350. 
*53 Bel Air 2-dr. hardtop, $450*, $400. 


CHRYSLER—’57 NY 4-dr., $1,290* (ps). 
'54 Windsor 4-dr., $400* (ps). 
’53 Windsor 4-dr., $120*. 

DeSOTO—’52 Firedome 4-dr., $235. 
*51 Firedome 2-dr., $145. 

DODGE—’60 Dart (8) Seneca 2-dr., $1,- 


600. 
FORD—’60 Thunderbird (8) conv., $3,350* 
(ps); Galaxie (8) starliner, $2,175* 


(ps). 

’59 Thunderbird (8) conv., $3,000* (ps); 
Galaxie (8) 2-dr. Victoria, $1,640* 
(ps); Fairlane (8) 4-dr., $1,340*; Cus- 
tom 300 (8) 4-dr., $1,260*. 

58 Country Squire (8) 4-dr., $1,370* 
(ps); Fairlane 500 (8) 4-dr, Victoria, 
$1,050* (ps); Ranch Wagon (8) 2-dr., 
$945* (ps); Fairlane (8) 2-dr., $855; 
Fairlane (6) 4-dr., $625. 

’57 Country Sedan (8) 4-dr. (9 pass.), 
$1,060* (ps), $1,055; Fairlane 500 (8) 
4-dr., $925* (ps); 2-dr. Victoria, 
$875*; Custom 300 (8) 4-dr., $650. 

’56 Fairlane (8) 2-dr. Victoria, $900*; 
Country Sedan (8) 4-dr., $660*, 





MICHIGAN 


DETROIT'S 





Oldest, Largest and Very Best | | & 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just / mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 


@ "DUAL RING" 2 lines running simultane- 
ously, 


®@ Conveniently located in the heart of the 
automobile world. 


@ Ten acres of completely fenced parking 
area, 


©@ Always a fine selection of sharp cars. 
© Friendly relations prevail at all times. 
® Congenial auctioneers, 
® Fair management, 

MICHIGAN'S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 


M, D. McCollum, Vice-President and Mana 
3711 Western Road Phone CEdar 2-3 3 











NEW JERSEY 


AUCTION 
eT 


N-A-D-E 
SENS) VAR TC 


NATIONAL AUTO 
DEALERS EXCHANGE 












STUDEBAKER—’58 Commander (8) 4-dr., 
$800*. 


53 Champion 4-dr., $125, | 


MISCELLANEOUS~~’60 Chevrolet (8) %- 
ton pickup, £1,385, $1,840, $1,555. 


"59 GMC (6) %-ton pickup, $1,245; 
Chevrolet (8) El Camino delivery, $1,- 
300; (6) %-ton pickup, $1,215; Ford 
(8) %-ton pickup, $1,250, $1,110. 


’58 Chevrolet (6) El Camino delivery, 
$1,100; GMC (6) %-ton pickup, $1,030; 
International (6) %-ton pickup, §$1,- 
025; Ford (8) %-ton pickup, $700. 


’57 Chevrolet %-ton pickup, $950; 1-ton 
panel, $700; Ford (8) Ranchero, $800. 


’56 Chevrolet 1-ton panel, $500. 9 


55 International (6) %-ton pickup, 
$580; Chevrolet %-ton panel, $425. 
"54 Ford (8) %-ton pickup, $535; (6) 
¥%-ton pickup, $425; Chevrolet %-ton 
pickup, $430; Sub pickup, $280; Willys 
%-ton pickup, $450. 

’53 Chevrolet %-ton pickup, $545; Willys 
%-ton pickup, $425. 

"52 Dodge %-ton pickup, $235. 

’51 Ford %-ton stake, $200. 

*50 Chevrolet %-ton pickup, $275, 

48 Ford %-ton pickup, $150. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction, Sale every Tuesday, Prices are 
for sale of July 26. 

BUICK—’60 LeSabre conv., $2,685* (ps). 

’59 Invicta 4-dr. hardtop, $2,360* (ps); 
LeSabre 2-dr, Riviera, $2,360* (ps); 
Estate Wagon, $2,275*. 

"58 Century 2-dr. Riviera, $1,580* (ps); 
4-dr., $1,460* (ps); Special conv., $1,- 
470* (ps); 2-dr, Riviera, $1,335*. 

’'57 Special Estate Wagon, $1,260*; 
conv., $1,090* (ps); Century 4-dr. Rivi- 
era, $1,050* (ps). 

’56 Special 2-dr. Riviera, $775* (ps); 
Estate Wagon, $735* (ps); Super 4-dr. 





en 


"60 
June 






(Copyright, 1960, by Automotive News) 





’55 Fairlane (8) conv., $505* (ps); Cus- 


tom (8) 2-dr., $490°; 4-dr., $325*, 
’54 Ranch Wagon (6) 2-dr. » $290. 
"53 Custom (8) 2-dr., $225. 
IMPERIAL—’58 Imperial 4-dr. 
$2,220* (ps). 


hardtop, 


"57 Imperial 4-dr., $1,530* (ps). Riviera, $600* (ps); Century 4-dr. 
MERCURY—'58 Monterey 2-dr. hardtop, Riviera, $575* (ps 
$1,170* (ps). ’55 Special 2-dr. "Riviera, $625*, $490* 
— ome — '58 (88) 2-dr. Holiday, we). ese tease. ae, dedess’ ao 
56 (88) conv., $675*. 2-dr. Riviera, $570*, $535* (ps), $490* 
'55 (88) 4-dr., $485*. (ps); Century 2-dr, Riviera, $620*, 
51 (88) 4-dr., $135*: $550*; 4-dr. Riviera, $510* (ps); $495*. 
s 54 Super 4-dr., $450*; 2-dr, Riviera, 
PLYMOUTH—’59 Belvedere (8) 2-dr. hard- $350*, $265*; Special 2-dr., $195*. 
Srboce tres, TY (8) 2dr. hardtop. | capmLac—s0 de Ville 4-dr. hardtop, 
58 Fury (8) 4-dr. hardtop, $1,625*, $4,215* (ps); 2-dr. hardtop, $4,000* 
57 aaeay (8) 2-dr., $550°" $ (ps), $3,850* (ps); (62) conv., $4,- 


08(* (ps); 2-dr. hardtop, $3,875* (ps). 


a Savey <8) Oe., eee”. 58 (60) Special 4-dr. hardtop, $3,200* 


’55 Chieftain 2-dr. Catalina, $505* (ps). 
’53 Chieftain 2-dr, Catalina, $250*. 


Belvedere (8) 2-dr., $405; 4-dr., Cee}; i Coupe ae Ville, $2,900° | 
NTIAC—’ bs cc as (ps), $2,850* (ps); 2-dr. rdtop, $2,- 
—_ a, ene DEE, SON" ¢ 850° (ps); Sedan de Ville, $2,760* 
56 C in 4- (ps). 
canon secon ’57 (60) Special 4-dr. hardtop, $2,000* 
| 


(Continued on Page 29, Col, 1) 


NEW YORK 


TROY—Troy Auto Auction, Inc., Box 
460, RD 4. Insured checks & titles. 
Every Thurs. 12:30. 


NEW JERSEY 








Minutes from New York City 










LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) | 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 
Dealer Auto Auction 


Albany 5, N. Y. 
Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 


EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


Insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 





For Fast, Accurate Directions to 
Leading U. S. Auto Auctions, Dealers | 
Look in LUCAD. 








NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 


AKRON—A-1 Auto Auction, U. S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 


EVERY THURSDAY AT NOONI 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApitol 8-0100 for Reservations 














LUCA D, the Dealers’ Directory 
to Leading Auto Auctions. 








PENNSYLVANIA 


GRAND OPENING! 
MAIN LANE AUTO AUCTION 








U. S. Route 30 — EXTON, PA. 
1 MILE EAST OF ROUTE 100 


Thursday — August 18 — 11 A.M. (Dealers Only) 
FREE GIFTS — FREE PRIZES — FREE REFRESHMENTS 
Auction Checks—Guaranteed Titles—inside Parking 
For 250 Cars 
“All the usual fine services — PLUS." 
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AUTOMOTIVE NEWS, AUGUST 8, 1960 


’57 Belvedere (8) 2-dr, hardtop, $1,020* 
(ps), $860°; Plaza (6) 2-dr., $545. 
"56 Belvedere (8) 2-dr. hardtop, $495*; 

Savoy (8) 2-dr., $445*, 
‘55 Suburban (8) 2-dr., $450; Plaza (8) 
4-dr., $285; Savoy (8) 4-dr., $185. 
















of Ss $1,010* (ps). 
- ie. - 
Model Breakdown qusd? (ou), Sas: Woven, oan naan 
Of Auction Averages ann eke? tee WOO: Super & 
Aug., 1960 July, ; ‘55 Century 2-dr. Riviera, $455*, : 
: 900 = Special 4-dr., $395*; Super 4-cr., $235" 








PONTIAC—’60 Bonneville 4-dr. Vista, $2,- 
50 Catalina rt $2,135 1900. ‘2008 $2,194 $2,189 s3 aoa 
M4 atalina sport coupe, $2,135*. Leveedoncese , @ 4 : 
(Continued from Page 28) ~ Bonsevilte 2-dr, Catalina, $1,880*| 1959... 1,789 1,770 1,842 CADILLAG. 58 *te0) aoe $2,565° (ps) 
° Ma . ** ’ . 
| (ps); (62) 4-dr., $1,885* (ps). $485°, $465*, $440*; Monterey 4-dr., oS) Gas Cee ee ER 1 A «gee | oe ee -_ ae 
“ (62) 2-dr. hardtop, $1,575° (ps);| $585* (ps); 2-dr. hardtop, $550*, $525*.| °57 Chieftain 4-dr. Catalina, $1,100*| 1967........... 855 868 904 CHEVROLET.'58 Sepals 
a de Ville, $1,565* (ps); Sedan '53 Monterey 2-dr, hardtop, $190°*, (ps); Super Chief 4-dr. Catalina,| 1956 574 581 599 890" ( $1,885* (8) oats 
le Ville, $1,385° (ps); 4-dr., $1,260* 52 Monterey 4-dr., $190*; 2-dr. nardtop, SGT Co ese a a se $1 s75° tt ad (ps); sport sedan, 
pees $1,125* (ps). . $150°. ; '56 Chieftain 2-dr. Catalina, $590*; 4-ar.| 1955. 426 425 442 (ps) ; Brecebese “@e a” Stee 
(60) Special 4-dr., $1,405* (ps), $1,- | OLDSMOBILE—’58 (88) Super 2-dr. Holi- Catalina, $525*, $470*; Star Chief| 1954. 300 269 287 (ps): Be’ Oat 
210* (ps); (62) 4-dr., $1,275* (ps), day, $1,735* (ps); (98) 4-dr. Holiday, conv., $530* (ps); 4-dr, Catalina,| 1953 185 195 a. ioe, en anes Bn Gta 
S1e0eS tia). ben. handece, G1.tee? $1:450° (ps). gent : ; 01 Mitclerietse 203 T., $1,585%, $1,450°; Bel Air (6) 2- 
i _{PS); Coupe de Ville, $995* (ps). "57 (98) 2-dr. Holiday, $1,460* (ps), $1,-| ‘55 Star Chief 2-dr. Catalina, $530* Overall “att i a eee o re ye oie 
54 (60) Special 4-dr., $900* (ps). 235* (ps); (88) Super 2-dr. Holiday, (ps); Chieftain 2-dr., §365°: 4-dr., Average $ 977 $ 946 $ 968 | ‘ss tuoane Ce cael 4-dr., $1,380. 
53 (62) Coupe de Ville, $350* (ps). $1,335* (ps); 4-dr, Holiday, $1,200* $240°*. LTT J ose, -410° (ps); 
"52 (62) 4-dr., $315* (Ps). (ps), $1,100*; (88) ‘4-dr. Holiday, $1,-| °54 Chieftain 2-dr. Catalina, $235*; 4-dr., Son ba ahee’ ton an, °°) ear. tare 
51 (62) 2-dr.,’ $120*. , 095°, $1,050° (ps); 2-dr., $900°, $190. sedan (6), $380. $1,200" (pe); Bel Alr (6) 'a-dr., ei: 
OHEVROLET—‘eo Impala (8) sport sedan, a (88) Super 4-dr. Holiday, $735*| 53 Chieftain 2-dr, Catalina, $205. 55 Chevrolet (6) 2-ton flatbed, $735; 250° (ps); Brookwood 3 =" 3" 
$8.200" 600); epee oak oe, See ps). RAMBLER—'59 Ambassador (8) Cross (6) %-ton pickup, $625; Ford (8) F- 345° (ps); Biscayne (6) 4-dr., §1,- 
ps); Bel Air (8) sport coupe, §2,300* 55 (88) Super 4-dr., $695* (ps); 2-dr. Country, $1,985* (ps); Custom (6) 4- 100 %-ton pickup, $530°. 005*; 2-dr., $1 oO : oo ee 
(pe); ‘ Brookwood <2 ry p PALATE G $625* (ps), $535*; 2-dr., dr., $1,925*; American (6) station ’54 Willys camper, $735; Dodge (8) %- 57 Bei Air (8) 4-dr $1,175* (ps), $1 
Corvair 700 (6) 4-dr., $1,650*, $1,- $350 ‘(88 2-dr. Holiday, $585* (ps); wagon, $1,310; 2-dr., $1,200. ton tow truck, $485; GMC %-ton pick- 050°; 2-dr., $1,165°: Two-ten (6) 2-dr., 
Fe . : oa tT. Holiday, $475* (ps). ’58 Custom (8) Cross Country, $1,520*; up, $385, $1,045° $750 "$655: Two-te: ; a 
orvette (8) conv., $2,710; Impala (88) 4-dr., $385* (ps), $240* (ps); Super (6) 4-dr., $1,070. 53 Chevrolet carry-all, $400; Ford (6) tion wagon 4-dr., $875* 30, e760": 
po ae Stee a, = = $s'os0* tes} wae) ions hae: $345* “ ’51 Custom station wagon, $130. %-ton pickup, $335; (8) %-ton pick- 2-dr., $700* % et ee 
, , ’ , ’ ’ ; -ar., D , ” e . a , + 2, 
(ps), $2,0352, «ay at $1,980°; sport "53, (88) 2-dr. Holladay, $200° (ps); 4-ar., — Lark (6) 4-dr., $1, us GMC %-ton LWB pickup, pay a 4-dr., $790, oor = 
coupe, $2, ps), $2, ps), $2,- ps); (88) Super 4-dr., $175*| '54 : * 5°.” Png 
100" (7s), $2,000, "32,000" (pa) ‘sport - rong $ § Sa (8) station wagon, $385*; 52 Willys pickup, $425, = ge2s°, oun Two-ten (8) 4-dr., 
sedan, $1, , $1, ; Noma ) 4- OKARD—’55 Clipper 2-dr. hardtop,| °53 ¢ d -dr. . , "Air (3 1 $580 
dr., $2,085° (ps); Parkwood (8) 4-dr., $425°, $350°. WILLY 48 station ona ate —. FLINT is oe Goede eanete oe “4 zx 
$2,035* (ps), $1,975* (ps); Bel Air] PLYMOUTH—'60 Suburban (8) Custom 4-| MISCELLANEOUS—'59 Willys Jeep, $1,-| Flint Auto Auction, Sale every Wednes- 4-dr., $415° (ps); One-Afty (6) oe 
(8) 2-dr., $1,625*; Brookwood (6) 4- dr., $2,485* (ps) 700; Chevrolet (8) Fleetside %-ton| day. Prices are for sale of July 27. Per- $550; Two-ten (6) Delray, $550; 2: 
pickup, $1,590*, $1,300*; El Camino| centage of sales has increased, Sold 186 dr., $525, $200, $155; 4-dr., $365*; 
Two-ten (8) station wagon 4-dr., $460; 






















































dr., $1,575. 

58 Corvette (8) conv., $2,080, $1,700°; 
Impala (8) sport coupe, $1,750, $1,- 
690* (ps), $1,660, $1,570* (ps), $1,- 
560* (ps), $1,390*, $1,330, $1,325*; 
conv., $1,460* (ps), $1,285; Bel Air 
(8) sport coupe, $1,440, $1,395* (ps); 
4-dr., $1,350* (ps); sport sedan, $1,- 
300* (ps); Biscayne (8) 2-dr., $1,215*, 
$975; Delray (6) 4-dr., $850. 

’57 Corvette (8) conv., $1,410; Bel Air 
(8) sport coupe, $1,315*, $1,160*; 4- 
dr., $1,150* (ps), $935*, $930*; sport 
sedan, $1,100; Two-ten (8) station 
wagon, $1,265* (ps), $1,250* (ps), $1,- 
075* (ps); 4-dr., $940*, $740*; 2-dr., 
$925*, $915*; Two-ten (6) station wag- 
on, $1,110, $975*; One-fifty (6) utility 
sedan, $725; 2-dr., $665. 

°56 Bel Air (8) sport coupe, $950*, $685*; 
conv., $795* (ps); sport sedan, $785*; 
Two-ten (8) station wagon, $820*, 
$690; One-fifty (8) 4-dr., $600*; One- 
fifty (6) 2-dr., $550*. 

'55 Bel Air (8) station wagon, $840* 
(ps); sport coupe, $765*, $710*, $640*; 
4-dr., $590*; conv., $535*; Bel Air (6) 
sport coupe, $690*; 2-dr., $410; Two- 
ten (6) 2-dr., $515, $400*; One-fifty 
(6) utility sedan, $320. 

54 Bel Air 2-dr., $695*, $455*; conv., 
$385. 

53 Two-ten 4-dr., $350; 2-dr., $260, 
$225, $160*; Bel Air 2-dr., $300*; 
conv., $185*. 

"52 Deluxe Bel Air, $230*. 

51 Deluxe 4-dr., $115. 

OHRYSLER—’58 Windsor 2-dr. hardtop, 
$1,460* (ps), $1,425* (ps). 

’57 NY 2-dr. hardtop, $1,450* (ps). 

DODGE—’59 Sierra (8) 4-dr. (9 pass.), 
$2,135* (ps). 

58 Royal (8) 2-dr. hardtop, $1,520* 
(ps); Coronet (8) 4-dr, hardtop, $1,- 
335* (ps), 

57 Custom Royal (8) 4-dr., $1,050* 
(ps); Coronet (8) 4-dr. hardtop, $700*. 

*56 Coronet (8) 4-dr., $385*. 

’55 Royal (8) 2-dr. hardtop, $390*. 

°54 Meadowbrook (8) 2-dr., $185*; Royal 
(8) 4-dr., $125*. 

°53 Coronet (8) 2-dr. hardtop, $165*. 

FORD—'60 Thunderbird (8) 2-dr. hardtop, 
$3,375* (ps), $3,350* (ps); Galaxie 
(8) starliner, $2,270* (ps), $2,125*; 2- 
dr., $1,935* (ps); Ranch Wagon (8) 
4-dr., $2,150*. 

59 Thunderbird (8) 2-dr. hardtop, $3,- 
250* (ps), $3,210* (ps), $2,990* (ps), 
$2,855* (ps); conv., $3,120* (ps); Ga- 
laxie (8) 2-dr. Victoria, $1,950* (ps); 
Country Sedan (8) 4-dr. (9 pass.), 
$1,850* (ps); (6 pass.), $1,715*; Fair- 
lane (8) 4-dr., $1,535*; Custom 300 
(6) 2-dr., $1,230. 

’58 Thunderbird (8) 2-dr, hardtop, $2,- 
625* (ps), $2,600* (ps), $2,560* (ps), 
$2,515* (ps), $2,490* (ps); Country 
Sedan (8) 4-dr., $1,370* (ps); Fairlane 
500 (8) conv., $1,355* (ps), $1,280* 
(ps); Fairlane (8) 2-dr., $1,005*; 4-dr. 
Victoria, $800* (ps). 

’57 Thunderbird (8) conv., $2,195* (ps), 
$2,135* (ps); Country Sedan (8) 4-dr., 
$1,250* (ps), $1,225* (ps), $1,200* 
(ps), $870, $600; Country Squire (8) 
4-dr., $1,180* (ps); DelRio (8) 2-dr., 
$1,055*, $735*; Fairlane 500 (8) 4-dr. 
Victoria, $1,000* (ps); conv., $960* 
(ps), $865* (ps); 2-dr. Victoria, $955* 
(ps); 2-dr., $785*; Fairlane (8) 2-dr., 
$915* (ps); 4-dr., $555*; Custom 300 
(8) 2-dr., $765*, $665* (ps); 4-dr., 
$685*. 

’56 Thunderbird (8) conv., $1,750*, $1,- 
530* (ps), $1,455* (ps); Country Sedan 
(8) 4-dr. (9 pass.), $735; (6 pass.), 
$625* (ps), $565* (ps), $500; Fairlane 
(8) Crown Victoria, $700* (ps); conv., 
$550*; 2-dr., $485%; 4-dr., $455*, 
$435*; Ranch Wagon (6) 2-dr., $500; 
Custom (8) 4-dr., $460*. 

’55 Thunderbird (8) conv., $1,445", $1,- 
260; Fairlane (8) 2-dr. Victoria, $580* 
(ps), $340*; Crown Victoria, $550*; 2- 
dr., $405*; 4-dr., $380*, $375*, $335*; 
Main (8) 4-dr., $445; Main (6) 4-dr., 
$440; 2-dr., $325; Country Sedan (8) 
4-dr., $430*; Ranch Wagon (8) 2-dr., 
$370; Custom (6) 2-dr., $320. 

’54 Custom (8) 2-dr., $385, $285; 4-dr., 
$275*; Ranch Wagon (8) 2-dr., $345, 
$330*; Country Sedan (8) 4-dr., $235*; 
Crest (8) conv., $225*. 

53 Crest (8) 2-dr. Victoria, $385* (ps); 
Ranch Wagon (8) 2-dr., $280; Custom 
(8) 2-dr., $215*, $175*; Main (8) 2- 
dr., $185. 

’52 Crest (8) 2-dr. Victoria, $175; Main 
(8) 4-dr., $160; Custom (8) 2-dr., 
$115". 

MUDSON—’55 Hornet 2-dr. hardtop, $520* 


(ps). 
IMPERIAL—’57 Imperial 4-dr. hardtop, 
$1,525" (ps). 
LINCOLN — ’57 Premiere 4-dr, hardtop, 
$1,610* (ps). 

56 Premiere 4-dr., $1,100* (ps). 

’55 Capri 2-dr. hardtop, $625* (ps), $550*° 
(ps). 

52 Capri 2-dr. hardtop, $100*. 

MERCURY—’57 Commuter 4-dr., $1,150* 
(ps); Monterey 2-dr., $900* (ps); 4- 
dr., $585. 

*56 Montclair conv., $835* (ps); Mon- 
terey 2-dr. hardtop, $550*, $480*; Cus- 
tom station wagon, $510* 

°55 Montclair 2-dr. hardtop, $760* (ps), 


59 Fury (8) 2-dr. hardtop, $1,805* (ps) 
Suburban (8) Custom 4-dr., $1,7 


50* (6), $1,525, $1,450; Ford (8) Ranch-| percent of 283 consignments, 
BUICK—’60 LeSabre 4-dr., $2,650* 4-dr., $340°*; 2-dr., $325°. 


ica (8) 4-dr. hardtop, $1,- ero, $1,575. 
; Ps). ’58 Chevrolet (8) %-ton pickup, $1,-| ’59 LeSabre 4-dr, ha ‘ ; One- 
(pa), $1,620" yn} Conon o0r Ge 110*; Ford (6) Ranchero, $1,000%, 3. $2,100° (ps). Ta Aa cla ‘16s. a ce eee nee 
5 ‘ 8 om 4-dr., ~ 000; GMC (8) %-ton pickup, $840*. ‘68 Super 2-dr., $1,125* (ps). CHRYSLE R—’ toga 2- hard 
ae: Plaza (6) 4-dr., $800; 2-dr., ’56 Chevrolet (8) 1-ton stake, $825; (8) ’57 Century Estate Wagon 4-dr., $1,300* $2,815* a0), a a mm 
$770. %-ton pickup, $745*, $495"; delivery (ps); Super 2-dr., $1,250* (ps); RM (Continued on Page 30, Col, 3) 


For Customer Service Satisfaction 


NOTHING STANDS OUT 
OR STANDS UP 
LIKE LIQUID GLAZE 
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Regardless of a car’s make, model or mileage a Liquid Glaze 
treatment will work wonders with its appearance. 

In Liquid Glaze, Liquid Cleaner, Paste Cleaner and Speed 
Cleaner you have the right combination of superior prod- 
ucts to bring out a car’s maximum beauty — with a minimum 
of time, labor and expense. 


Traffic film, road tars, dirt and oxidation disappear like po - ---- 
magic — and the high gloss, hard Glasite finish stands out LIQUID GLAZE, INC. 





| 
and stands up for months and months. 1 704 Sheridan St., Lansing, Mich. | 
For customer service satisfaction that assures repeat business | C) Please send me a copy of yout “Dollars and Sense” booklet on the ! 
: ; . ; ae operation of a car appearance department. | 
and increased profits, there’s nothing like Liquid Glaze. | (2) Please send me 8 oz. samples of new Liquid Glaze and Cleaners. | 
1 (J Please invite us to your nearest clinic on the care of Acrylic Paints | 
i and Super Enamels. 

a a 

OLA | tne | 
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AND MANUFACTURING aE 


CHATTANOOGA" 2 TENNESSEE 


Most pleasant place in 
CHICAGO...nicest, too 





the perfect setting for 
your next convention 


Everything is arranged for your convenience in the color- 
ful quiet of The Drake. The charming decor, the thoughtful 
service ...and of course, complete air conditioning and 
your own TV set. No hotel in the midwest can match 
The Drake for unsurpassed convenience, location and 
facilities. ‘Luxury at the Lake,” some of our friends call 
it. And your organization will be pleased to discover it 
costs no more than ordinary hotel service. Try it for 
your next meeting, large or small. The Drake takes good 
care of you. 

Facilities? 4 major meeting rooms accommodating up 
to 800 © 16 committee rooms for functions of 12 to 300 
¢ 700 guest rooms * 100% air conditioned ¢ Superb restau- 
rants and banquet facilities. May we tell you more? 
Phone or write for brochure. 


THE DRAKE at the Lake 


LAKE SHORE DRIVE AND UPPER MICHIGAN AVENUE 


SUperior 17-2200 Teletype No. C@1586 
@ ER. FLYNN, Vice President-Seles . H. B. RICHARDSON, Convention Manager 
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Used-Car Auction Prices 


(Continued from Page 29) 


’57 (300) sport coupe, $1,550* (ps), 355, $1,295*, $1,240*, $1,225. 
’56 Windsor 4-dr., $605*. ’58 Fairlane (8) 2-dr. Victoria, $1,265* 














DesOTO—’57 Firedome 2-dr. hardtop, $610. (ps); 2-dr., $650*; 4-dr., $675°; Fair- 
’54 Firedome 4-dr., $145* (ps). lane 500 (8) 2-dr, Victoria, $1,225° 
DODGE—’60 Polara (6) 4-dr., $2,015. (ps); 2-dr., $1,200*, $1,150*; 4-dr., 
"54 Coronet (8) 4-dr., $855. $810* (ps); Custom 300 (6) 4-dr., 
EDSEL—’58 Pacer 2-dr. hardtop, $785; $1,100, $985*; 2-dr., $660*°; Ranch 


Wagon (6) 2-dr., $970*; Country Se- 


Corsair 2-dr. hardtop, $780* 
dan (8) 4-dr. (9 pass.), $960* (ps). 


FORD—’'60 Galaxie (8) 4-dr. Victoria, $2,- 


320* (ps); Ranch Wagon (6) 2-dr., ’56 Country Sedan (8) 4-dr., $505*; Cus- 

$1,965; Ranch Wagon (8) 2-dr., $1,- tom (6) 2-dr., $435, $425. 

785*; Falcon (6) 4-dr., $1,675, ’55 Custom (6) 2-dr., $385; Custom (8) 
’59 Galaxie (8) conv., $1,930* (ps), $1,- 2-dr., $215, $135*; Main (8) 4-dr., 


$355; Fairlane (8) 4- dr., $305*, 
IMPERIAL—’ 59 Crown 4- dr. hardtop, $2,- 
900°. 


MERCURY—’57 Monterey 4-dr., $625*; 2- 


800* (ps), $1,800*; 4-dr., $1,890*, $1,- 
885* (ps), $1,865* (ps); Country Se- 
dan (8) 4-dr., $1,710* (ps); Fairlane 
(8) 4-dr., $1,660* (ps), $1,575* (ps), 


$1,455* (ps); 2-dr., $1,565* (ps), $1,- dr., $610*. 

245; Fairlane (6) 2-dr., $1,375*; Fair- ’55 Montclair conv., $365* (ps); Mon- 
lane 500 (8) 4-dr,. Victoria, $1,600*; terey 4-dr., $195. 

Custom 300 (6) 2-dr., $1,375*, $1,-| OLDSMOBILE—’59 (88) Super 4/dr. Holi- 


day, $2,065* (ps). 
be (88) Super 4-dr, Holiday, 
iS). 
’57 (88) conv., $1,030* (ps), 
’56 (98) 4-dr., $770* (ps), $685* (ps); 


$1,110* 


Used Imported 


(88) 2-dr., $645* (ps), 
PLYMOUTH—’59 Belvedere (8) 4-dr, hard- 
top, $1,290*, 
Gi ’58 Belvedere (8) conv. -» $1,050* (ps); 4- 
ars ar., $885. 
’56 Savoy (6) 4-dr., $380*; Belvedere 
(8) 2-dr. ‘hardtop, $375*; Belvedere 


(6) 4-dr., $335*, 
PONTIAC—’59 Bonneville sport coupe, $2,- 
250* (ps), $2,040* (ps); Star Chief 
4-dr., $2,110* (ps); Catalina 4-dr, Vis- 
ta, $2,100* (ps); 2-dr., $1,900* (ps). 
"58 Chieftain 2-dr., $1,280* (ps). 
RAMBLER—’59 Super (6) 4-dr., $1,260; 
— (6) Cross Country 4-dr., $1,- 
50. 
’58 Super (6) 4-dr., $1,015. 
STUDEBAKER—’57 Silver Hawk 





BORDENTOWN, N. J. 
Alfa-Romeo—’'59 conv., $1,845. 


Jaguar—’59 conv., 
Renault—'59 Dauphine 4-dr. , $540, 
Volkswagen-——’59 2-dr., $1,235. 


CALDWELL, N. J. 
Jaguar—’59 Mark IX 4-dr., $2,775* (ps). 
MG—’59 roadster, $1,030. 






(8) 2- 






Simea—’57 4-dr., $675. dr., $410 
Triumph—’58 4-dr., $425. ‘KI ; , 
Volkswagen—’57 4-dr., $650. a 55 Ford (8) %-ton, 






’54 Ford %-ton panel, $210, 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 
day. Prices are for sale of July 27. 


CHICAGO 
Metropolitan—’55, $235. 
Renault—’'59 Dauphine, $800, 
Triumph—’59 TR-3, $1,480. 






$620. 











COLUMBUS, O. BUICK—’59 Invicta 4-dr, hardtop, §$2,- 
Metropolitan—’58 2-dr, hardtop, $870. 170* (ps). 

Volkswagen—’60 2-dr., $1,525, ’57 Super 2-dr, Riviera, $1,000* (ps); 

’59 2-dr., $1,190, Special 4-dr., $900* (ps); 2-dr, Rivi- 
era, $850*. 

DAYTONA BEACH, FLA. 56 Special 2-dr. Riviera, $575*, $500*, 
Ford (English)—’59 2-dr., $750. “or se”, -dr, Riviera, $430*; Special 
Hillman—’58 Minx conv., $560. . mrs , 

Opel—'59 2-dr., $1,100. OaeaTe” (es), 58 (62) 2-dr. hardtop, $2,- 





Renault—’60 2-dr., $2,015. 






CHEVROLET—’59 Impala (8) sport coupe, 








Volkswagen—’'58 2-dr., $995. $1,870* :s 
. J ;sport sedan, $1,850* (ps), $1,- 
Volvo—’59 2-dr., $1,205. 850*; 4-dr., $1,710*, $1,600*; Park- 
wood (8) 4-dr., $1,830*; Bel Air (8) 
DETROIT 4-dr., $1,500*; 2-dr., $1,475*; Bel Air 
Ford (English)—’57 station wagon 4-dr. (6) 2-dr., $1,425; 4-dr., $1,375. 
Squire, $540. ’58 Bel Air (8) sport coupe, $1,290*; 4- 









Renault—’'57 4-dr., $400. 
Skoda—'57 2-dr., $195. 
Sunbeam—’57 2-dr. hardtop, $550. 
Volkswagen—'56 2-dr., $605. 


FLINT 
Borgward—'58 2-dr., $675. 
Hillman—’59 4-dr., $450. 
Renault—'59 Dauphine 4-dr., $625. 
Volkswagen—’'59 Karmann-Ghia 4-dr., $1,- 
615. 


dr., $1,200*; Brookwood (6) 4-dr., $1,- 

200; Biscayne (8) 4-dr., $1,115*, 

"57 Bel Air (8) sport sedan, $1,160’; 
sport coupe, $1,105*; Bel Air (6) 4-dr., 
$805*; One-fifty (6) "4-dr. , $600. 

’56 Bel Air (8) 2-dr., $650*, $525; Two- 
ten (8) 2-dr., $570*. 

CHRYSLER—’56 Windsor 2-dr. 

$600* (ps). 

‘55 Windsor 4-dr., $390*. 
COMET—’60 Comet (6) 2-dr., $1,925. 
DeSOTO—’57 Fireflite conv., $1,095". 
DODGE—’57 Custom Royal (8) 4-dr., 

$985* (ps), $850*, $700*, $550*; 4-dr. 
hardtop, $755". 

EDSEL—’58 Pacer 2-dr, hardtop, $830*. 

FORD—’60 Thunderbird (8) 2-dr. hardtop, 

$3,300* (ps); Gataxie (8) conv., §$2,- 












hardtop, 










FONTANA, WIS. 
Ford (English)—'60 4-dr., $1,155. 
MG—'51 TD, $555. 


LOS ANGELES 















Austin-Healey—’60 Sprite, $1,475. 400* (ps); 4-dr., $2,215* (ps), $2,200*; 
’56 roadster, $1,155. starliner, $2,375*, $2,325* (ps), $2,- 
—'57 Isabella Combi, $755. 200* (ps); Country Sedan (8) 4-dr., 

Ford (English)—’55 Consul conv., $350. $2,325* (ps), $2,170*; Fairlane (8) 






Jaguar—'57 XK 140 MC roadster, $1,185. 
Mi itan—’'56 conv., $435. 
MG—’59 roadster, $1,485. 


4-dr., $1,775; Fairlane (6) 4-dr., $1,- 
6 
$2,710*; Ga- 






00. 
59 Thunderbird (8) conv., 








‘58 2-dr., $1,300, laxie (8) 2-dr. Victoria, $2,100* (ps); 
’57 roadster, $1,085. 4-dr., $1,925*; conv., $1,925*; Fairlane 
Triumph—’'58 TR-3 roadster, $1,250. (8) 2-dr., $1,550*%; 4-dr., $1,505*; 






'64 TR-2 roadster, $585. 
Volkswagen—'59 conv., $1,460, $1,355. 
’5S Karmann-Ghia 2-dr., $1,450, 


Ranch Wagon (8) 2-dr., $1,410; Fair- 
lane 500 (6) 4-dr., $1,210. 
’58 Thunderbird (8) 2-dr, hardtop, $2,- 














’54 2-dr., $485. 260* (ps); Country Sedan (8) 4-dr., 
Volvo—’58 2-dr., $940; station wagon, $1,200*; Fairlane (8) 2-dr., $1,100*. 
$725. ’5S7 Thunderbird (8) 2-dr, hardtop, $1,- 
"S57 2-dr., $550. 815*; Fairlane 500 (8) 2-dr. Victoria, 
$1,120* (ps), $1,070* (ps), $1,000*%, 2 
MANHEIM, PA. at $980*, $900*; conv., $1,090* (ps); 
Austin-Healey—'54 roadster, $800. 4-dr., $1,060* (ps), $950*; 2-dr., $865*; 
Borgward—’'60 Isabella 2-dr., $1,425. Country ‘Sedan (8) 4-dr., $910*; Fair- 





lane (8) 2-dr., $885*; 2-dr, Victoria, 
$830*; Custom (6) 2- dr., $645; Custom 
300 (6) 4-dr., $550*. 

56 Ranch Wagon (6) 2-dr., $675; Ranch 
Wagon (8) 2-dr., $550*. 
MERCURY—’' 60 Montclair 2-dr. 

$2,500*. 

’58 Montclair 4-dr., $1,110* (ps). 

’57 Turnpike Cruiser conv., $1,085* (ps); 
4-dr. hardtop, $1,040* (ps); 2-dr. hard- 
top, $1,025* (ps). 

’56 Montclair 2-dr, hardtop, $600*; 
tom station wagon 4-dr., $525*. 

OLDSMOBILE—’60 (98) conv., $3,315* 
(ps); (88) 2-dr. Scenic, $2,525*, 

'68 (88) 2-dr., $1,225, 

’57 (88) 2-dr., $1,000*; (88) Super 4-dr., 
$980* (ps). . 

"56 (98) 4-dr. Holiday, $730* (ps), 

PLYMOUTH—’60 Belvedere (8) 2-dr., $1,- 
795. 
59 Fury (8) 2-dr., $1,750* (ps). 


Goliath—’59 2-dr, station wagon, $775. 
Hiliman—’'58 Deluxe 4-dr., $705. 
Jaguar—'59 conv., $2,245. 

'57 Mark 8, $1,075, 

’55 conv., $810, 

Metropolitan—’'60 2-dr. hardtop, $1,035, 

'58 2-dr. hardtop, $660. 

'55 conv., $300. 

MG—’60 roadster, $1,700. 

'59, $1,775, $1,475. 
Mercedes-Benz—'60 4-dr. 2208, $3,525. 
Opel—’59 station wagon 2-dr., $320. 
Renault—’'60 4-dr., $1,165. 

'58 Dauphine, $700. 

Saab—'59, $1,125, $1,000. 

'58 2-dr., $500 . 

Simea—’'60 2-dr. hardtop, $1,600, 


'59 4-dr., $675. 
unbeam—'58 Rapier 2-dr. hardtop, §$1,- 









hardtop, 










Cus- 








000. 
Triumph— 59 4-dr., $775. 
Vauxhall—’60 4-dr. station wagon, $1,- 


625; 4-dr., $1,600 ’58 Belvedere (8) conv., $1,150*; Plaza 
Volkswagen—' 60, $1,510, $1,500, $1,425, (6) 4-dr., $575. 
$1,380. ‘57 Suburban (8) Sport 4-dr., $1,000*; 
’659, $1,210. Custom 4-dr., $700*; Belvedere (8) 2- 
'58 Karmann-Ghia, $1,485; Microbus, dr. hardtop, $710*; 4-dr., $620*, $565°. 
$1,185; 4-dr., $1,116, ‘56 Belvedere (8) conv., $500; 4-dr., 
$370*; Suburban (6) Deluxe 2-dr., 
MASON CITY, IA. $480. 

Renault—’60 Dauphine, $1,000. eer an —59 Bonneville Safari 4-dr., $2,- 
0S Denpuine, 80. ‘66 Chieftein Safari 2-dr., $700°; 4-dr 
Vena ae Hae, 95,008. $570*, $485*; Star Chief conv., $525°. 

RAMBLER—’'60 Super (6) 4-dr., 2 at $1,- 
SALT LAKE CITY a 
Hillman—'57 2-dr. station wagon, $480. ’58 American (6) 2-dr., $690, $615. 


Peugeot—’'59 4-dr., $895. 
Volkswagen—'59 2-dr., $1,145. 


WAREHOUSE POINT, CONN. 
Renault—'60 Dauphine, $930. 

‘59 Dauphine, $915. 

’S7 Dauphine, $455. 
Vauxhall—'58 4-dr., $575. 
Volkswagen—'60 2-dr., $1,175. 

’58 Microbus, $950. 

'56 2-dr., $600. 


‘ST Super (6) 4-dr., $390, 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Thurs- 
day. Prices are for sale of July 28, ’60s8 
appearing and being well received, Other 
late model clean cars in very strong 
pees. 208 cars sold from 270 consign- 
men 
BUICK —'s9 Electra 4-dr., $1,940° (ps). 










































"58 RM 4-dr. Riviera, $1,535* (ps); 
Super 4-dr, Riviera, $1,425* (ps); Spe- 
cial 4-dr., $1,185*, $1,170* (ps). 

’57 RM 4-dr. Riviera, $1,040* (ps); Spe- 
cial 2-dr. Riviera, $945* (ps); 4-dr., 
$835* (ps); Super 2-dr. Riviera, $925* 
(ps); 4-dr. Riviera, $900* (ps); Cen- 
tury 4-dr., $900*. 

56 Century conv., $715* (ps); Special 
4-dr. Riviera, $640* (ps 

"53 Special 2-dr., $200*; 
$130*. 

CADILLAC—’58 (62) 4-dr. 
465* (ps); Sedan de Ville, 
(ps), 

’57 (62) conv., $1,785* (ps). 

’56 Eldorado Seville, $1, 585° (ps); (62) 
4-dr., $1,235* (ps), $1,150* (ps), $1,- 
085* (ps). 

’55 Eldorado Seville, $950* (ps); (62) 
conv., $905* (ps); (60) Special 4-dr., 
$550* (ps). 

’54 (62) 4-dr., $640* (ps). 

’51 (62) 2-dr., $130*. 

CHEVROLET — ’'60 Parkwood (6) 4-dr., 
$2,130* (ps), $1,586* (ps). 

59 Bel Air (8) sport sedan, $1,620* 
(ps); 4-dr., $1,465*, $1,435*, $1,430*; 
Bel Air (6) 4-dr., $1,450*%, $1,445*, 
$1,430*, $1,425*, 2 at $1,420*, $1,350*, 
$1,305*; 2-dr., $1,320; Parkwood (8) 
4-dr., $1,590*, $1,580*; Brookwood (8) 
2-dr., $1,375. 

568 Bel Air (8) sport sedan, $1,235*; 
Bel Air (6) 4-dr., $1,100*; Brookwood 
(6) 4-dr., $1,165* (ps), $1,120, $1,115* 
(ps); Biscayne (8) 4-dr., $1,110*, $1,- 
100*, $1,085*, $1,055, 2 at $1,045, 
$970*; 2-dr., $1,085*, $1,070*, $1,055*; 
Biscayne (6) 4-dr., $1,015, $940, $910; 
2-dr., $950, $895, $875. 

"57 Bel Air (8) station wagon 4-dr., 


Super conv., 


hardtop, $2,- 
$2,100* 


$1,200*, $1,055*; Bel Air (6) station 
wagon 4-dr., $770; Nomad 2-dr., 
$750*; Two-ten (8) 2-dr., $900* (ps), 
$605; One-fifty (8) 4-dr., $800* (ps); 
One-fifty (6) 2-dr., $640. 
’56 Bel Air (8) 2-dr., $720*. 
’55 Bel Air (8) 4-dr., $485*, $435; Two- 
ten (6) 2-dr., $475, 2 at $350. 
CHRYSLER—'58 NY 4-dr. hardtop, §$1,- 


575* (ps); 2-dr, hardtop, $1,565* (ps); 
Town & Country, $1,550* (ps); Sara- 
toga 4-dr., $1,260* (ps). 

"57 NY 4-dr. hardtop, $1,010* (ps); 
Windsor 2-dr_ hardtop, $930* (ps). 

’56 NY 4-dr., $740* (ps). 

'54 Windsor conv., $225* (ps). 

DeSOTO—’58 Firesweep conv., $1,230*. 
’57 Firedome 4-dr., $820*. 
’56 Fireflite 4-dr., $665. 

DODGE—’58 Coronet (8) 2-dr, 

$1,090* (ps)..« 

’57 Royal (8) 4-dr., $830* (ps); 4-dr. 
hardtop, $600* (ps); Coronet (6) 4- 
dr., $630*; Coronet (8) 4-dr., $500. 

"56 Coronet (8) 2-dr., $510* (ps). 


hardtop, 


’55 Coronet (8) 2-dr., $425*; Suburban 
4-dr., $270*. 

FORD—’60 Falcon (6) station wagon, 4- 
dr., $1,975. 


’59 Thunderbird (8) 2-dr, hardtop, $2,- 
740* (ps); Fairlane (8) 2-dr, $1,440* 
(ps), $1,120; 4-dr., $1,235*; Custom 
300 (8) 4-dr., $1,185, $1,130, $1,125; 
Fairlane 500 (8) 2-dr., $1,160*. 

’5S Fairlane 500 (8) Skyliner, $1,260*; 
2-dr. Victoria, $1,215* (ps), $1,000*; 
Custom 300 (8) 2-dr., $880; Custom 
300 (8) 4-dr., $865; Ranch Wagon (8) 
2-dr., $825. 

’57 Custom 300 (8) 4-dr., $720* (ps); 
2-dr., $655, $630*%; Custom (8) 4-dr., 
$605*; Custom (6) 2-dr., $525. 

’56 Fairlane (8) 4-dr., $520*. 

’55 Custom (8) 2-dr., $250. 


IMPERIAL — ’57 Imperial 4-dr., $1,070* 
(ps). 
LINCOLN —’58 Premiere 4-dr., $1,660* 


(ps). 
’57 Capri 2-dr. hardtop, $1,120* (ps). 
’56 Premiere 2-dr, hardtop, $860* (ps). 
MERCURY — ’59 Montclair 4-dr., $1,725* 
(ps). 
’58 Monterey 2-dr., $1,025* 


’57 Monterey 4-dr. hardtop, $920°; 4-dr., 
$650*. 
’56 Montclair conv., $600* (ps); Custom 


4-dr., $500; 2-dr, hardtop, $440* (ps). 
OLDSMOBILE—’59 (88) 2-dr. Scenic, $1,- 


930* (ps). 
‘58 (88) 2-dr. Holiday, $1,400*; 4-dr., 
$1,390* (ps). 
’57 (88) Super 4-dr. Holiday, $1,175* 
(ps); (98) 4-dr., $1,100* (ps); (88) 


2-dr. Holiday, $1,030* (ps). 


PLYMOUTH—’60 Fury (8) 2-dr. hardtop, 
$2,120* (ps). 

’59 Savoy (8) 2-dr., $1,220* (ps); 4-dr., 
$1,100; Belvedere (8) 4-dr., $1,190*. 

"58 Savoy (8) 4-dr., $845*, $780*, $715, 
$640; Suburban (8) Custom 4-dr., 
$610 (ps). 

’57 Plaza (8) 4-dr., $620; Belvedere (8) 
4-dr., $615* (ps), $550*, $535; Savoy 
(8) 2-dr., $590°. 

’56 Belvedere (8) 2-dr, hardtop, $605*; 
4-dr., $535* (ps); Suburban (8) De- 
luxe 2-dr., $430. 

PONTIAC—’59 Catalina 4-dr, Vista, $1,- 
910* (ps); 4-dr., $1,725* (ps). 

’58 Star Chief 4-dr, Catalina, $1,375*. 

’57 Chieftain 4-dr., $755* (ps). 

’56 Chieftain 2-dr, Catalina, $700* (ps), 
$675* (ps). 

’54 Chieftain 4-dr., $300* (ps), $220*. 
’53 Chieftain 4-dr., $200*, $100*; 2-dr., 
$190*; station wagon 4-dr., $100. 
RAMBLER—'59 Deluxe (6) 4-dr., $1,175* 

(ps). 
’57 Custom (8) 4-dr., $820*. 
STUDEBAKER—’57 Scotsman (6) 2-dr., 


$425. 
MISCELLANEOUS—’58 International (6) 
(Continued on Page 31, Col. 1) 
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PLYMOUTH—’59 Belvedere (8) conv., $1,- 
450° (ps); Savoy (8) 4-dr., $1,090. 
*57 Belvedere (8) conv., $750; Savoy (8) 


Used-Car Auction Prices || rovsiic®3' 22 cue vu. soe 


(ps). 
RAMBLER—’60 Super (6) 4-dr., $1,290. 
'56 Custom 4-dr., $485. 
STUDEBAKER—’60 Regal (8) 4-dr., $1,- 


















































| (Continued from Page 30) 400. 
59 Regal (8) 2-dr. hardtop, $1,050°, 
%-ton pickup, $720. 460; Biscayne (6) 2-dr., $1,350. MISCELLANEOUS—'57 Ford’ (8) Ranch- 
'56 Ford (6) %-ton panel, $420. ‘58 Impala (8) 2-dr, hardtop, $1,315* 7 9000, 
(pa); Bal Air (8) Se “ar. hardtop,’ $1,- ero, $870; %-ton pickup, $660, 
Ps yne (8) 4-dr., $1,020; 
FARGO, N. D. Delray (6) 2-dr., $1,010. WAREHOUSE POINT, CONN. 
cae se, fatten Company, Ine, Beet, Gott ten nrttee, 91.590": )' gouthera Auto Miles, Tus, Sale every 
' of July 28. jo (ps). 4 
CHEVROLET—'59 Bel Air (8) 4-dr., $1,-| '56_ Two-ten (8) station wagon 4-dr.,| ROION “68. roeelah sone ale of July 27. 
oes", Es $1,565*; Biscayne (8) aS ba ‘ae — be Fy 2 dr., $500*. 310° (ps). pec | viera, $1,- 
4-dr., $1,430*. , r (8) 4-dr., 0; 2-dr., $270. ’57 Special 2-dr. Rivi * . 
'58 Bel Air (8) 4-dr., $1,170*, $1,140*| CHRYSLER—'57 Windsor 4-dr., | $1,025* dn 9000; RM 4dr Mitton, ‘dai 
(ps); Biscayne (6) 4-dr., | $1,040*; (ps). . a ee ee eee 
Yeoman (6) 2-dr., $940. COMET—'60 Comet 2-dr., $2,125* 'S6 Special 4-dr., $575*; 
*» , ° -dr., Centu: 4-dr. 
eet ar aan” oe’ $790, $745; | nesoTO—’56 Firedome 2-dr. hardtop, Riviera, $570* ay eee 
'56 Bel Air (6) 4-dr., $670*, $645; Two- $700" (De). '55 Special 4-dr., $480° (ps); 4-dr. Rivi- 
ten (6) 4-dr $605". , FORD—’60 Galaxie (8) 4-dr., $2,225* (ps); era, $435* (ps); 2-dr, Riviera, $285*; 
‘55 Two-ten “t8) talten wank 4-40 Falcon (6) 2-dr., $1, 725° Century 2-dr, Riviera, $405°. 
$650; 4-dr $470 . af 7 Sa ® ae ‘ 32, - (ps); a oat (62) 4-dr. hardtop, $3,- 
; “9 GEN. a rlane Poy (ps), 0* (ps); 4-dr., $3,410* ( 
Rr Se — '56 Windsor 4-dr., $645° $1,275* (ps); Custom 300 (6) 2-dr.,| °58 (62) conv., $2,725* (ps). rome 
. 1,150 54 (62) 2-dr. hardtop, $775* (ps). 


DeSOTO —'59 Firesweep 4-dr., $1,700") +58 ‘Country Sedan (8) 4-dr., $1,275*| CHEVROLET—'60 Bel Air (8) 4-dr., §2,- 


(ps). (ps), $1,060*, $785; Fairlane 500 (8) 000*, $1,880*, 
FORD—’'60 Galaxie (8) 4-dr., $1,930; Fair- 2-dr. Victoria. $1 000: Custom 300 (6) 59 Im 
-dr. , $1,000; pala (8) conv., $2,030; Bel Air on 
lane 600 (6), $1,810°; Falcon (6) 2-dr.,| SF" Gress feb" peb0y Mamch Waan, (8) hdr, $4,575") '$1't00e. Biacasne| S°P Launches Road-Rail Shipments— 
60 Fairlane (6) 2-dr., $1,240°, $1,230"; oh Pulsinge ‘uae’ (8) conv., $825°; Coun- bY $1.46 $1,475"; Brookwood (6) 4-| These cars, loaded on new types of carriers which can be hauled by truck or carried 
i Peake a hee eh Oni on try Sedan (8) 4-dr., $740*; Custom} °58 Biscayne (8) 4-dr., $1,175*, $1,095*, | by rail, initiated the “Flexi-Van" service for Studebaker-Packard Corp. The carriers, 
(8) 4-dr.. $975. ef 8), 2-a8-, $550; 4-dr., $510. 2 at $1,050*; Biscayne (6) 4-dr., $1,-| each bearing four automobiles, are backed onto turntables by trucks at the side of 
57 Custom (8) 4-dr., $580. uncon. 2 alee 3an"- gaise “ene — hae ‘ nee: the 40-foot flatcar. G. H. Frank, New York Central Railroad district freight sales man- 
ee “Galen tb i A (ps), $200. Fi iy (8) ieee ie en sede: Sane ager, demonstrates how one man can push the carrier on the turntable parallel with 
oa, , ” SS (88) Super 4-dr., $1,- $6008; Baye 2 2-dr., $575, $485*; | the flatcar’s length. The turntable is raised by compressed air to permit removal of 
’ " . e-fifty -dr., $600. . 
85 | Custom 32 4-dr., $380*; Fairlane) .57°('5g) g-dr, Holiday, $1,240° (ps), $1,-| "SS Bel Air (8) a-dz,, $610°, $480; 2-dr. i Chea s ee yer Watching are E. H. Churchill, left, NYC freight manager 
MENOUAT Jer Monterey 4-dr., 9000° 200* (ps); 2-dr, Holiday, $675* (ps). hardtop, $375*; One-fifty’ (6) station |/" cago, and E. R. Wiseman, S-P assistant traffic manager. This was the first use 
” ; PACKARD—’56 Super 2-dr., $425* (ps). (Continued on Page 32, Col. 1) of “Flexi-Van" for cars destined for overseas delivery out of New York. 


’56 Custom 4-dr., $525. 
OLDSMOBILE — '59 (88) 4-dr., $1,920* 
(ps). 
’53 (88) 2-dr. Holiday, $295*. 
PLYMOUTH—’ 59 Belvedere (6) 2-dr. hard- 
top, $1,255* (ee Suburban (8) Cus- 
tom 4-dr., $1,550 
°57 Savoy (8) 4-dr., ” $595. 
PONTIAC—’53 Chieftain 4-dr., $155, $135*. 
RAMBLER—’59 Custom (6) 4-dr., $1,310; 
Cross Country 4-dr., $1,700. 
’58 Rebel (8) 4-dr., $1,005. 
STUDEBAKER — '54 Champion (6) 2-dr. 
hardtop, $110*. 
MISCELLANEOUS — '59 Chevrolet 2-ton, 
$2,230, $1,955. 

*58 Chevrolet 2-ton, $1,755, $1,550, $1,- 
530, $1,100; 1%-ton, $1,670; Dodge 
2-ton, $1,130; Ford 2-ton, $1,540, 
$1,185; %-ton pickup, $725. 

’57 Chevrolet 2-ton, $1,260; Internation- 
al 2-ton, $750; %-ton, $900. 

’56 International 1%- -ton, $625; Ford 1%- 
ton, $630. 

’55 Ford %-ton, $575*. 


DETROIT 


State Fair Auto Auction, Sale every Fri- 
day. Prices are for sale of July 29, Sold 
77 cars. 

BUICK—’'56 Century conv., $430* (ps); 
Super 2-dr. Riviera, $425* (ps); Spe- 
cial 2-dr. Riviera, $425*. 

’55 Special 4-dr. Riviera, $320* (ps). 
OADILLAC—’57 (62) 2-dr. hardtop, $1,- 

825* (ps). 

CHEVROLET—’58 Bel Air (8) sport coupe, 
$1,375* (ps); sport sedan, $1,125", 
$1,100* (ps). 

"57 One-fifty (6) 2-dr., $640. 

"56 Bel Air (6) 2-dr., $625*; Two-ten 
(8) 2-dr., $465*; Two-ten (6) 2-dr., 
$450, $350. 

55 Bel Air (8) 4-dr., $535*, $495°, 
$485*; Bel Air (6) 4-dr., $440; Two- 
ten (6) 2-dr., $425. 

CHRYSLER — '56 Windsor 4-dr., $525* 
(ps) 






WILL BE THE TRAFFIC CREATED BY THE BIG 
NEW DELCO BATTERY CONSUMER CONTEST! 


It happens in September and October . . . be sure you're ready for it 
now! It’s the huge Delco Battery Hollywood, TV Contest, backed by 
the biggest advertising and promotional budget ever put behind a 
two-month special battery promotion. 

Fabulous prizes for consumers will build traffic for you . . . because 
every contestant must have his battery checked to enter. And remem- 
ber, it’s a proven fact that for every ten batteries checked, there’s a 


DesoTO — °’56 Firedome 2-dr,. hardtop, battery sold. 
DODGE ’s7 Coronet (8) 2-dr. hardtop, Get set now; ask your Delco Battery supplier about Contest Entry 
gt Blanks and the colorful Window Poster that ties you directly to this 


’56 Royal (8) 4-dr., $400*; 2-dr., $390*. 
FORD—’59 Thunderbird (8) conv., $2,680* 
(ps); Custom 300 (8) 2-dr., $1,125. 

*58 Custom 300 (8) 2-dr., $850. 

’57 Fairlane 500 (8) 4-dr., $880* (ps), 
$825*; Country Sedan (8) 4-dr., $840*°; 
Ranch Wagon (8) 2-dr., $810*; ‘Custom 
300 (8) 4-dr., $675*, $475*. 

’56 Country Sedan (8) 4-dr., $625*, 
$600*; Fairlane (8) 2-dr., $455; Cus- 
tom (6) 2-dr., $425, $360. 

’55 Country Sedan (8) 4-dr., $500* (ps); 
Ranch Wagon (8) 2-dr., $455. 

’54 Custom (8) 4-dr., $140. 

IMPERIAL — '58 Imperial 4-dr, hardtop, 
$1,550* (ps). 

MERCURY—’57 Montclair 2-dr,. hardtop, 
$865* (ps); 4-dr., $840*, $795*; 4-dr. 
hardtop, $775*. 

*55 Montclair 2-dr, hardtop, $390*, 2 at 
$250°. 

OLDSMOBILE — '56 (88) 4-dr, Holiday, 
$700* (ps), $600* (ps); (98) 4-dr, Hol- 
iday, $610* (ps). 

'54 (88) 4-dr., $255° (ps). 

PLYMOUTH—’'59 Savoy (6) 4-dr., $1,000. 

’58 Belvedere (8) 4-dr., $800*; Plaza (6) 
2-dr., $685, $680. 

'57 Belvedere (8) 4-dr., $625°, $585*, 
$460*; Savoy (8) 4-dr., $455*; Savoy 
(6) 4-dr., $445; Plaza (6) 4-dr., $410. 

’56 Belvedere (8) 4-dr., $515*; Plaza (6) 


big new national promotion . . . and be sure you're well stocked with 
Delco Dry Charge Batteries to reap the top profit from it! 





FACTS ABOUT DELCO BATTERY HOLLYWOOD TV CONTEST 





* *& * CONSUMER PRIZES x x * D F A [ F “ Battery dealers who validate entries (after 
battery check) of the two Grand Prize 


G R A N D P R | / F S PRIZ ES winners each receive $2,000.00 in cash. 


Expense-paid trip for two to Hollywood ; winners appear wa we Kh Kh KKK KKK KK 


on one of Delco’s two new TV shows; 7 days for two 
easy to | HEAVY 





in Hollywood luxury hotel; -_ on the town with TV 
stars—PLUS $2,000.00 CASH 





2-dr., $290*. 
’55 Belvedere (8) 2-dr., $215*. PROMOTION 
PONTIAC—’56 Chieftain station wagon 4- 
dr. (9 pass.), 9620"; 2-dr. Catalina, 110 ADDITIONAL CASH PRIZES t leis Ga Sees 
prBtar ‘Chiet conv. ‘is e n e r THE SATURDAY EVENING POST, 





’55 Star Chief conv., $475* (ps); 2-dr. 


Catalina, $445*, $310; 4-dr., $300 MECHANIX ILLUSTRATED, POPU- 


Contestant completes jingle on entry 


TUDEBAKER—'57 Commander (8) sta- 
ee Gaden ar. Oe. second prize third prize blank, which you validate after you LAR MECHANICS, POPULAR SCI- 
swimners sphanere check his battery. This battery check ENCE, EBONY. Will reach 36,600,000 
DAYTONA BEACH, FLA. opens way to sale of new battery, readers during September. Will be 
Florida Auto Auction, Sale every Tues- other TBA and service items, builds jee wan by oe on 
day. Prices are for sale of July 26. fitabl f nationa . Local Outdoor posters 
BUICK—’60 LeSabre 4-dr, hardtop, $2,- $1,000.00 cash each! $500.00 cash each! Te nen Dae A and local television across the j 


country, local tie-in material for you! 


775° (ps); Invicta 4-dr, hardtop, §2,- 
510° (ps). 

'59 Invicta 2-dr, hardtop, $2,100* (ps); 
LeSabre 2-dr, hardtop, $1,865* (ps); 
2-dr., $1,600°. 

58 Special conv., $1,510*; 4-dr. Riviera, 
$1,465* (ps); 2-dr. Riviera, $1,195. 
'S7 RM 4-dr. Riviera, $1,100° (ps); 

conv., $950* (ps); Special 2-dr., $795. 

’55 Special 4-dr., $565* (ps). 

OADILLAC—'59 (62) 2-dr. hardtop, $3,- 
750° (ps). 

’58 (60) Special 4-dr,. hardtop, $2,805* 
(ps); (62) conv., $2,600* (ps). 

’56 (62) Sedan de Ville, $1,350* (ps). 
CHEVROLET—’60 Bel Air (8) 4-dr., $2,- 
000* (ps); Corvair (8) 4-dr., $1,650. 
"59 Impala (8) 2-dr. hardtop, $1,940*° 
(ps); 4-dr, hardtop, $1,750* (ps), $1,- 
750*, $1,690; Bel Air (8) 4-dr., $1,- 


@eeeeevueeeeeeeeeeee ee ee eeeeeeeeeeeeeeee © 


100% DELCO DELCO DELCO 
$100.00 cash each! BATTERY BATTERY BATTERY 


aaah Ka Kaa Kaha Kak Ka Kak eae heheh Kh Kh Kah Ka Kh Kaka Kk 


DELCO BATTERIES ARE ANOTHER RELIABLE GENERAL MOTORS PRODUCT... 
MANUFACTURED BY DELCO-REMY DIVISION, DISTRIBUTED NATIONALLY THROUGH 
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per 2-dr. 





$275". 


(Continued from Page 31) CADILLAC—’59 (62) conv., $3,950* (ps),| they sell cars to minors without 
$3,800* (ps), $3,600* (ps); 4-dr., $3,-| @ responsible adult’s signature on 


wagon 2-dr., $560; 2-dr., $300; Two- "55 (98) 4-dr. Holiday, $450* (ps); (88 ° e 300* . 
_ ten (6) 4-r., $475; 2-dr., $310, 4-dr., $300°. ots | 56 te2) Mede'$2 300° ths)” “P| the contract, William Ritzi, as- 
54 Two-ten station wagon 4-dr., $335*; | PLYMOUTH—'58 Belvedere (8) 2-dr. hard- '57 (62) conv., $2,010* (ps), $1,780*| sistant district attorney for Los 
cnn: 5 Pe Ae ¢ e. 8 top, eo Ce) mare (8) 4-dr., $800° (ps), $1,750* (ps); Coupe de Ville,| Angeles County, told Arizona 
*» Ps); r., le 2,000* ¢ . 
Desoro—'se Firedome 4-dr., $345° (ps). ‘ST Belvedere (8) 2-dr, hardtop, $775*| ‘'sé-'(s2) ‘Sonv., $1,170* (ps), $1,075*| State University’s sixth annual 
Semeren einen Naa martin] SESE Cay Sets can DY LE, | Rh ie ae ae” in, «| Dellmeoeney Central Taetioatn 
- . ; -dr., 5 jaza 4-dr., _ » ° e 5 & 
ae Bete; was, gage; nora car| ob ot Beve-| cmatS ITF tases co sor, tx-| have te poy ta Sey Ran Mt Oe 
4-dr. ‘56 Savoy (6) 2-dr., $585* (ps); Belve-| CHEVROLET—’60 Impala (8) conv., §$2,- ve to it e 
hardtop, $430*; 2-dr, hardtop, $400*. dere (6) 2-dr. hardtop, $425*. 375, $2,200*. ¥ ; r car is ieder sumached he may be 
FORD—'59 Thunderbird (8) 2-dr, hardtop, "55 con gusene (6) 4-dr., $500; 2-dr. hard- 59 Impala (8) conv., $1,925* (ps), $1,- . ” 
$2,920* (ps); Country Sedan (8) 4- $450*. 795*; 4-dr., $1,700 (ps), $1,750*; entitled to get his money back, 
dr., $1,665*; Ranch Wagon (8) 4-dr., PONTIAC 57 Chieftain 2-dr. Catalina, Nomad (8) 2-dr., $1,830* (ps); Bel Air| he said, “Parents who don’t want 
$1,480° (ps); Custom 300 (8) 4-dr., $900 (8) 4-dr., $1,445*; Bel Air (6) 4-dr.,| their youngsters to have the cars 
: $1,425°. 56 Chieftain 2-dr, Catalina, $690*, $1,315; Biscayne (6) 4-dr., $1,245*. th rchase insi 
58 Fairlane 500 (8) skyliner, $1,390°| ‘55 Chieftain 4-dr., $475*. BS Corvette (8) conv., $2,130*; Impala ey pu also can insist that 
(ps); Fairlane (6) 2-dr., $960; Coun-| RAMBLER—’56 Custom (6) Cross Coun- (8) conv., $1,650%, $1,280* (ps); Bel| the dealers take the cars back.” 
try Sedan (8) 4-dr., $1,190*; Custom try 4-dr., $825, Air (8) 2-dr., $1,480, $855; 4-dr., $1,- 
‘ 300 (6) 4-dr., $915. "565 Deluxe 4-dr., $340*, 025* (ps); Brookwood (8) 4-dr., $1,- 
57 Country Sedan (8) 4-dr., $1,020*°| WEILLYS—’54 Deluxe station wagon, $400. 320, $1,225, $1,105; Nomad (8) 4-dr., 
{ps ; a 300 (8) 4-dr., $725*; | MISCELLANEOUS—’50 Ford (6) F-3 %- $1,275; Yeoman (8) 2-dr., $925. a Windsor 2-dr. hardtop, 
-ar., . ton pickup, $125. g 1 Air (8) sport coupe, $1,350* Ss), : 
’S6 Fairlane (8) 2-dr, Victoria, $630*, gby Os1,106° teas 2-dr., $1. 160° (ps); coon ’56 NY 4-dr., $370*. 
$475*; Country Sedan (8) 4-dr. (8 CHICAGO sedan, $1,140* (ps), $1,005*; 4-dr., ’55 Windsor 4-dr., $400* (ps); NY 4-dr., 
pass.), $600; 4-dr., $560; Ranch Wag- $525*; conv., $1,075* (ps), $1,050*; $395* (ps). 
eon (8) 2-dr., $565*. Greater Chicago Auto Auction. Sale every Two-ten (8) sport coupe, $990*; 2-dr., | DeSOTO—’57 Fireflite conv., $1,050* (ps). 
55 Country Squire (8) 4-dr., $705* (ps); | Thursday. Prices are for sale of July 28. $715*; Two-ten (6) 4-dr., $870*; One- ’56 Fireflite conv., $800* (ps). 
Custom (8) 4-dr., $470, '$380, $300*; | Sold 381 cars from 568 consignments. fifty (6) 2-dr., $675. ’55 Fireflite 2-dr. hardtop, $650* (ps); 
Main (6) 2-dr., $305. BUICK—’60 Electra 4-dr., $3,050* (ps). ’56 Bel Air (8) conv., $995*; 4-dr., $855", Firedome 2-dr. hardtop, $530*. 
MEROURY—'57 Montclair conv., $925*; ’59 Invicta Estate Wagon 4-dr., $2,300* $410*; - sport coupe, $740*; Two-ten | DODGE—’57 Royal (8) 2-dr, hardtop, 
4 Monterey 2-dr., $840* (ps), (ps); 2-dr. hardtop, $2,290* (ps), $2,- (8) station wagon 4-dr., $660*; 4-dr., $860* (ps), $855* (ps). 
56 Custom 2-dr., $690. 160* (ps), $1,900* (ps); conv., §2,- $605; 2-dr., $600*; Delray, $395*, ’56 Coronet (8) 4-dr., $600*, 
*55 Monterey 2-dr, hardtop, $575* (ps). 270* (ps); 4-dr., $2,025* (ps); LeSabre "55 Bel Air (8) station wagon 4-dr., ’55 Custom Royal (8) 4-dr., $455* (ps). 
54 Custom 2-dr., $125. 4-dr. hardtop, $1,950* (ps); 4-dr., $1,- $650*; sport coupe, $545*; 2-dr., $445*; | EDSEL—’58 Pacer 4-dr., $705*. 
OLDSMOBILE— 56 (98) 4-dr. Holiday, 800* (ps); 2-dr. hardtop, $1,450* (ps). Bel Air (6) 2-dr., $495*; Two-ten (8) | FORD—’60 Thunderbird (8) conv., $3,250* 
$760* (ps); (88) 2-dr, Holiday, $690* ’58 Special 4-dr., $1,200* (ps); conv., station wagon 4-dr., $400*; Two-ten (ps); Galaxie (8) 4-dr., $2,190* (ps); 
(ps). 900*. (6) 2-dr., $390, $295. Falcon (8) 4-dr., $1,605. 








BUTLERIB 


MONOPANL 


Buying a building for your business is like 
selling a car. Your customers want the latest 
styling, maximum serviceability and budget- 
fitting economy. These advantages can be 
yours, too, when you build with Butler. The 
modern lines offer you beauty that beckons. 
Unobstructed interiors mean greater maneu- 
verability in the service area, better light, un- 
limited display in the showroom. And factory- 
fabrication gives you economy. 

And when you build a pre-engineered sales- 
service building, your greatest value depends 
on a winning combination of structurals and 
cover. We invite you to compare the engineer- 
ing and design of Butler’s superior wall panels 
with all other curtain walls for factory- 


. 
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’S7 RM 4-dr. Riviera, $1,150* (ps); Su- 
Riviera, $1,050* (ps); 4-dr. 


’ e Riviera, $760°. Adult’s OK Is Urged 
656 Century 4-dr. Riviera, $740*; Spe- s 
Used-Car Auction Pp rices cial, 2-dr., $40°; RM ¢-dr., 430°! In Selling to Minors 
“ar, Riviere, $925", $000°; S-ar-,| gee Evite future headaches when 


Buy your building like you sell your cars 


.. style, serviceability. economy with Butler 


BUTLER MANUFACTURING COMPANY 
7432 East 13th Street, Kansas City 26, Missouri 


Manufacturers of Metal Buildings © Equipment for Farming, Oil Transportation, Outdoor Advertising ¢ Contract Manufacturing 


Sales offices in Los Angeles and Richmond, Calif. » Houston, Tex. 
Chicago, Ill. « Detroit, Mich. « Cleveland, Ohio « Pinhae., Pa. « New York City and Syracuse, N.Y. « Boston, Mass. « Washington, D.C. 
urlington, 
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fabricated buildings . . . you'll find they’re the 
finest. Butlerib, the new precision-formed, 
standard roof and wall panel, offers new 
strength and bold beauty. Monopanl, Butler’s 
exclusive factory-insulated wall panel lets you 
build with architectural beauty and mainte- 
nance-free economy. Both of these panels are 
available in a selection of durable, factory- 
applied colors. 

Why settle for less than the best . . . build 
Butler, the lowest-cost way to build well. For 
details on Butlerib, Monopanl and other Butler 
features, call your Butler Builder. Ask him 
about Butler financing, too. He’s listed in the 
Yellow Pages under “Buildings” or “Steel 
Buildings”. . . or write direct. 






























¢ Birmingham, Ala. * Kansas City, Mo. * Minneapolis, Minn. 






Ontario, Canada 


69 Thunderbird (8) 2-dr. hardtop, $2,- 
650° (ps); Galaxie (8) conv., $1,965* 
(ps); 2-dr. Victoria, $1,830* (ps); 2- 
dr., $1,450*; 4-dr. Victoria, $1,800* 
(ps), $1,400 (ps); 4-dr., $1,750", $1,- 
740* (ps), $1,735* (ps), $1,640; Ranch 
Wagon (8) 4-dr., $1,605; Country Se- 
dan (8) 4-dr., $1,485, $1,140*; Custom 
300 (6) 2-dr., $1,105. 

’58 Fairlane 500 (8) 4-dr., $950*; 2-dr., 
$850*; Ranch Wagon (8) 2-dr., $890*; 
Custom 300 (6) 2-dr., $725. 

’57 Fairlane 500 (8) conv., $1,075* (ps), 
$735; 4-dr. Victoria, $745* (ps), $570*; 
4-dr., $680*; 2-dr. Victoria, $665*; 
Custom 300 (8) 4-dr., $650*, $650, 
$500*; 2-dr., $455*. , 

"56 Fairlane (8) 2-dr. Victoria, $720* 
(ps); conv., $650*%, $375*; Custom (8) 
2-dr., $355°, $325°. 

’55 Fairlane (8) conv., $875*; 2-dr. Vic- 
toria, $355; Country Sedan (8) 4-dr., 
$735*, $530*, $400°. 


IMPERIAL—’59 Imperial 4-dr., $2,150* 


(ps). 
LINCOLN — ’'59 Premiere 4-dr. hardtop, 
$3,175* (ps). 
’58 Premiere 4-dr. hardtop, $2,320* (ps), 
$1,685* (ps) 


'57 Premiere 2-dr. hardtop, $1,170* (ps). 
’56 Premiere 2-dr. hardtop, $650* (ps). 
’55 Capri 2-dr. hardtop, $365* (ps). 


MERCURY—’58 Montclair 4-dr. hardtop, 


$1,405* (ps). 

’57 Montclair 4-dr. hardtop, $785* (ps); 
2-dr. hardtop, $740*; Monterey 4-dr., 
$725". 

’56 Montclair 2-dr. hardtop, $360*; Mon- 
terey 2-dr. hardtop, $350*; 4-dr., $325°*, 
$225°*. 

’55 Monterey station wagon 4-dr., $365*; 
4-dr., 


$225. 
OLDSMOBILE—’ 60 (88) conv., $2,730° 


ps). 

+59 Pras) 4-dr., $2,140* (ps); 4-dr. Holi- 
day, $2,100* (ps); (98) 4-dr., $2,055* 
(ps). 

*58 (98) conv., $1,765* (ps); 4-dr. Holi- 
day, $1,675* (ps); 2-dr. Holiday, $1,- 
O75* (ps); (88) Super 4-dr. Holiday, 
$1,650* (ps); (88) 4-dr. Holiday, $1,- 
400* (ps); 2-dr. Holiday, $1,275*; 2- 
dr., $1,210* (ps), 

’57 (98) 2-dr. Holiday, $1,235* (ps); 4- 
dr. Holiday, $1,150* (ps); 4-dr., $1,- 
035* (ps); (88) conv., $1,200* (ps); 
4-dr., $1,030*, $625*; 4-dr. Holiday, 
$945* (ps); Fiesta 4-dr., $855*; (88) 
Super 2-dr. Holiday, $1,200* (ps). 

56 (88) Super 4-dr. Holiday, $755*; 4- 
dr., $600*; (88) 4-dr. Holiday, $710* 
(ps); (98) 4-dr. Holiday, $625* (ps), 
$595* (ps). 

"55 (88) Super 2-dr. Holiday, $695* 
(ps), $580* (ps); (88) 2-dr. Holiday, 
$530* (ps). 

’54 (88) Super 2-dr. Holiday, $510* (ps). 


PLYMOUTH—’59 Fury (8) 2-dr. hardtop, 


$1,500* (ps); Suburban (8) 4-dr., $1,- 
265* (ps). 

’58 Suburban (8) 4-dr., $1,140*; Belve- 
dere (8) 4-dr., $825*. 

"57 Belvedere (8) 2-dr., $750* (ps); Sa- 
voy (8) 4-dr., $495. 

’56 Belvedere (8) 2-dr. hardtop, $600* 
(ps); 4-dr. hardtop, $535* (ps); Savoy 
(8) 4-dr., $430*. 

’55 Belvedere (8) 2-dr., $245*. 


PONTIAC—’59 Chieftain conv., $2,300* 


(ps); Bonneville 2-dr., $2,170* (ps); 
Star Chief 4-dr., $2,100* (ps), $1,- 
810* (ps). 

’58 Star Chief 4-dr. Catalina, $1,225*. 

’57 Chieftain Safari 4-dr., $1, 170*; Star 
Chief 2-dr. Catalina, $1,010"; conv., 
$875* (ps); 4-dr. Catalina, $725*; Su- 
per Chief 2-dr. Catalina, $900. 

56 Chieftain 4-dr, Catalina, $350*; 2- 
dr, Catalina, $395*, 


RAMBLER—’59 Super (6) Cross Country 


4-dr., $1,750*, $1,355*, 

"58 Custom (6) Cross Country 4- 
$950; Super (6) Cross Country 4- 
$900; 4-dr. hardtop, $885*; 2- 
$810. 

57 Custom (6) Cross Country 4- 
$855; Super (6) Cross Country 4- 
$725". 

’56 Super Cross Country 4-dr., $620*. 


STUDEBAKER—’59 Regal (8) 4-dr., $1,- 


040. 
* * * 


— Auctions in Brief — 
BORDENTOWN, N. J. 


National Auto Dealers Exchange, Sale 


every Wednesday (July 27). Buyers were 
looking for additional cars in all years 
and models and were offering exceptionally 
strong prices. Sold 84 percent of 489 con- 
signments. 


CHICAGO 


Arena Auto Auction, Sale every Tues- 


day (July 26). Terrific sale, Sold 362 cars 
from 554 consignments, 


* * * 


COLUMBUS, O. 
Capital Auto Auction, Inc, Sak every 


Thursday (July 28), High market on ’'56 
and °57 Chevrolets and Fords, Sold 195 
cars from 306 consignments. 


* * * 


FONTANA, WIS. 


Fontana Auto Auction. Sale every Thurs- 


day (July 28), Beautiful weather, Consign- 
ment rising every week, Selling good. 


* * * 


MANHEIM, PA. 


Manheim Auto Auction, Sale every Fri- 


day (July 29). Weather: Clear. Sold 75 per- 
cent of 827 consignments, 


Contest Winners 


Named by Willys 


TOLEDO. — Four Willys Jeep 


dealers were grand prize winners in 
a two-month “Hats in the Ring” 
sales contest sponsored by Willys 
Motors, Inc. 


Winners of the contest, which 


was based on retail deliveries in 
excess of established sales quotas, 
were Rocky Mountain Jeep, Den- 
ver; A. J. Parson, Inc., Washington, 
Pa.; Clark Jeep, Wheeling, W. Va., 
and Lakeside Motor Sales, Tawas 
City, Mich. 





Daimler in Cleveland 
CLEVELAND.—Jaguar-Cleveland 


Motors, Inc., 3020 Mayfield Rd., 
Cleveland Heights, has become a 
distributor and dealer for Daimler. 


TV Guide’s editorial content spells “authority” for 7,250,000 families 


The tone of a magazine—the voice with which it 
speaks to its readers — is something advertising 
people are normally forced to judge intuitively. 
Yet this is really too important for seat-of-the- 
pants measurement. 


The study of TV GuipE by Dr. Burleigh B. 
Gardner and his Social Research, Inc., staff ex- 
plores the subject in some detail. Again and again, 
the 1012 TV GuIbE readers who were interviewed 
in depth emphasized the magazine’s authoritative- 
ness and authenticity. 


Readers assign many qualities to the total content 
of the magazine. The comprehensive, accurate pro- 
gram listings which inform but withhold critical 
opinions. The continual reports of what’s going on 
in TV—new programs, forecasts of programming 
trends, “inside. information.” The articles about 
television’s responsibilities and obligations, which 
give readers a sense of participation in stimulating 
controversies. The relaxed, factual profiles of TV 
personalities—pleasant light reading. The behind- 
the-scenes stories of program production. 


Readers recognize that virtually everything in 
TV GuIDE is objective, uncolored by presumptive 
standards of judgment. It is this quality which 
makes them look upon the magazine as the major 
source of authoritative information about TV, 
indispensable to constructive, worth-while TV 
viewing. It is this which has figured prominently 
in bringing TV GurbeE the largest circulation in 
weekly magazine history. And it is this which, 
spilling over to the advertisements in TV GuIDE, 
helps lend them prestige and believability. 


For your copy of “TV Guipe: A Stupy IN DEPTH,” which details this important survey’s findings, 
call your local TV Guipe office or write TV GuIbDE, National Advertising Department, Radnor, Pa. 


GUIDE 


Best-selling weekly magazine in America...circulation guarantee 7,250,000 [anal 
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wag., $2,687. Custom Six—4-dr. sed., $2,- , $2,046; 2-dr. sed., $1,976; 2-dr. 2-seat 
383; 4-dr. hardtop, $2,458; 4-dr. 2-seat peat wag.. $2,306; 4-dr. 2-seat stat, wag., 
a ee 4-dr, 3-seat stat, wag., $2,441 Deluxe 


o 
Current Prices on U. S. Cars Siar Dat ns aes ta | a ote Satad a, 
V-8 — 4-dr. sed., $2,502; 4-dr. hardtop, 2dr, hardtop, $2,296; conv., $2,621; 4-dr. 
po ae 4-dr. alee stat, wag., $2,796; | 2-seat stat. wag., $2,591, Lark Regal V-8 















; 3-seat wag., $2,921, Ambassa-| —4-dr, ,331; 2-dr, hardtop, $2,431; 
The following — = - ae for six-cylinder mod- | stat. wag., $2,020. American Super—4-dr. io “Super vies ar - $2,587; 4-dr. | conv., $2,750" 4-dr, 2-seat stat. yes. 
gested base factory prices, . For V-8s, add $113.) Oustom 300/ sed., $1,929; 2-dr. sed., $1,880; 2-dr. | 2-seat stat. » $2,881; 4-dr..3-seat stat. | $2,726. Hawk V-8—5-passenger sport cpe., 
p~ AE we Sy OC Rw (Fleet)—4-dr. sed., $2,284; 2-dr, sed.,| 2-seat stat. wag., $2,105. American Custom |wag., $3,006 Ambassador V 8— | $2,650. 
delivery-and-handling charges. Not = ge = - Sed., $2,311; 2-dr.| —4-dr. sed., $2,059; 2-dr. sed., $2,010; 2-dr,|4-dr, sed., $2,782; 4 4-dr, $2,822;| VALIANT — V-100 — 4-dr. sed., $2,053; 
pope are variable oy ye -» $2,257; business 2-dr., $2,170. Fair-| 2-seat stat. wag., $2,235. Deluxe Six—4-dr. | 4-dr. 2-seat stat. , $3,026; 4-dr. 2-seat | 4-dr. 2-seat stat. wag., $2,365; e. 3-seat 
retail buyer, such as aa ote Guia -» $2,388; 2-dr. sed.,| sed., $2,098; 4-dr. 2-seat stat, wag., $2,-| hardtop stat. was. "$3,116; 4-dr, 3-seat| stat. wag., $2,488. V-200—4-dr. » $2,- 
aw transportation charges a op- ~~ nee ae . sed., oo 2-dr. Pa ad i ae Oy $2,268; “e. stat. wag., $3,151. in S08 = 2-seat aie wag., $3,443; " a-dr. 
(Copyright, 1960, by Automotive News) eee a bee » $2,610. cane — sea g 
BUIOK — LeSabre — 4-dr. sed., Son: seat Ranch Wagon, $2,586; 4-dr. 2-seat 
Eaters ieicees| New C ial-Car Registrati 
Stise nats ag os, Vet Sao wat | Betay, Barer, - onnt Country Bean, ew Commercial-Car hegistrations, 
Tar. hardtop, $3,515; 2-dr. hardtop, $3,- a ae ee BARS 
. Tene, ‘ . ‘se | top, $3,755; conv., $4,222. 
Sata tak“ |e ae 34 States f 1960-1959 
eS ae Oe tates for June, - 
$3,968; 2-dr. hardtop, $2,618. Bisstre hardtop, $5,647; 2-dr, hardtop, $5,403; 
sae ee. edad ms or sloping roof), , $5,773.50. 
_— ; yo a ae a ; — : on 318; 4-dr. hardtop, $6,318 
Electra 225. Power steering and power?! 41 models.) Sh spt 
brakes standard on Electra and Electra 5 
228.) 4-dr, hardtop, $5,441; 2-dr, hard 


























-dr 324 
698 For June 78 222 309 
hardtop, $6,845.30; 2-dr $6 #9 | ct i Sere = 
roof), $5,498; Coupe de 2-dr, hardtop, | 598.30; conv., $7,056.20; town car, $9,208; 5 
252; Seville 2-dr. hardtop, | limousine, $10,230. (Automatic transmis-| ©°!oredo 0 | rel 2 8 116 i 2; M4 att 
401; Eldorado conv., $7,401.| sion, power steering, power brakes, radio 562 I iis 102} 148 10 ve 120 22 i 
$6,233, Seven-| heater standard on all models.) ” | Connecticut 60 i) 185 5 19 6) 9 9 32 
. ' D on Ee onnecticu 5 
Cy, — 8-pass. sed., $9,533; limousine en —aentaren—4-a. sed., $2.- 59 2| 2 5| | 137 62 | is ; i8 42 tal 17 

ti rem Make Poteet | a ae an 8 8 ae | HO a a 

power standard on all models.) 077. Montelair—4-dr. sed., $3,280; | 4-dr. Whee ee ee ee ee 2 ee 
—4-dr. sed., $2,-| hardtop, $3,394; 2-dr. hardtop, °$3,331.| Florida d | 5 al | 9 39 15 99) = 104) 234) 2563 

542.42. (Price does not include dealer prep-| Park. — 4-dr. hardtop, $3,858; 2-dr. 57 ol a HY 164} 124} __ 201} __2770 
: aration ) hardtop, $3,794; conv., $4,018. Station | Hawaii 60 80 20 41 12 43 9 25 30 260 
. | Wagons—4-dr. 2-seat Commuter, $3,127: ‘59 34 16 36| ;| 24 | | 16 23 16 168 

(Prices are for six-cylin 4-dr. 2-n0a: estes is secant a 

der models. For V-s, add $107). Biseayne . t Colony Park, $3,837. (Mere-O-| |Gaho "60 259 3 45 185 106 117 10 7 13 38 34 817 
nas Vack Ga.s0u, ar ged | mane antand oo Meuictais sad Cclony 7 me, i] rel_i|_S0|_tool_ ts] elt 

5. . sed., ; . : Kansa "60 14 1 
sod 42.07 ley d., 6175: Bel Ain-| terng, Power rakes standard on Part | Ker Eee 2 a oe ee 

+ S00. 35,8: ne. Vos ‘| OLDSMOBILE—Series 88 -—4-dr. sed., | Louisiana "60 592 3 537 109) «134 10 7 4 16 1491 

» Soeees Sas. Bas far, hardtop, #2. $2,900; 2-dr. sed... $2,835; 4-dr. hardtop, | ‘59 | eer ois eos) Wve tea) toL_—a|_t|__ts|__ea|_tta 

fe i eerste eee: AS Brookwood, | 284; 4-dr, 2-seat stat, wag., $3,363; 4-ar. | “27° 58 | it Z| __ti9| 7 ial ttle al__el_—SeL_a 
$2,586; 4-dr, 2-seat 653; | 3-seat stat. wag., $3,471. 88—4-dr. | —— ; 51691 38 — 

5 Pafuwood $2,747; 4-dr. 3-seat sed., $3,176; 4-dr. hardtop, $3,402; 2-dr.| Maryland 7 H mat 5 | 169 33 5| 15 59 62 1116 
dr, d-sont $2,850; 4 ‘o-neat Nomad, | hardtop, ; conv., $3,592; 4-dr, 2-seat 59 5} 323 4 59 yi 108 30) 3 39 31 57) 992 
$2 ; ‘ > cpe. or conv. | 5t#t. wag., $3,665; 4-dr, 3-seat stat. wag., | Minnesota "60 4 501 5 57 106 zi 17 20 44| 1439 

awe : $3,773. Sertes 98—4-dr. sed., $3,887; 4-dr. '59 522 iol ua 85| 295 | i a3 14 57| 1663 

-§ standard), $3.872. 

hardtop, $4,159; 2-dr. hardtop, $4,083; | iontana 0 188 2; 37| «163 58 T 7 17 32| 659 
, .$3,-| conv., $4,362. (Hydra-Matic, power steer- — | a 3| | +4 | a] 3 ee S 3 
194; 4-dr, hardtop, rs hardtop, » Power brakes standard on Series 98.) Be janine eiatcinig ST aisissce Sckasinmaia tonite tcscutaie ena icine eaten oe 
$3,279; conv., $3,623; stat.| PLYMOUTH — (On six-cylinder models, | New Jersey 0 zi al is 132 691, 235 = 57 13 re ™ 144) 2319 
» $3,733; . B-seat stat. wag.,| ada $119 for a V-8 engine.) Fleet Special 59 27 577 = 218 327 él 7 65 a 2285 
4. -dr. sed., $3,929; 4-dr. | six—4-dr. sed., $2,277; 2-dr. sed., $2,227.| New Mexico "60 627 232 82 18 3 1494 
, _ $4,067; . » $3,989. | Savoy Six—4-dr. sed., $2,310; 2-dr. sed., 59 3 | él 4 ;| ‘| || a 756 
New Yorker — 4-dr. sed., $4,409; 4-dr. | $2,260. Belvedere Six—4-dr. sed., $2,439; | O75 ; 6 


Sar. ; i z ral | ia 3348 
Fury Stx--4-dr. sed., $2,875; 4dr.’ hard. ' 6| 1023 182} 1004 -263|—387|_— bb 7o| _108|_—*132|_—«3272 
a U8 US i | 











conv. <! ° 
022; 4-dr, 3-seat stat, wag., $5,130.50. top, $2,656; 2-dr. hardtop, $2,599. Station | Pennsylvania 
300 —2-dr. hardtop, $5,411; conv., $5,- Wagon Stx—2-ar. 2-seat Deluxe Suburban, 59 19] 1016 21] 314] _—_—853| 650/138 24, 155] 155] ~—«143|3777 
. (TorqueFilte, power power | $7,602; 4-dr. 2-seat Deluxe Suburban, §$2,-| 2 isl ’ Se ae eo a ad ae ol nes, a 
standard on Saratoga, New Yorker | 6@%; 4-dr. 2-seat Custom Suburban, $2,761, | ©"'°?° '!2"4 s | 4 | 153 1 & 13| r+ . ee H H *| 4 
and 300-F.) Plymouth V-8 (On the following models, a 7 0 603 2 0| 4921 *120| 188 51 i4 1590 
. ped., $2,053; 2-dr, sed.,| V-8 engine is standard and a six-cylinder| 'e""essee o | <| | 2 zl ae | :. 3 | + 4 a 
$1,998; 2-dr. 2-seat stat. wag., $2,310; 4-| engine is not available.—Fury V-8—conv., 
dr, stat. wag., $2, $2,967. Station Wagon V-8—4-dr. 3-seat | Vermont ‘ | 106 2 16| = 103 31 3 | | ‘| 37 2 
038; coupe, $1,984. Series —4-dr ; SS Sm: 4-dr, 3-seat Sport | Washingion °60 | 638 3] 7) Fal 219 is! 21 14 | or] 
$2,103; coupe, $2,049, Monza Tae 1134. iia pia 59 573 5] 106 221 14 12 9 74 177 
2 —4-dr, sed., $3,017;|2-4F- sed., $2,631; 4-dr. hardtop, $2,842; ea 8 20 al m cA z 1| a] atl al 80 
de hardtop "$3.167; ‘2-dz, hardtop,’ $3,-| 2-4%. hardtop, $2,766; conv., $3,078; 4-dr. ag te 
e 5 a ; A P, +" | 2-geat stat. ., $3,099; 4-dr, 3-seat stat. Wyoming 60 ! r 1 ; 2 % 15 520 
102. SSTaT; ddr, hardtop, $3-663. | WA6-- $3,207. Venturs—i-dr. hardtop, $3,- ‘59 me 38 497 
hardtop, $3,727; | Gr. hardtop, 0,863: | o47; 2-ar. hardtop, $2,971. Star Chiet— | 34 States Reported 60] 6 ies 150 vast aia sa a aaa] 3 1537 am 42646 
; tee etm. | oes iat, $3,008; 2-dr. $2,932; 4-dr.| To Date for June ‘591 67| 13615} 152] 2773) +12381) 2922} + 5460] 848 i 1717| 42430 
BESeD—Sant— ¢ | hardtop. iboonevile—4-ar. hardtop, | Year oT} 151548 134341| 37193| 53193) 5674) 2074 Tar 21312 ‘M054 
Special 4-dr, sod. 2,206. 2-0r, ood, | SHG de ein, £2,285; conv, $3.-| To Date ‘Sol__§19| tsosee] lise] 293071 123598] _aztoa] s48e7| seve] aos] 7ia3| roti] | Tesoe 
$2,245. Dart . sed., $2,330;| RAMBLER — ieee dake —; ot, Compiled from official state records. Data property of R. L. Polk & Co. Ma not be copied, sold or re ses caiear k cobiene 
ne » $2,278; 4-dr. ee See Was.,| sed., $1,844; 2-dr. sed., $1,795; 2-dr. 2-seat | Corvair included in Chevrolet totals, Falcon in Fe Ford and Valiant in Plymouth r - 
* le . “e " ’ 
. sed., $2,410; hardtop, Hy ; 
; 787; 4-dr. 
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a. wes., $3,506; 4-dr, 3-seat stat, wag., raaya 7 aus oy oan 
FALOON. sed., $1,974; 2-dr. sed., es 1226 a a 190 1560 27340 3314 57 474 at 

$1,912; 2-dr. 2-seat ’ i + 683 1753 “al | “5 a e “ai 1942 | 3a] ysl 591 6613 
. 2-eat stat. wag., $2,287. 7} 
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140 1956 
63 wy 724 7 {| ool | od 154] = 1275 33| oz 2619 
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fi 849 818} .1625| 1628 

Switch-Around in ee ae 132| 39 218) 866| 1318} _ 2092 195 t 73) 
Florida "| 1002) +147 48 | 1158) 2125) 3690 0 302 2 4654 va 455| 4571|__732|_ 901| 7299) 222| -2531| 17633 

Antitru t Ca 59} 849) 151 63 993| 1694] 3691 8&7 % 332 4205| 562} 545] 4153| 859 819] +6938] + 233|+«-3432] «1735! 
8 se Georgia a 410 % 15 a 674| 1262) 2259 | i 134 m7 2iil 316) ISA) 3376 | ry 7a 132| 984) 10329 

59] 548) 154 20 83 868} 1461} 3688] 103 % 215 4042| 450 | 3862} 726] 966] 6227] +232] ~=—«1404| «(13914 

PORTLAND, Ore.—In a motion | ——7;- |) 3 2) 96 tae) onl 337 i a Mel aa Gig) 32) 38) 103 
filed in United States District Court I 50 i H| 9| 108 a 211 12 223 | 15] 212 | il 304 21 320| 1116 
here, Maremont Automotive Prod-| jijjnci; 2 713| 540 8 iis 211 ml oe i286] 9531| 1961 3] 12978 | 3281| 21509] 645| 2037 42675 
ucts, Inc., Chicago, requested that 59| 2365 451 1S 267 924| 2478) 4235 10750} 1653 915| 10758} 2906) 3186] 19420 803] 2015] 39588 
Saco-Low Shops is state ‘| 423 67 10 17 16 143 135 7| «1823 7” 297| = 6057 
the oll mm tite oI 461| 107 15 43 21 150 299 i ra} a | I so | a so A 





dependant in an antitrust suit. 
The two companies are charged 
with intent to monopolize muffler 


Louisiana ‘S| | “4 12 19 279 20/ 143 "7 Ed a7 128; 2461 oH 550 4 a 
‘59 258 69 8 42 4: 24| 158 2302 252 141] 2355 513 529| 3790 87 reat 
Maine ‘60 310 4 | 14 163 206 430 43 | ; 84 af we 9 48 oe 105 160; 1490 73 HI 3442 
‘59 177 30 4 12 89 224 359 624 16 7 71 % 32 606 108 158 999 7 348} 2678 






















































sales through acquisition of control | Minnesota ‘| i 149 7 | ~=«919|—CNoe| 2233! 522 30; ~—34 — = 567|-«-232| «3629 ~=S715| += 798) +=«S941| 250) + «547) +3122 
of Saco-Lowell by Maremont. Ac- '59| = 860 153 2 110 346] 872] 1506] 3243 119 30} 316 708! 47\ 177| 2971 694 717| 5030} 232] 622] 11958 
Mare-| Mont 63; 54 = 94 546; 1197 a 37, —«126|~—o2144 

es Se Wen acon, Seco. ve 5 i 19 688} 9%] 49 | 151 el 69] «177; _~—2551 
pe Ln eee 1 8 | = Z| 

wee New J *60| 1986) s«4478 a 109} 195i) (2187 4461 

was filed, according to Maremont’s| "“”°°"**” ‘59| = 372] 74) ~—«195| =~ 54B] «1563 4583; 99] 94 21559 
motion, the directors of Saco-| New Mexico 2 | 634 Se 7 5) 1441 3165 
Lowell recommended doing just 246| 675 15 7 os Jel—al— ne 45 175| 2268 
wan Ohi ia| 7916 v1 1 1767| 1 10591| 1878/2479 +17033| ~—«557| «2169! 39298 

what the government oa a et ee ‘78 n480 aio]_1t3 Movs] _14ri|_oa}_194]_zaka]_2ba5|_1625 907] 285] 30082 


July 1, it ig further claimed, Saco- 


3613 22 1126 oe 9208| 1516) «2047 +~«15002| ~—=«826| ~—2549) «38108 
Lowell called on Maremont and 


Pennsylvania 
” a9 1244 sto oe 230 9 134 809; 7883} 1896) 2080) 14012 946| 3282) 


other holders of Saco-Lowell stock | 7 ; 7 j ; ; i "7 ea a 8 rm) 3 7 709 41 312) 208 
to exchange it for shares in Food| “"°" 59 im 17 4 10 47 a 401 52 19} 331 4 59} 525) 4 | ied 
Machinery & Chemical Co. of Cali-| Washington ‘# « 7 “| 36 4 8 1770| 168 69| 1330) 207| 3461 2160) 120) 695] 6156 

37 6! 20 54] 215 sar mt 2it8 84} 2474} 299) ~—«109}'—««1992| += 401|~—s«527| 3328] += 208} —« 1504) +9183 


fornia. 

Maremont has contended its in- 
terest in Saco-Lowell is solely to 
diversify, as mufflers are only a 
small part of the Saco firm’s sales. 
The latter firm also manufactures 
textile machinery and machine 
guns for the government. 


West Virginia ra a a F] 378 sis i ni 2 an i x +4 a 3460/2546) 100 -340/ “S860 
133 1221 se 214 267| 2102) 134 sari ae, 

36 States 1205|" 21893] 24016) 51740 9679 GaM 1438 | 
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201452| 38136 7713 1653 
160210} 29358] 8417] 21199] 6617! 
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How NADA Functions 
In Nation’s Capital 


(Continued from Page 8) 


NADA, but fail to enroll all their|important—and their members 
know it, too. 


dealerships. 

“Kenny says there is still an- 
other group of plain, unadulterated 
freeloaders,” said Hamilton, “who 
are willing to let other people do 
the work and pay the bills.” 

But NADA’s chief of sales isn’t 
worried, 

“NADA’s percentage of member- 
ship is well above that of compa- 
rable associations,” he announced. 
“So far, NADA’s income—nearly $1 
million a year—is running several 
thousand ahead of previous years. 
We're doing all right.” 

cd * * 
TRIED to duck down the 
next hallway, recalling that 
NADA is in business to give serv- 
ice to its members, not to collect 
dues. 

‘Don’t quote 
me on any of 
this,” yelled Ham- 
ilton, in hot pur- 
suit. “Quote Ray 
D. Wilson, the 
chairman of our 
Membership Com- 
mittee.” Wilson, 
popular direc- 
tor for Southern 
: California, has 
R, D, Wilson led membership 
activities for five years. We figured 
that we’d quote the man we talked 
to, however. 

To most dealers, the Number 
One service offered by NADA is 
“legislative representation,” or 

bluntly, lobbying. Dealers want a 
direct line to Congress and to 
executive offices, like the Depart- 
ment of Commerce. 

For some strange reason, most 
associations in town play down this 
function. They prefer to talk about 
other services, like house organs 
and management seminars. But 
don’t let anybody kid you, Associa- 
tion officials know that lobbying is 






































Obituaries 


Sidney Martin 
UPPER SANDUSKY, O.—Sidney Mar- 
tin, 81, a retired auto dealer, is dead. 
* * * 
Jack Lichtenauer 
ANN ARBOR, Mich.—Jack Lichtenauer, 
54, manager of the Herb Estes used-car 
lot here, died July 25. He had been in 
the auto business 28 years. 
* * * 
Charles E. Woodford 
SAFFORD, Ariz.—Charles E. Woodford, 
65, an auto dealer here, died July 27. 
* * * 


Fred V. Clute 
ALBANY.—Fred V. Clute, 71, one of 
the first auto dealers here, died July 
25 after a long illness. In 1908 he opened 
a Pope-Hartford dealership and he operated 
Ford, Chevrolet and Pontiac deals until 
1930. 
* * * 
C. John Kuhn 
BRANCHVILLE, N. J.—C. John Kuhn, 
vice-president, treasurer and a director of 
CIT Corp., died here July 26 at the age 
of 62. 
ab * * 
Henry Edward Perryman 
CALLICO ROCK, Ark.—Henry Edward 
Perryman, 80, who remained active as a 
Chevrolet dealer here until he became ill 
three weeks earlier, died July 21 in Mem- 
phis. 
* * * 
Andrew Jackson Thurmond 
WEST HELENA, Ark.—Andrew Jack- 
son Thurmond, 85, a retired auto dealer 
here, died July 28 in Memphis. 
* * 
James Sidney Martin 
DUMAS, Ark.—James Sidney Martin, 50, 
operator of Martin Chevrolet Co. here 
since 1948, died July 22 in Memphis after 
a heart attack. He had been a zone car 
distributor and assistant zone manager for 
Chevrolet in Memphis before opening his 
dealership. 
* * # 


Beecher P. Higby Sr. 


YOUNGSTOWN, 0O.-+Beecher P. Higby 
sr., 72, a former Ford and Lincoln dealer 
here, died July 29 in a local hospital, He 
worked for a Ford dealer in Omaha before 
coming here in 1916 as a car salesman. He 
opened his own Ford dealership here in 


1918 and was elected president of the local 
dealer group in 1922. 
ED + * 
Elmer A. Beuther 
LAKEWOOD, O.—Elmer A. Beuther, 49, 
partner and vice-president, Sanderson Mo- 
tors, Inc. (Cadillac), Cleveland, died Aug. 
3 in his home here, 
* * % 
Eli E, Culver 
TOLEDO.—Eli E. Culver, 84, who open- 
ed the first auto dealership in suburban 
East Toledo in 1913, died July 31 at his 
home here. He sold his dealership in 1944 
and entered the real estate business, He 
was a past president of the Toledo Auto- 
mobile Dealers Assn. 





from Headquarters... 


ADA’S enormously successful 

legislative activities are super- 
vised by its National Affairs Com- 
mittee, currently headed by Thomas 
F, Abbott jr., di- 
rector for North- 
ern Texas, Until 
his resignation 
two weeks ago, 
the full-time leg- 
islativecounsel 
was Dr. Rowland 
F. Kirks, a for- 
mer law _ school 
president, 

Under Kirks, 
NADA has seen 
enactment of the 
Dealer Reserve Law, the Automo- 
bile Information Disclosure Act, 
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and the Dealer’s Day-in-Court Act. 
Dealer opinion has been registered 
on scores of other measures, 

There is nothing mysterious or 
underhanded by NADA’s lobby- 
ing. Action may begin when a bill 
is introduced in Congress that 
NADA’s board doesn’t think 
should become law. NADA law- 
yers make a note of the bill and 
keep an eye on it. Most bills die 
young, anyway. 

If, however, the bill is called up 
for hearings by the committee to 
which it was referred, NADA will 
notify the clerk of the committee 
that it wishes to testify in opposi- 
tion to the measure. The clerk 
schedules an appearance and tells 
NADA when to appear. 

In cooperation with the National 
Affairs Committee, NADA drafts a 
statement, including all its argu- 
ments against the bill. Abbott flies 
up from Texas to deliver the state- 
ment. Congressmen listen, ask ques- 
tions, and Abbott, accompanied by 
counsel, answers them. 

* + * 


ATER, if the committee okays 
the bill despite opposition, 
NADA may turn to the member- 
ship-at-large, telling them of the 
issues and inviting them to write 
their congressmen, NADA repre- 


* * * 







T. F. Abbott dr, 


sentatives will carry their argu- 
ments directly to key lawmakers. 

The bill may become law any- 
way, but dealers have had their 
say. And there’s always the 
chance that Congress may turn 
around and do something nice 
for them someday. 

Or suppose NADA’s board thinks 
a new law is needed. NADA drafts 
a version of a bill and tries to find 
a congressman willing to introduce 
it. It isn’t too hard, Many congress- 
men are crazy about introducing 
bills. 

A luncheon or two later, perhaps 
a committee chairman agrees to 
hold hearings on the bill, Then 
Abbott comes back to testify—this 
time in favor of the legislation. 
Other people—perhaps General Mo- 
tors, Ford, Chrysler, American Mo- 


Corvette Tops 50 Entries 


In Montana Hill Climb 


BILLINGS, Mont.—A Chevrolet 
Corvette, driven by Dave Covelle, 
took the annual Black Otter Trail 
hill climb by posting a time of 
1.097 minutes on the mile track. 

The Corvette was the only Ameri- 
can-built car to place in the run 
among 50 entries from five states. 
The track has 12 turns and two 
hairpins. 
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tors and Studebaker—are free to 
oppose the measure. And so on. 
+ ao + 

'* ISN’T a mysterious process, 

but it is a difficult and time- 
consuming one. For after a bill is 
steered through the House, the 
whole business must be repeated in 
the Senate. 

A dealer in Terre Haute has no 
time to do this himself. He hires 
NADA to do it for him. This is 
his democratic right, and Con- 
gress is the first to admit that it 
needs the information that associ- 
ations furnish. 

Critics have objected that the 
average citizen doesn’t have any- 
body to lobby for him, That just 
isn’t true. Farmers, through the 
Grange, Farm Bureau and Farm- 
ers’ Union, have lobbyists. 

The AFL-CIO testifies on at least 
as many bills as the National Assn. 
of Manufacturers. 

Finally, even postmen—federal 
employes—have lobbyists. Like the 
song says, everybody’s doing it. 

Faced with the power of Big 
opr today, everybody has 
oO. 

(Next week, the third part of 
this series on NADA will probe 
other legal services of the as- 
sociation and tell why words are 
a trade group’s only commodity.) 








CHRYSLER MOTORS CORPORATION ANNOUNCES 
EXPANSION OF ITS SIMCA FIELD FORCE 


WANTED: 


Regional Sales Representatives and 
Regional Parts & Service Representatives 


The Opportunity —Chrysler Motors 
Corporation is now establishing a com- 
plete, separate sales, parts and service 
organization to further increase Simca’s 
share of market. If you can qualify, the 
rewards are many. Liberal compensa- 
tion, full Chrysler Corporation employee 
benefits, plus unlimited opportunity 
with one of the world’s largest automo- 
bile manufacturers. 


The Qualifications — If you are 


young (30 to 40), aggressive, able to work 


FOR FURTHER INFORMATION 


If you live near Portland, San Francisco, 
Los Angeles, contact: 
E. L. Joseph 
Western Area Simca Sales Manager 
111 North Brookhurst 
Anaheim, California 
Tel: Prospect 4-9690 
If you live near Denver, Minneapolis, St. Louis, 
Chicago, contact: 
H. J. Washington 
Midwest Area Simca Sales Manager 
5500 Howard Street 
Skokie, Illinois 
Tel: Orchard 6-1850 
If you live near Detroit, Syracuse, Pittsburgh, 
Cincinnali, contact: 
A. W. Rowbottom 
5 Central Area Simca Sales Manager 
26001 Lawrence Ave. 
Centerline, Michigan 
Tel: Jefferson 9-3000 
If you live near Boston, New York, Baltimore, 
contact: 
A. R. Marzelli 
Eastern Area Simca Sales Manager 
401 Theodore Fremd Avenue 
Rye, New York 
Tel: Woodbine 7-4700 
If you live near Atlanta, Memphis, Dallas, 
Houston, contact: 
C. E. Miller 
Southern Area Simca Sales Manager 
2930 Forrest Hill Drive 
Atlanta 15, Georgia 
Tel: Poplar 6-7811 


IS 


with dealers and impress on them 
Simca’s profit potential, if you can con- 
duct sales training, advertising and pro- 
motion meetings, and if you have solid 
experience in automotive sales or service 
(retail or wholesale), you're the type we 
are looking for. Especially if you have 
background knowledge of imported cars. 


The Car -—As the quality car of econ- 
omy imports, Simca has always had its 
share of the import market. And we're 
out to get an even bigger slice than ever. 


of dollars 


Simca is the import with fast-growing 
appeal and many features that can’t be 
found in other imports in the same price 
class. Simca can be sold for hundreds 


less than any U.S. compact. 


Parts? Well-handled (currently 4 million 
dollars’ worth) through Chrysler’s vast 
MoPar network. Economy, looks, per- 
formance—here’s a car you can sell. And 
we'll help you sell it — with one of the 
most dynamic advertising and promo- 
tion programs in the import business. 





SIMGA B8RssREn 


Simca Sales Offices, Box 857, Detroit 31, Michigan 
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Import Stockpile Levelling Off 


(Continued from Page 1) 
mobile Manufacturers Assn., 
plummeted in May and June to the 
lowest monthly totals since early 
1958. 


The June rate of imports was 
nearly half of the peak level reach- 
ed this year—65,216 in March. Car 
imports exceeded the 60,000-a- 
month mark in both May and June 
of last year. eee 


MPORT sellers with established 

makes and credit lines are large- 
ly undismayed by their market's 
overall downswing, an AUTOMOTIVE 
News check disclosed last week. 

Avveteran Midwest distributor 
said negative accounts of the im- 
port decline have failed to take into 
account the salability of so many 
types of European cars in the face 
of the American compacts, shrink- 
ing used-car values and a so-what 
approach by the captive makes. 

“No one gives us credit for 
doing as well as we have,” he 
said. “Our sports cars are gain- 

ing all the time, without any 
threat of domestic competition. 
The prestige value of our higher- 
priced imports has been helped 
by the poor quality of the Amer- 
ican compacts. 

“Only the economy sedans are 
slumping, except for Volkswagen. 
Here the Falcon, Comet and Cor- 
vair have hurt, and the new com- 
pacts will add to the squeeze this 
fall. But after that, I think the im- 

rt economy sedans will come 
back to life.” 


* + 
RENAULT-PEUGEOT dealer 
agreed that the new compacts, 





their 1960 counterparts. The reduc- 
tion in length will be in the front 
and rear overhang rather than in 
the wheelbase. 

And several of the cars to be 
displayed at the show will dis- 
close substantial progress in the 
reduction a —— 
hump through center Fr. 
This hag been made possible by 
a further lowering of the engine 
and use of the transaxle device 

(part of the transmission directly 
over the rear axle.) Some prob- 
lems still are encountered, how- 
ever, and wide use of the trans- 
axle will be delayed until 1962. 

Importantly, it has been possible 
to flatten out the hump without 
reducing road clearance. 

The steadily rising hump, going 
up as the roofline came down in 
recent years, has been a major 
cause of dissatisfaction on the part 
of car buyers. The complaint has 





50,000th Graduate— 


George Peavy, right, St. Louis, repre- 
senting the 50,000th graduate of Carter 
Carburetor's Training Program, discusses 
special plaque commemorating the honor 
with Roy Dean, left, training school direc- 
tor, and Kennard F. Miller, Carter general 
manager. Carter, a division of ACF Indus- 
tries, started the school in 1934. It since 
has branched ovt into both resident and 
nonresident instruction and has trained 
automotive repair and maintenance spe- 
cialists from all over the world. 


Wilkie Views... 


The New Entries for 61 


(Continued from Page 2) 


I’ve lost any pessimism I ever had 
about staying in this market. Not 
even the Ford Cardinal scares me 
the way Corvair used to.” 

* - * 


SS if that’s the name, is 
the term used most frequently 


present and future, had induced a 
wait-and-see attitude among im- 
port prospects. He told of a 90-day 
supply for both Frerich makes, with 
only certain colors and Caravella 
sports models a bit scarce. 

“The Renault 4-CV will continue 
to sell well under American com- 
pact prices,” he forecast, “with 
Dauphine at the bottom rung of 
the domestics. They can’t touch 
Renault on prices nor Peugeot on 
quality, though it would help if 
Peugeot was better-known in this 
country.” 

An Eastern Volkswagen dealer 
reported a “phenomenal cleanup” 
of ’60 sedan models (the ’61 Volks- 
wagen entered production last 
week at Wolfsburg). 

“We've done so well earlier this 
year against the compacts that I 
was fearful of a slow cleanup,” he 
explained, “because of a natural 
letdown and the Big Three sales 
incentives. 

“But we sold nearly twice as 
many VW sedans in June and July 
as a year ago. On the other hand, 
the VW convertible and Karmann- 
Ghia have gone mushy, possibly be- 
cause their prices exceed the com- 
pacts. 

“After a year of selling against 
the lower-priced American cars, 

a * + 





































the all-but-confirmed subcompact 
from Ford. Import dealers also are 
certain that a General Motors Cor- 
vairette is in the hopper. 


“If they can’t kill us off with 
their compacts, they’ll never be able 
to do it with these cheapies,” a 
British Motor dealer said, “because 
they can’t hope to duplicate the 
quality of our new 850, for instance. 
European workers are specialists 
in building small-car components, 
and there’s a world of difference 
between hammering out parts for 
the 850 and a Chevy Bel Air.” 

The 850, newest of the economy 
sedans to reach the American 
market, is getting a hard-sell 
“demonstration” approach from 
BMC distributors and dealers. 
Its sales have gotten off to a slow 
start, though, with numerous 
prospects inclined to wait out the 
new compacts from Buick, Dodge, 
Oldsmobile and Pontiac. 

Non-captive import dealers are 
dubious of the future of Anglia, 
Simca, Vauxhall and even Opel. The 
latter has fared the best of the 
captives against intra-family com- 
petition. 





New-Car Imports 


First-Half Shipments, 1960 vs. 1959 





1959 1960 “There’s no question that the 
52,019 January 47,572 | captives are fading out of the pic- 
47,126 February 64,329 | ture,” an import veteran declared. 
54,184 March 65,216 | “They'll go strictly on a special- 
55,977 April 54,521 | order basis, and their owners will 
64,553 May 46,166 be strongly urged to trade for 
60,321 aan 33,313 American compacts. I expect that 
a a ne imports will collect 

ae most of these.traders.” 

334,180 TOTAL 311,117 [= 4 





A UNIFORM note of optimism 
was struck by dealers in the 
British sports cars—Austin-Healey, 
embracing the fast-moving Sprite; 
MG, Sunbeam Alpine, Triumph 
TR-3 and Jaguar. 

“We've never had more than a 
10-day supply of Sprites,” a Mid- 
west BMC dealer said. “Specializa- 
tion is becoming the big thing in 
American motoring, and we're sit- 
ting pretty with an ‘economy’ road- 
ster, the medium-priced MG-A and 
the fancy Austin-Healey six.” 

With Hillman dragging behind 
its 1959 pace, a Rootes Group 
dealer expressed hope that the 
Alpine would fill part of the prof- 
its slack, 

“The Triumph TR-3 is in a mar- 
ket all by itself,” a Southern dealer 
commented. 


Jaguar dealers are preparing to 
annex the Daimler sports car as a 
two-pronged entry in the prestige 
market. 

A West German rival of the Brit- 
ish sportsters—Porsche—advised its 
U. S. dealers last mor’ of plans 
to increase shipments by more than 
a third next year. Porsche said 
growing demand for “specialized” 
cars underlies its outlook for U. S. 
business. 





been that the hump left room only 
for four, instead of six, passengers 
to comfortably ride in the car. 

What is going to happen to price 
tags for 1961 is a closely guarded 

industry secret at this time. The 
ever-sharpening competition in the 
industry, made even keener by the 
growing number of lower priced 
vehicles offered, suggests the man- 
ufacturers will be reluctant to in- 
crease list prices, But other factors 
—including production costs—may 
rule otherwise. 
7 + * 

ONE OF THE things the auto- 
makers have been trying to do with 
the smaller-wheelbase cars intro- 
duced for 1960 has been to adver- 
tise that their list prices start at 
“under $2,000.” 

That, obviously, will not be 
possible with the newest group 
of lower-priced units. But price 
has been the major consideration 
in the popularity of the new so- 
called “compacts.” So there will 
be a lot of cost analyses before 
the manufacturers decide to list 
prices of the newest entries in 
the low-priced bracket. 

More than 3% million new cars 
were delivered in the first half of 
1960. Although it is contrary to tra- 
dition in the industry, it is fairly 
reasonable to expect the final half 
will match that volume. 

Hard-selling efforts by dealers 
throughout the nation during the 
third quarter to reduce record- 
smashing inventories for an earlier 
introduction of next year’s models 
will figure in what easily could be 
the best July-December sales period 
the industry has enjoyed since 1955. 

The Ford Falcon, Chevrolet Cor- 
vair and Plymouth-Valiant gave 
January-June sales a substantial 
boost. Many industry experts say 
additional impetus is certain to 
come from the introduction of 
Buick’s Special, Oldsmobile’s F-85 
and Pontiac’s Tempest along with 
continued expanding demand for 
the Dodge Dart. 


Panhards Advertised 


‘Below Dealer Cost’ 


OS ANGELES. — “Panhard Dis- 
tributor Warehouse Sale. Prices 
Below Dealer Cost! Save Middle- 
man’s Profit,” read a one-column- 
by-14-inch classified ad in newspa- 
pers here. 

Panhard Distributor Charles H. 
Hornburg told Automotive News, 
“We took on the Panhard line 
about eight months ago, but the 
cars didn’t arrive unti] January and 
February, which was when com- 
pacts began to affect imported car 
sales, 

“We have no dealers, so decided 
to go directly to the customers 
by selling them from our ware- 
house at 1717 N. Orange Drive in 
Hollywood. 

“We have 100 cars in stock, with 
12 ready to roll off a special display 

area in our Jaguar service center.” 
(Hornburg is also distributor for 
Jaguar, Daimler and Aston-Mar- 
tin.) 

The lowest price quoted in the 
Hornburg ad was $1,507, plus tax 
and license. This is some $275 below 
posted prices. 


by import dealers in speaking about |" 





New Home for Matthews Motor— 


Matthews Motor Sales (Ford) has moved into these new facilities in Asheville, N. C. 
The building, located on a five-acre site, has approximately 38,000 square feet under 
roof. A three-sectional, all-glass, air-conditioned showroom providing 2,400 square 
feet of display area as the main attraction, the building has four sales offices, five 
private offices, a general office and a combination conference-movie projection room. 
The parts department, consisting of two floors, makes up the second section. A six-car 
entrance highlights the service department. Car and small truck service is on the 
ground level, with the basement handling large trucks, custom-made trim department 


and the body and paint department. 


Suit Threatens to Bring 
Chrysler Probe to Court 


(Continued from Page 2) 


Chrysler. It produced afm rests 


and other textile trim items. 


Records in Michigan list the 
incorporator of both companies 
as Ben Stone, Bloomfield Hills, 
Mich. Press Products was located 
in Troy, Mich., and Bonan was in 
Warren, Mich. The three cities 
are Detroit suburbs. 

Press Products sold most of its 
assets to Atwood Vacuum Machine 

Co., Rockford, Ill., in 1955 and be- 
came Maple Mfg. Co. 


When Maple Mfg. was ‘dissolved 
in 1956, signatures of three-fourths 
of the stockholders were needed. 
The three signatures used were 
Ben Stone, Ruth B. Stone and Wil- 
liam C. Newberg. 


* * * 


oars manufacturing opera- 
tion was sold to Allen Indus- 
tries in October, 1958, and was 
made the Warren Division of Allen. 


J. J. Tobias, Allen chairman, said 
the purchase was made to!get badly 
needed equipment and knewhow in 
the dielectric process to'ameet the 
needs of business with Ford. Allen 
also has been a Chrysler supplier 
for 10 to 12 years, Tobias said. 

He said Allen Industries made 
the Bonan deal to meet urgent 
needs and knew nothing of the 
Newberg situation until reading 
about it in the newspapers. 

After selling the assets of Bonan 
to Allen, Stone joined Allen as a 
vice-president. Tobias said Stone 
gave Allen dielectric knowhow and 
directed setting up facilit using 
the dielectric process for nding 
and decorating plastics used as in- 
terior trim. 

+ * + 

BIAS said Stone was one of 

the most brilliant men he ever 
met, particularly in the dielectric 
field. Stone resigned at Allen on 
his own accord early in July to pre- 
vent embarrassing Allen, Tobias 
said. 

After shedding the manufactur- 
ing Operation, the name of Bonan 
was changed to Sango Co. This 
presently is Stone’s company, which 
he says operates strictly in the oil 
and gas-well investment business. 

A United Press International 
story on Newberg’s interests said 
Newberg and his wife began sell- 
ing their stock in Sango to Stone 
about a year ago. Stone had a 
repurchase agreement. 

UPI gave this version of how the 
matter came to a head: 

Newberg was liquidating. his in- 
terests when Colbert called a meet- 
ing of Chrysler executives ‘shortly 
after the stormy 1960 annual meet- 
ing in April when Chrysler man- 
agement was accused of having in- 
terests in suppliers. 

* as * 


OLBERT told the executives to 


get rid of their interests before 
the end of the day. Angry stock- 


Dealer Leaves $536,000 
OSWEGO, N. Y.—Wilbur E, Jor- 
dan, a former auto dealer here, left 
an estate valued at 536,172, dcéord- 
ing to an accounting filed by the 
executors. 


, 

























holders took their complaints about 
Newberg’s outside interests to some 
of the Chrysler directors who do 
not hold factory jobs. 


UPI said the directors felt the 
case would end up in court unless 
the company took action on its own. 
The result was the showdown meet- 
ing of the board of directors on 
June 30 at which Newberg was 
forced to resign. 

Stone said the business of both 
Bonan and Press Products with 
Chrysler was done on “a com- 

petitive basis as far as quality 
and price were concerned.” UPI 
quoted Stone as saying: “I saved 
Chrysler millions of dollars. Bill 
Newberg didn’t help me get one 
dollar’s worth of business with 
Chrysler Corp.” 

The UPI story said Bonan and 
Press Products were set up because 
Chrysler did not have any strong, 
competing suppliers for the items 
the two companies were to produce. 

aa * of 


Ceaenr said the company’s in- 
vestigation of conflicts of in- 
terest is continuing in the hands 
of the company’s law firm and in- 
dependent accountants. He said the 
probe will continue “as long as the 
investigators think it should.” 


He said he had written Sol A. 
Dann to ask him to supply any 
information he might have on ir- 
regularities at Chrysler. Dann is 
the Detroit lawyer who has at- 
tacked Chrysler management for 
more than two years, particularly 
at the last two annual meetings. 
At this April’s meeting, he 
charged company officials with 
“payola, feather-bedding and nep- 
otism.” 

Dann said that he would be glad 
to supply his information to any 
responsible persons conducting an 
independent investigation. 

Dann said he had been invited to 
join the Markewich group in suing 
Chrysler but felt the suit was pre- 
mature. 





~*~ 


40 Years with S-P— 


In recognition of 40 years as a Stude- 
baker dealer in Elkader, la., a plaque is 
Presented to Ll. D. Dittmer, center, presi- 
dent, L. D. Dittmer Motor Co., by C. E. 
Becker, left, S-P district sales manager. 
Witnessing the presentation is Dittmer's 
son, Jack. After four decades of service to 
his community, Dittmer says he expects to 
receive a Golden Anniversary plaque in 
1970. 
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Dario Adds L-M Deal 

PROVIDENCE. —B. A. Dario, 
president of Dario Ford, Paw- 
tucket, R. L, has opened Dario 
Lincoln-Mercury-Comet, Inc., 700 
Elmwood Ave., Providence. Dario 
is president and treasurer, and 
Oscar Paquin is general manager 
of the new firm. 
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for Children 
Air-Conditioned Rooms 


Television and Radio 
Convenient Parking 
WOodward 3-7100 


Jerry Moore, gen. mgr. 







FREE TELETYPE RESERVATIONS 
FOR ALL ALBERT PICK HOTELS 


WANTED 


by car owners 
—and housewives, too 


ire as: 
xe 
aT CAR and 


itt TiN vLs i HOME CLOTH 
ae othe Specially treated 
for all car finishes 

including the new 
~  gynthetics, For fur- 

niture, too. Heavy flannel. Will last for 
months under daily use. Metal con- 
tainer. Other packages and sizes avail- 
able. If jobber can’t supply, order direct. 










The LAS-STIK Mfg. Co., 


HAMILTON, OHIO 














mids GOLD 
on 
Foreign 
Car 
PRICES 


ee 
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(he lemperind Cor Catt Bese, tne 
+ ee eee 
et te Fee 
— See me 


Don’t lose the sale because you don’t know 
the “going” price. This authoritative monthly 
keeps you “on top” of the market. For sub- 
scription write... 


The imported Car Gold Book, Inc. 
46 Fulton Ave., Hempstead, N. Y. 





DEFIANCE+ OHIO / 
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On Ford’s Rumored Small Car. . . 


UAW Stirred by Talk 
Of Work Shift Abroad 


(Continued from Page 6) 


take it up in our next contract 
negotiations,” Reuther said. 

The employment picture at Dear- 
born has been dimmed by the fact 
that most of the work there is done 
on the standard-sized models, Sales 
of the standard Ford and Mercury 
have been affected by the populari- 
ty of the Falcon and Comet, which 


are assembled elsewhere. 
: * * * 


Rubber Settlement 


| hay THE rubber industry, four 

companies reached an agreement 
with the United Rubber Workers 
Union calling for a 9%-cent hourly 
wage increase. 

The setttlement by Firestone 
Tire & Rubber Co., Goodyear Tire 
& Rubber Co., United States Rub- 
ber Co. and B. F. Goodrich Co. is 


expected to set the pattern for | 


the rubber industry this year. 
The agreement, reached under 
wage reopener clauses in the firms’ 
two-year contracts, also provides 
additional pay raises for skilled 
workers in cities where their rates 


were regarded as out of line with) 


other employes. The agreements 
provide that wage hikes would be 
retroactive to July 25, 

Average hourly wages, prior to 
the latest settlement, ranged from 
$2.58 to $2.90 in the rubber industry. 
The higher average applies in com- 
panies where more employes work 
in higher paying tire operations. 

Union officials said the settlement 
compares favorably with past agree- 
ments “and compensates for the 
rise in the cost of living.” 

* oe oe 


INCE 1946, wage agreements in 

the rubber industry have ranged 
from 6.3 cents to 18.5 cents an hour, 
with the higher increases coming 
in the years when there has been 
a sharp\rise in the cost-of-living 
index, according to the union. 

Since: the index has been rela- 
tively stable in the past year, the 
latest settlement included only 
three cents that was attributed to 
a cost-of-living rise, compared 
with four and six cents in some 
past years, the union pointed out. 

Union officials who took part in 
the negotiations said the rubber 
companies did not assert that wage 
increases would mean an increase 
in prices. 

A 3.5 to 5 percent hike in car 
and truck tires was announced last 
February. The price of truck tires 
went up last month due to the re- 
moval of‘special discounts. The in- 
creases have been attributed to ris- 
ing wage costs and higher natural 
rubber costs. 

Company officials have indicated 
that competition may play a more 
important role than wage increases 
in determining whether there will 
be further price hikes. 

* ~ * 


Unien Rejected 
N THE dealer front, employes 
of White-Allen Chevrolet Co.,| 
Dayton,-have rejected union repre-| 
sentation by a 41-to-28 vote in a} 
National Labor Relations Board| 
election. The International Assn. of | 





Four Cover, Top Firms 
Struck in St. Louis 
| 


ST. LOUIS.—The strike of the | 
Machinists’ Union against the | 
Ollie Auto Top Co., 2965 Hampton 
Ave., St. Louis, and Seat Cover | 
Market, Inc., 1520 S. Brentwood, 





Clayton, has been extended to two 
other firms, 

The other two companies, also | 
members of the Greater St. Louis | 
Automotive Trimmers & Uphol- 
sterers’ Assn., are Gravois Auto 
Top Co., 4017 Gravois St. St. | 
Louis, and Gregerson Co., Inc., | 
4108 Beck Ave., St. Louis. 

Members of Teamsters’ Local 
618 are also involved in the labor 
dispute, C, E. Van Bibber, a Ma- 
chinists’ District 9 business repre- 
sentative, reports that wages and 
other improved working condi- 
tions are the main issues in the 
strike. Picketing of the companies 
is continuing. 








Machinists had sought to represent 
the employes. 

The NLRB has handed down 
rulings affecting two dealerships 
in the New York area following 
hearing on complaints filed by 
United Auto Workers Local 259. 
Burke Oldsmobile, Inc., New 
York, was ordered by the board to 
withdraw and withhold all recogni- 
tion from Teamsters Local 868, as 
exclusive bargaining agent of its 
employes unless certified by the 
board. 

The dealership also was ordered 
to cease “giving effect to the col- 
lective agreement with Local 868 
dated Nov, 4, 1958, or to any exten- 
sion, modification or renewal” of 
the pact until the union is certified 
by the board. 

In a similar ruling, the NLRB 
ordered Frisch Chevrolet, Inc., 
Brooklyn, to “withdraw and with- 
hold all recognition from Allied 
Trades Local 18 or any successor 
labor organization, as exclusive col- 
lective bargaining agent for its em- 
ployes, unless and until certified by 
the board.” 


24-Day Strike Ends 
At Presstite Division 


ST, LOUIS.—More than 280 em- 
ployes of the Presstite Division 
plant, American Marietta Co., here, 


|have returned to work following 


a 24-day strike, 

The plant manufacturers sealing 
compounds used in automobiles, 
major appliances and in expansion 
joints of highways and other heavy 
construction. 

Members of the Paint Makers 
and Warehousemen’s Local No. 604 
approved a new two-year contract. 
A settlement was reached by repre- 


sentatives of the company and the 
union with the assistance of United 
States Mediator Eugene J. Barry. 

The new contract gives male em- 
ployes a 12-cent-an-hour wage in- 
crease the first year, and a 10-cent 
boost the second. Women workers 
got a 10-cent hike the first year, 
and 8 cents the second. 
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Rotary Motors Adds Rambler 


VANCOUVER, B. C.—Joe Kuzik, 
president, Rotary Motors, Ltd. 
(Studebaker), 2786 W. 16th Ave., 
has announced that construction is 
under way on a building at W. 
Broadway and Manitoba St, to 
house the firm’s new Rambler 
branch. 


The Broadest and Most Profitable 
Consumer Credit Insurance 


Market Ever Developed 


Coverages Available 


Automobile 
Physical Damage Insurance 


(Comprehensive 


aha 


Theft and Collision) 


Credit Life Insurance 


RESOLUTE 
INSURANCE 
COMPANIES 


Established 1926 


SPECIALISTS 
IN CONSUMER CREDIT INSURANCE 


Hartford 2, 


od 
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Connecticut 








Are you qualified 
to be Used Car Manager 
of Volkswagen of America? 


You are probably currently employed as a Used Car Zone or District Manager 
by one of the big domestic automobile corporations. 

You would be working for Volkswagen of America, the exclusive importer of 
Volkswagen cars and trucks in the United States. Volkswagen, you might recall, 
is the best selling line of import cars and trucks in America (an increase of 52% 
in registrations in the first 5 months of this year over 1959)—and, as you probably 


know, Volkswagens have an amazingly high resale value. 


Volkswagen wants a man thoroughly familiar with all phases of used car 
merchandising; he should know how to develop and supervist a sound used car 
program for VW dealers. 

He will be based at Volkswagen of America’s office in Englewood Cliffs, N. J.— 
across the Hudson River from Manhattan—close to some of New Jersey’s nicest 
residential sections. He will have the opportunity of a reasonable amount of 
traveling in conducting used car merchandising clinics for dealers and salesmen 
throughout the country. 

Naturally, we cannot enumerate in this ad all the interesting opportunities 
and benefits of this position. However, if you think you are the right man, and 
if you are interested in changing to a promising position, we suggest you write 
us immediately, enclosing a complete resume. Your information will be held 


confidential, of course. 


VOLKSWAGEN OF AMERICA, INC. Sales Dept. 
Englewood Cliffs, New Jersey 











38 
In 


AUTOMOTIVE NEWS, AUGUST 8, 1960 


Government, Industry . . . 





Dayton Fleets Turn to Compacts 


DAYTON —As far as Dayton 
government and industry are con- 
cerned, the swing seems increas- 
ingly to be to the compacts. 

That, at least, is the conclusion 
of Brainard Platt, Journal Herald 
business editor, following a recent 
survey. 

Platt in an article notes that 
Montgomery County recently ac- 

bids on 23 compact sedans 
and two compact station wagons, 
all for general use. 

The county’s purchasing agent 
says the 25 cars are not replace- 
ments and represent a change in 
policy. Heretofor, the county has 
paid employes on the basis of mile- 
age for using their own cars. 

According to the purchasing 
agent, the county has had four 
compacts. They represented econ- 
omy both in gasoline and original 
cost, he said. 

Dayton has owned five compacts 
for about a year and, on the basis 
of experience with these models, 
has placed orders for seven more. 

In referring to the economy angle, 
a city spokesman said, “If things 
work out as we expect, or hope, 
we will be more or less forced to 
buy compact cars.” 


Some auto dealers said they 
think compacts may go over, with 
firms using them just for city 
driving. However, they do not 
think the compacts will make a 


Ford Announces 
Industrial-Arts 


Prize Winners 


DEARBORN.—Ford Motor Co. 
announced the names of the 639 
winners of cash prizes in its 14th 
annual Industrial Arts Awards con- 
test. 

The list includes the 32 winners 
of the Outstanding Achievement 
Awards—the highest prize in the 
international competition. 


Judges selected the cash-winning 
projects from about 4,000 entries 
sent to Dearborn for the final phase 
of the contest. Forty-one states, 
Canada and Puerto Rico are repre- 
sented among the winners, who will 
share prizes valued at about $50,000. 


California had the most cash win- 
ners, 102. Next came Pennsylvania 
with 68, Illinois with 61, Michigan 
with 40, Ohio with 37, New Jersey 
with 30, and New York and Texas 
with 27 each. 


California led also in the number 
of winners of Outstanding Achieve- 
ment Awards with seven. Minnesota 
and North Carolina followed with 
four each, Following them were 
New Jersey with three, Illinois, 
Kansas, Massachusetts, Pennsyl- 
vania and Texas with two each, and 
Arizona, the District of Columbia, 
Florida and Michigan with one 
each. 

Ford will bring the recipients of 
the Outstanding Achievement 
Awards and their instructors to 
Dearborn in the fall for an expense- 
paid, three-day visit. 

About 90 projects, including the 
Outstanding Achievement Awards 
winners and others that won top 
prizes, will be on display in the 
Ford central office building in 
Dearborn the 
tember. 


last part of Sep- 


First Lark Built 
In Israeli Plant 


SOUTH BEND.—The first Stude- 
baker-Packard Lark and Hawk 
passenger cars have started to roll 
off the assembly line at the Haifa 
plant of Kaiser-Frazer of Israel, 
Ltd., it was announced by Charles 
R. Weaver, general manager of 
Studebaker-Packard Corp. Export 
Division. 

The Haifa facilities are the larg- 
est in the Near East and have a 
production capacity of 20 vehicles 
a day, Weaver said. A Lark four- 
door sedan made the pilot run over 
the new assembly facilities just 
four months after the signing of 
the licensing agreement. All major 
components were supplied from 
South Bend. 


hit with firms using them for 
travelling salesmen. 

One company’s purchasing agent 
says, “Major companies look to 
compact cars for service vehicles 
because they get around better, can 
be parked easier and are more 
economical to operate. They are 
the coming thing.” 

A case in point is Dayton 
Power & Light. Co., which re- 


placed 37 conventional cars with 

American compacts. 

Why do they like the little fel- 
lows? According to a DP&L offi- 
cial: “During May our compact 
Cars averaged 19.2 miles per gallon 
of gas compared with 14 miles for 
the larger cars. 

“For the year to date, the com- 
pacts averaged 17 miles compared 
to 12.8 for the larger automobiles.” 





8th Biggest Firm in Fortune’s Ranking seis 





VW Stands Among Giants 


NEW YORK.—Ranked by dollar 
volume of sales, Volkswagen is the 
eighth largest of all foreign indus- 
trial firms, according to a directory 
of the 100 biggest appearing in the 
August issue of Fortune magazine. 

Volkswagen was the largest of 
all foreign auto makers listed, 
with 1959 sales of $843,810,000. 
Fortune estimated VW assets at 
$447,619,000 and its profits at $66,- 
666,000. The German auto maker 
had 60,477 employes in 1959, ac- 
cording to the directory. 

Other automobile manufacturers 
listed in the directory included: 

British Motor Corp.—10th place; 
sales, $742,000,000; assets, $356,796,- 
000; profits, $21,239,000; employes, 
70,500. 

Fiat—14th place; sales, $700,800,- 
000; assets, $1,132,650,000; profits, 
$23,182,000; employes, 85,117. 

Forp or ENGLAND—17th place; 
sales $652,907,000; assets, $503,826,- 
000; profits, $52,177,000; employes, 
47,863. 

Daimler-Benz—2lst place; 
sales, $588,333,000; assets, $200,123- 
000; profits, $5,944,000; employes, 
63,500. (None of the D-B figures 
includes Auto Union statistics.) 

RENAULT—25th place; sales, $577,- 
851,000; assets, $329,449,000; profits, 
$7,077,000; employes, 64,000. 

Forp or CanapA—34th place; sales, 
$517,239,000; assets, $311,885,000; 

profits, $25,217,000; employes, 19,266. 

Simca—5lst place; sales, $418,143,- 
000; assets, $286,134,000; profits, 
$505,000; employes, 27,082. 

Cirro—EN—57th place; sales, $378,- 
773,000; assets, $170,144,000; profits, 
$3,293,000; employes, 36,900. 

Pevuceot—75th place; sales, $303,- 


Mobil to Build 
Engine-Test Lab 


NEW YORK.—Plans to build a 
new engine-testing laboratory as 
part of an accelerated program to 
develop fuels and lubricants for 
engines of the future are announced 
by Socony Mobil Oil Co., Inc. 

The facility, to be built at the 
company’s research laboratories in 
Paulsboro, N. J., will nearly double 
Mobil’s engine-testing capacity. The 
new lab will accommodate up to 
20 test engines. It will also have 
an enclosed all-weather dynamom- 
eter. 


828,000; assets, $113,836,000; profits, 
$6,634,000; employes, 22,000. 

Volvo—82nd place; sales, $277,- 
402,000; assets, $183,113,000; prof- 
its, $7,636,000; employes, 14,631. 

Roiis-Royce—83rd place; sales, 
$270,366,000; assets, $190,207,000; 
profits, $7,378,000; employes, 43,954. 

Fortune noted that sales figures 
for Volkswagen and Citroen in- 
cluded sales taxes. 


Top Model Car Builders Honored— 





The nation's two best model car designers and craftsmen—winners of $5,000 uni- 
versity scholarships in the 1960 Fisher Body Craftsman's Guild competition—are con- 
gratulated by E. C. Klotzburger, center, general manager, Fisher Body Division, 
General Motors Corp. The senior division winner, Peter G. Wiinikka, left, Stockton, 
Calif., combined tasteful design with excellent craftsmanship in this steel-blue sports 
hardtop. The top award winner jin the junior division, Thomas Ferraioli, right, Brooklyn, 
utilized unique styling concepts in the design of his two-seater convertible called 


the “Mystic.” 





17 Million Persons in 5 Cities 


WASHINGTON.—Nearly 10 per- 
cent of the population of the United 
States is centered in the nation’s 
five largest cities, according to pre- 
liminary figures on the 1960 census 
issued by the Department of Com- 
merce. 
The cities are: New York, 
7,710,346; Chicago, 3,492,945; Los 
Angeles, 2,448,018; Philadelphia, 
1,959,966, and Detroit, 1,672,574. 
Their combined population ex- 
ceeds 17 million. The population 
of the U. S, is about 178.9 million. 
Rounding out the list of the 10 
most populous cities are: Houston, 
932,680; Baltimore, 921,363; Cleve- 
land, 869,867; Washington, 746,958, 
and St. Louis, 740,424. 

Houston is the only newcomer to 


Chrysler Division 
Appoints Smith 


DETROIT.—D. C. Smith has been 
appointed director of dealer rela- 
tions for Chrysler and Imperial Di- 
vision, succeeding John T, Condon, 
who retired July 31. 

Smith joined Chrysler Corp. in 
1936 as a district manager in the 
Portland (Ore.) region. After Navy 
service in World War II, he became 
Philadelphia regional manager and 
held that post until September, 
1955, when he was named director 
of markets for the corporation. 

He later was market analysis 
manager for Chrysler Motors Corp., 
Pittsburgh zone manager and cen- 
tral area dealer planning and place- 
ment manager, He returned to 
Chrysler and Imperial Division last 
January and was assigned to dealer 
relations. 





Dual-Purpose Trailer Unveiled— 


This versatile trailer can haul automobiles from factory to dealers and then is easily 
convertible for a return haul with dry package freight. The trailer can move on railroad 
flat cars as piggy-back or on its own wheels over the highway. Previewing the new 


enclosed trailer are Ben Colman, president, 


of the Dual-Evans Corp., Plymouth, Mich., 


which will produce the trailers; Edward S. Evans jr., director, and Eugene A. Cassaroll, 
vice-president and treasurer, 


the Top Ten. The Texas metropolis 


tana, 4.6; Wyoming, 3.4; Nevada, 


climbed from 14th in the 1950) 2.6, and Alaska, 0.4. 


census to sixth in the current count 
as its population zoomed from 596,- 
163 to 932,680, a gain of 56.4 percent. 

Los Angeles was the only other 
city in the Top Ten to register a 
population gain during the decade. 

Houston replaced Boston in the 
Top Ten. Boston dropped from 
10th to 13th place as its popula- 
tion slipped from 801,444 to 
677,626. 


The census figures showed that 
the population density of the 50 
states is about 50 persons per 
square mile. (It is 57 persons per 
square mile in the 48 conterminous 
states.) 

In 1950, the figure for the 48 
states was 50.7 persons per square 
mile, 

The addition of Alaska (571,065 
square miles) and Hawaii (6,412 
Square miles) brings the total land 
area of the U. S. to about 3,549,000 
square miles, compared with 2,974,- 
726 square miles in 1950, 

Alaska, incidentally, is more than 
twice the size of Texas. The sec- 
ond-largest state has a land area 
of 262,838 square miles. 

Population density vagies tre- 
mendously among the tes. In 
New Jersey, there are 800 per- 
sons per square mile. In Alaska, 
there is only one person per 2% 
square miles, — 

Rhode Island, the nation’s small- 
est state, is the second-most-densely 
populated with 798.7 persons for 
each of its 1,058 square miles, Mas- 
sachusetts has 650 persons per 
square miles, and Connecticult has 
513. 


Eight other states have more 
than 100 persons per square mile. 
They are: New York, 346; Mary- 
land, 311; Pennsylvania, 249; Ohio, 
235; Delaware, 224; Illinois, 179; 
Michigan, 136, and Indiana, 128. 

At the other end of the list, eight 
states have fewer than 10 persons 
per square miles. They are: North 
Dakota, 9.0; South Dakota, 8.9; 
Idaho, 8.0; New Mexico, 7.8; Mon- 


Florida Dealers 


To Weigh Anchor 


ORLANDO, Fla. — The Florida 
Automobile Dealers Assn. will hold 
its 1960 convention Oct. 28-Nov. 2 
aboard the Caribbean cruise ship 
Hanseatic. 


Two full days of convention ses- 
sions will be held at sea, with two 
days in port in Montego Bay, Ja- 
maica, and Port-au-Prince, Haiti, 
devoted mostly to sightseeing and 
entertainment. 

J. L. Ferman, Tampa, is presi- 
dent of the association. ‘M. R. 
Young, Ft, Lauderdale, is ch¥irman 
of the Convention Cruise Commit- 
tee. 





The Census Bureau also report- 
ed that 1,580 of the nation’s 3,072 
counties lost population during 
the 1950s despite the 28 million 
gain registered for the U. S. as 
a whole. 

Losses for some counties were 
so small that the final figures may 
reduce the number of counties for 

which losses are reported, the bu- 
reau said. 


Title Shenanigans 
Uncovered in Ohio 


Junk, Parts Firms 
Charged in Dayton 


DAYTON. — A statewide crack- 
down on junk and auto parts deal- 
ers has resulted in 17 local firms 
being charged with car-title viola- 
tions. 

Six of the 17 have been fined so 
far. 

The alleged violations involved 
3,000 cars, some of which were 
junked as long ago as 1923, ac- 
cording to the State Highway 
Patrol. A state patrolman and 
two representatives of the State 
Bureau of Motor Vehicles con- 
ducted the local investigation. 

Fourteen firms were charged on 
two counts: Failing to surrender 
the titles of junked autos to the 
clerk of courts, and failing to have 
the titles properly assigned from 
the seller to the buyer. 

The other three dealers were 
charged with failing to surrender 
the titles. 

A spokesman for the State Patrol 
said titles must be surrendered by 
auto parts and junk dealers within 
three days if they intend to dis- 
mantle the cars. 

He said 640—the largest num- 
ber of titles that had not been 
properly surrendered—were found 
at Woodgeard Auto Parts, 360 N. 
Smithville Rd. 

Montgomery County Judge Wil- 
liam E. Shank levied fines of $100 
and costs on each of two counts 
against the D&D Motor Repair 
shop. However, he suspended $90 
of the fine on each charge. 

In suburban Vandalia, Municipal 
Judge Robert Way imposed a fine 
of $200 and costs against Max Jen- 
efsky, Northridge Auto Parts. 

Judge Way also suspended $90 
and costs on each charge. 

Four other dealers received sim- 
ilar fines, 


Dealers Choose House 


MARYSVILLE, Calif.—Merle 
House, of Yuba City, has been elect- 
ed president of the Yuba-Sutter 
Auto Dealers Assn, Lex Daoust was 
named secretary-treasurer. 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8S. PRODUCTION ONLY) 


















Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
Aug. 6, Week, duly 30, , Output, Aug. 8, Aug. 6, 
1960 1959* 1960* duly* 1959* 1 
AMERICAN MOTORS 
Sedesiteaie Scat 6,066 8217 9,718 42,548 267,741 325,153 
r CHECKER MOTORS... 125 _.......... 89 356 2,839 4,515 
| OHRYSLER CORP. ...... 1,100 OG cirevice 56,996 512,163 669,561 
MINE iN ociaccencscuisicece>: LOGI" Weeds .¥ - gocesdeeid 4,801 50,277 58,817 
ii ersttc clades tak leases =) eed 572 33,969 16,377 
I asciciisscsenitciiank WOO Oia. See 27,285 108,950 265,372 
I a ron eas ales Webi Rice oF accctioecs Rea 11,919 8,663 
Plymouth Total .......... 1,000 See ee 24,338 307,048 325,332 
RS SE a eat woe. - 10,258 307,048 156,511 
MON 5k Riis. ceoces SRD Hii ee ae 168,821 
FORD MOTOR** .......... 37,895 39,740 36,641 80,544 1,150,083 1,138,615 
Ford Division .............. 30,255 37,282 29,394. 63,168 1,057,231 932,956 
Fae ocsececseecs.ssss 12,215... ".. 12,441 eqe12 304,563 
Ford (Standard) .... 15,800 35,687 14,713 34,017 1,008,376 570,167 
Thunderbird. ............ 2,240 1,695 2,240 4,939 48,855 58,226 
L-M Division ................ 7,640 3,639 17,247 17,376 116,437 205,659 
CIE idccihidis striata | RES ee! eee 95, 
BE oS Siccihisecisctesde 310 399 313 663 18,147 12,214 
Mercury... 900 = 3,240 «11,194 3s «5,083 = «98,290 =: 97,805 
GENERAL MOTORS .. 59,651 59,517 60,660 249,275 1,919,715 2,144,938 
pe 231 «2,650 «= «4,142» «19,931 161,076 182,858 
COMING. 555. nscsecesscoscnse 3,360 2,718 3,389 13,683 106,268 107,577 
Chevrolet Division .... 37,100 36,622 35,343 147,009 1,082,176 1,297,464 
COOPER» <ccctctinngreicss CD &) |. ediiclened ae | 167,736 
Chevrolet (Stand.).. 32,900 36,622 30,407 129,552 1,082,176 1,129,728 
Oldsmobile .................... 8,660 8,732 8,037 ' 30,219 272,966 251,471 
Re casts 10,300 8800 9,749 '° 38,483 297,229 305,568 
S-P CORP. 
Studebaker o......cccc. cece Sas 5,019 98,051 70,316 
Total Cars, U. S.** ....104,837 108,239 107,108 484,733 3,950,592 4,353,098 
*Revised. 


**Totals for 1959 include Edsel production. 





COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 


























Week Week Jan.1 Jan. 1 
Ended Same Ended Total To Te 
Aug. 6, Week, July 30, Output, Aug. 8, Aug. 6, 
1960 1959* 1960* July* 1959* 1960 
6,800 569 6,9240 26,284 251,180 272,279 
40 71 56 264 3,883 1,845 
80 80 141 197 1,870 2,274 
500 150 364 4,215 48,613 46,586 
4,000 6,697 7,720 21,035 216,886 225,838 
2,035 1,729 2,551 8,822 58,754 71,707 
250 329 2,631 10,028 91,791 $1,147 
350 376 347 1,349 10,695 9,608 
pevdshbsiadhais © seniputen’ 159 ‘ceueas 484 8,440 9,135 
145 430 117 1,090 11,965 11,002 
miei seeist haanacdiasie,ddaaedeel «Cocaine 1,011 6,782 72,210 85,216 
95 90 90 383 2,589 2,824 
Total Trucks, U. S. .... 14,295 10,680 21,952 80,933 778,876 819,461 
119,132 118,919 129,060 515,666 4,729,468 5,172,559 
Total Cars, Trucks, 
MII Soca cctvcers aren css 300 249 2,606 24,810 276,822 278,444 
Grand Total, 
Cars and Trucks, 
U. S, and Canada....119,432 119,168 131,666 540,476 5,006,290 5,451,003 


*Revised. 





Make, Dealer, Neighborhood .. . 


Cleveland Sales ‘Charted 


CLEVELAND.—A detailed analy- 
sis of the Greater Cleveland new- 
car market has been published by 
the Cleveland Plain Dealer. 

The study apportions last year’s 
76,160 sales by make and by deal- 
ership, and it also reveals how 
the individual makes fared in 
each of the area’s 342 census 
tracts. 

The figures show that General 
Motors dealers sold 31,211 new cars 
last year to capture 41 percent of 
the Greater Cleveland market. Ford 
Motor had 24,572 sales and 32.2 
percent, and Chrysler had 8,883 
sales and 11.7 percent. 

Rambler’s 4,027 new-car sales 
were good for 5.3 percent of the 
market, and Studebaker had 2.5 


Trial Scheduled 
In Title Dispute 


OBERLIN, O.—Silas Buchs, pro- 
| prietor of. Rambler Sales & Service, 
| pleaded innocent to charges of fail- 
ure to surrender titles to cars al- 
| legedly purchased from him, Trial 
| has been set for Aug. 18. 
| Joseph Magazzine, a used-car 
| dealer in Lorain, O., charged that 

Buchs did not deliver titles to 16 
cars which Magazzine purchased in 
July. 

Magazzine said Buchs claims that 
an error was made in the total pur- 
chase price of the cars and that 
it was lower than it should have 
been. 








percent with 1,906 sales, Miscellan- 
eous and imports accounted for the 
balance of 5,561 sales and 7.3 per- 
cent. 

Among individual makes, stand- 
ard Ford bested Standard Chevro- 
let by a margin of 20,203 to 15,049, 
and Falcon topped Corvair, 997 to 
498. The compacts were available 
during ply the fourth quarter of 
the year. 

Oldsmobile was third in sales 
with 5,237 followed by Pontiac, 4,- 
951; Plymouth, 4,478, and Rambler, 
4,027. 

The area’s top-volume dealer 
was Birkett L. Williams Co. 

(Ford), which moved 2,088 new 
units. The dealership is headed by 
the president of the Nationa] Au- 
tomobile Dealers Assn. 


Highest volume in other lines 
was achieved by the following deal- 
ers: 

Friedman Buick, 707; Central 
Cadillac Co., 1,016; Jim Connell 
Chevrolet, 1,392; Hale-Zupan, Inc., 
151 Chrysler and 36 Imperial; Clar- 
ence Fox, Inc. (DeSoto), 123; B. W. 
Blaushild Motors (Dodge), 394, and 
Broadvue Motors (Edsel), 93. 

Also, Barry Lincoln-Mercury, 129 
Lincoln and 441 Mercury; Ear 
Oldsmobile, Inc., 1,005; Sid Pelunis 
Motors, Inc, (Plymouth), 317; Wal- 
ter Grabski Co. (Pontiac), 661; East 
End Nash Co. (Rambler), 812; Mei- 
sel Lincoln-Mercury (Studebaker), 
290, and Clarence Fox, Inc. (Val- 
iant), 20. 


640 | continue into the early part of next 


1] were turned out for exports. All 


Pontiac, Rambler Cease .. . 


More Phaseouts Hold 


Production 


Below ’59 


(Continued from Page 1) 


Ford plants are scheduled to begin 
’61 model output Aug. 29. 
Lincoln and Thunderbird are 
scheduled to close out ’60 models 
Sept. 9 and begin output of ’61s 
Oct, 3, 
+ + * 
a began building out 
last week, with standard line 
going down Tuesday at Los Angeles 
and the Corvair-standard lines clos- 
ing out ’60 model assemblies 
Wednesday at Oakland, Calif. 
Other plants are scheduled for 
buildouts this week, but some may 


week. 


Oldsmobile will complete its ’60 
model assemblies Thursday (Aug. 
11), and begin assembly of its ’61 
standard and F-85 series Sept. 6. 
Olds also will halt assembly of 
its compact F-85 series during the 
changeover, officials said, 

Elsewhere, at General Motors, 
Pontiac closed out ’60 model pro- 
duction last Friday (Aug. 5) and 
will begin assembling ’61s Sept. 8. 
Cadillac will go down this week 
for changeovers and resume output 
the first week of September, Buick 
is building its Special series, but is 
down for changeovers on its other 
units. 

cs cS ad 

A TOKEN assembly of Chryslers, 

DeSotos and standard Dodges 
is expected this week as these 
Chrysler Corp. units begin produc- 
tion on ’61s, Imperial is not sched- 
uled to resume output until next 
Monday (Aug. 15). 

Only Chrysler Corp. units as- 
sembling ’6ls last week were 
Dodge and Valiant, the former 
turning out an estimated 100 
Lancers and the latter rolling off 
1,000 Valiants. 

The standard Plymouth began 
framing but did not schedule any 
assemblies last week. 

Among the other makes down for 
changeovers, Studebaker is not 
scheduled to get into ’61 model pro- 
duction until the last week of Au- 
gust, and Rambler, building out 
with 6,066 assemblies last week, will 
be down for two weeks for its an- 
nual vacation-changeover, 

OK J + 
BREAKDOWN of Ford Motor 
Co. operations showed the 

standard Ford with 15,800 assem- 
blies last week, compared with 
14,713 assemblies a week earlier; 
Falcon off slightly from its record 
12,441 assemblies a week earlier to 
12,215 units built last week; Comet 
up from its previous high of 5,740 
assemblies a week earlier to an all- 
time high of 6,430 cars last week; 
Thunderbird even with the 2,240 of 
the previous week; Mercury off 
from 1,194 to 900, and Lincoln off 
from 313 to 310, 

The standard Chevrolet again 
was the industry’s largest pro- 
ducer, turning out an estimated 
32,900 cars last week, compared 
with 30,407 assemblies a week 
earlier, 

Pontiac was up from 9,749 to 
10,300; Oldsmobile climbed from 
8,037 to 8,660; Cadillac was off from 
3,389 to 3,360; Corvair declined from 
4,936 to 4,200, and Buick was off 
from 4,142 to 231. 

Checker boosted its output from 
89 units the previous week to an 
estimated 125 assemblies last week. 

* + 7 


CORRECAL CAE output to- 
talled an estimated 14,295 units 
last week as changeovers and vaca- 
tions cut heavily into assembly op- 
erations. 

Last week’s truck output com- 
pared with the 21,951 units turned 
out a week earlier, and the 10,680 
commercial vehicles built during 
the week ended Aug. 8 last year. 

In Canada, the only production 
lines running last week were at 
Ford, where 200 cars and 100 trucks 


other car makers plus the Ford do- 
mestic lines were idle for change- 
overs, International trucks were 
closed for two weeks for vacations. 

The previous week Canadian 
manufacturers amassed 1,671 cars 
and 935 trucks. During the week 













































ended Aug. 8 last year the industry 
turned out only 249 vehicles, 

A breakdown of Canadian output 
during the week ended July 30 
showed Ford with a production of 
1,117 Fords, 494 Meteors, four Mon- 
archs and two Mercurys. Studebak- 
er accounted for 54 Larks. 

In the truck lines, Ford turned 
out 524 Fords, 152 Mercurys and 
eight Meteor sedan deliveries; GM 
built four GMC trucks, and IH 247 
commercial vehicles. 

* * 


Ford First Maker to Top 
500,000 in Compacts 


DEARBORN.—Ford Motor Co. is 
the first United States manufactur- 
er ever to produce 500,000 compact 
vehicles in the course of a single 
model year. 

The milestone ve hicle—a two- 
door Falcon sedan—rolled off the 
final line Aug. 1 at the company’s 
Lorain (O.) assembly plant where 
Ford’s first compact vehicle, also 
a Falcon two-door sedan, was pro- 
duced. 

Production of the 500,000th com- 
pact vehicle was achieved in less 
than 11 months, Assembly of the 
company’s compact cars started on 
Sept. 14, 1959. Production of the 
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Comet and Ford’s compact truck, 
the Falcon Ranchero, was not start- 
ed until mid-February of this year. 

Following is a breakdown of 
Ford’s 1960 model compact produc- 
tion, through Aug. 1: Falcon, 395,- 
200; Comet, 90,200, and Falcon 
Ranchero, 17,700—a total of 503,100 
assemblies. 


Buffalo-Area Auto Plants 
Enter Changeover Period 


BUF FALOW—This area’s auto 
plants are edging into their annual 
changeover period. 

Chevrolet's engine plant on River 
Rd. has started its shutdown for 
rearrangement and taking of in- 
ventory. The adjoining foundry and 
forge plant also are shutting down. 

A spokesman said the forge and 
foundry plants will start returning 
to production about Aug. 22, with 
the engine plant resuming output 
about a week later. 

Chevrolet’s gear and axle plant 
shut down production Aug. 5. It 
will resume work Aug. 29. 

Harrison Radiator, with plants in 
Lockport and Buffalo expects only 
“minor and sporadic” adjustments 
in its production schedules between 
now and early in September, when 
full-scale production is expected to 
be resumed. 

Ford Motor’s stamping plant al- 
ready has started production of 
stampings for 1961-model cars on 
a limited scale. Because of the 
nature of its operation, this plant 
does not schedule a full production 
shutdown but gradually shifts its 
output. Vacations pretty much take 
care of the output slowdown during 
the changeover, officials said. 


Akron Dealers Campaign 
To Get Out the Vote 


By Joe Kuebler 
Staff Correspondent 

AKRON.—An extensive program 
to help get out the vote in this 
year’s presidential election has 
been launched in Summit County 
by the Akron Automobile Dealers 
Assn, 

An effort is being made to have 
all dealers, members of their 
families and 3,300 dealership em- 
ployes registered so they will be 
eligible to vote in November, 

Names of all dealers and their 
wives were sent to the Board of 
Elections to check those that were 
not registered. The association also 
is following the same plan in the 
case of employes. 

A personal letter is sent to every 
nonregistered person with a strong 
plea that he or she register and 
exercise the right to vote in the 
coming election, E. John Lehman, 
secretary-manager, said. 

At election time, the dealers will 
extend an invitation to any eligible 
voter who does not have transpor- 
tation to the polls to call any new- 
car dealer and be provided with 
transportation to and from the 
polling places. 

Bumper stickers and transparent 
windshield and door stickers also 
will be used by the dealers and 


Dura Acquires 
West Coast Firm 


DETROIT.—Page & Page Co., 
Portland, Ore., manufacturer of 
transportation equipment, has been 
acquired by Dura Corp. 

The move, a further step in 
Dura’s announced program of di- 
versification, marks the company’s 
first entry into the field of truck 
and trailer equipment. 

Page & Page, a producer of 
heavy-duty truck and trailer sus- 
pensions, retains its identity under 
the new ownership, but will hence- 
forth be operated as a division of 
Dura. Established in 1937, the com- 
pany maintains a plant at Denver 
and a branch at Oakland, Calif., in 
addition to its main plant at Port- 
land. It is the world’s largest man- 
ufacturer of dual-axle logging 
trailers. 

Other Page & Page products in- 
clude shock-minimizing devices for 
truck transmissions, full-floating 
fifth wheels for automotive trac- 
tors, piggy-back equipment for rail- 
roads and custom trailers for the 
lumber, cement, construction, cart- 
age and over-the-road trucking in- 
dustries. 


their employes carrying this mes- 

sage, “Use Your Right to Vote.” 
“We have entered this program 

as a courtesy to all candidates,” 

Lehman explained. “Since they 
are willing to give of their time 
and money to serve this com- 
munity, we feel a strong obliga- 
tion to do our part as good citi- 
zens in extending whatever 
‘grass-roots’ help we can.” 

Lehman added that the dealers 
feel every citizen should donate 
whatever time is needed to assume 
the full privilege of being an Amer- 
ican citizens in a free democracy 
in these critical times. 

“It is our hope that our business, 
professional and labor groups will 
be encouraged to follow our ex- 
ample,” he said. 


Colorado Dealers 
Meet Aug. 21-23; 
Agenda Prepared 


BOULDER, Colo.—The Colorado 
Automobile Dealers Assn. has an- 
nounced the agenda for its 1960 
convention to be held here Aug. 
21-23. 

An “Early Bird Reception” is 
scheduled Aug. 20 for the directors, 
who meet that day, and for other 
early arrivals. 

The first day will be given over 
to committee meetings and to a 
banquet which will feature Jack 
Gage, secretary of state of Wy- 
oming, as speaker. 

Main business will be conducted 
on the second day, including the 
general convention session, officers’ 
reports, line-group meetings, re- 
ports from state officials, commit- 
tee reports and election of officers. 

James C. Moore, executive vice- 
president of the National Automo- 
bile Dealers Assn., will be the 
luncheon speaker and Walter 
Cooper, NADA first vice-president, 
will be banquet speaker. 

Special ladies programs, prize 
drawings and open houses are 
scheduled. 

Russ Lyons is chairman of the 
Convention Committee. Committee 
members include Cooper, Bill Ar- 
nold, George McCaddon, Bill Reno 
jr, Arch Warder and Clive Brad- 
ford, 


Hauth Renames Deal 
LANCASTER, Wis.—The name of 
Lancaster Motors has been changed 
to Hauth Chevrolet Buick. Emmett 
Hauth heads the firm. 
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Dealers Get Incentives .. . 


U.S. Methods Used 
On Import Sales 


(Continued from Page 1) 


import retailer on all cars he has| another way. Citroen will guar- 
in stock, regardless of his past per-| antee to buy back any unused 
formance, and on all cars he is will- rape cae in = ale ie ae 
ing to take out of dead storage. finan com 

In ott a. eninn inl bank hoiding the wholesale 








Drops Domestics 


ROCHESTER, N. Y.—Ernest R. 

losed East Ave. 

The other sales stimulator is a eee - reesieg 
bold move to reduce the price on 
a sticky item. Triumph, for in- 
stance, announced a $150 reduction 
in price on its Herald sedan. No 
changes were made in the car, such 
as on the Volvo, which was re- 
cently “stripped” and reduced in 
price. 

In the case of Triumph, only one 
model was affected, and according 
to dealers here, it was the only 
model in the new Herald line of 
which the supply was not limited, 
but customers were. 

Such an action, of course, gives 
rise to speculation about how soon 
other importers with a similar 
problem will adopt the same pol- 
icy in their attempts to find a 
workable solution to the dilemma 
of warehoused models. 

* * a 


RCHANDISING contests have 

been used with some degree of 
success, but dealer feeling toward 
them has not been much different 
in this area than in the area of 
domestics who resort to such mer- 
chandising efforts. 

No matter which approach. to 
the problem is used—reduced 
prices or dealer bonuses—the ef- 
fect on the consumer is the same. 
However, dealers report that in 
most instances the tactics have 
not resulted in a mad dash on the 
part of John Q. Public to snatch 
up the bargains. 

As one import executive said, 
“Something must be done to move 
the stocks on hand. Discounts are 
certainly cheaper than reshipping 
vehicles to other parts of the coun- 
try or the world or back to the fac- 
tory. As a matter of fact, since they 
were built to American specifica- 
tions, I guess they have to live with 
them here.” 





town Rochester and announced he 
is moving his imported-car affiliate 
to suburban Henrietta. 

DiGiovanni said high overhead 
caused him to lose about $150,000 
since the first of the year on the 
domestic deal. He added that the 
affiliate, Europa Auto Sales, Simca 
and Jaguar, “carried the Plymouth- 
Valiant line.” 























CLEVELAND. — Management as 
well as the individual must be given 
adequate incentive if the American 
free enterprise 
society is to sur- 
vive. 

This admoni- 

tion came from 
Edward N. Cole, 
Chevrolet general 
manager, in a 
speech before the 
Cleveland Rotary 
Club. 
“Today, our 
free _ enterprise 
E. N. Cole society faces 
grave dangers—both from the man- 
ifest threat of Communism and 
from internal forces which slowly 
nibble away at the economic system 
that has given our people the high- 
est standard of living ever achieved 
by man,” Cole said. 

Adequate incentive for both the 
individual and management must 
be retained, he said. 

“There must be enough incen- 
tive so that each individual is 
encouraged to make maximum 
contributions to society according 






























































* * * 
OTH to his abilities, There must also 
A*™ ER sticky problem for! be enough profit incentive for a 
importers is the increasing) company to try and build a bet- 


shortage of money for floor-plan- 
ning. 

A group discussing the problem 
recently theorized: “The big fi- 
nance companies are just not in- 
terested in floor-planning import 
Paper because there isn’t enough 
retail paper in it for them.” 

They were stuck on a solution, 
except to suggest that the finance 
companies would realize more re- 
tail paper from imports if they 
would make rates competitive 
with the rates of banks. 

However, even in such an in- 
stance they wouldn’t guarantee 
more interest in finance company 
paper simply because they believed 
that a large percentage of import 
purchases were made for cash. 

Lack of floor-planning, they said, 
penalized the dealer who attempted 
to carry a sample stock of imports. 

GMAC, in their opinion, is the 
one exception to the rule. 

“If the dealer we approach has 
a line of credit with GMAC, they 
take our cars right on their books 
without hesitation,” one said. “But 
it’s not so easy elsewhere.” 

They admitted that some banks 
are carrying wholesale paper, but 
did not seem encouraged by the 
volume of such transactions in the 
import field. 


ter mousetrap or a better house 
or a better automobile,” he said. 

“If we eliminate incentive—and 
we certainly have done some trim- 
ming already—we destroy the will- 
ingness to take risks or be different 
because the price of failure is too 
great and the reward for success 
too small,” he warned. 


Cole hailed Cleveland as one of 
the nation’s leading industrial cen- 
ters and a hub of General Motors 
production, Five GM divisions op- 
erate six plants in the Cleveland 
area, he pointed out, occupying 
more than eight million square feet 
of manufacturing space. The plants 
employ approximately 17,000 per- 
sons and the 1959 payrolls were in 
excess of $108 million. 


“Opportunities for future busi- 
ness growth and expansion in 
Cleveland are unprecedented,” Cole 
said. 

While 1960 will turn out to be a 


Wentworth Wins Trophy 


In Portland Tourney 


PORTLAND, Ore. — Charles W. 
Wentworth sr., Wentworth & Irwin, 
Inc, (Rambler-GMC), won the an- 
nual trophy at the 33rd annual golf 
tourney of the Automobile Dealers 
Assn. of Portland at the ocean- 
front golf links at Gearhart, Ore. 
Wentworth tallied a low net of 68. 

Low gross honors went to Knute 
Qvale, Riviera Motors (Volkswag- 
en), with 79. Low net foursome win- 
ners were Spike Johnson, Alton 
Alexander, Robert Greene and Dave 
Ehler, who combined to turn in a 
score of 58. 














* * * 


EVERAL solutions have natural- 
ly been advanced for this prob- 
lem, too. Fred Sessler, distributor 
for Arabella, Skoda and Amphicar, 
does his own floor-planning for 
dealers. 


Citroen meets the preblem in 





Dualled Dealer 


For Individual, Management . . . 
Cole Plugs for Incentive 



















paper, at the full price paid by 
the dealer, any time such a step 
becomes mandatory, through 
dealer failure, bankruptcy, death 
or- retirement. 

Some individual distributors have, 
in recent months, run into the 
problem of finding a line of credit 
sufficiently large to handle the 
number of cars they have commit- 
ted themselves to, or would like to 
import. 

According to one distributor: 
“The current readjustment in the 
import market is as much due to 
the availability of credit as any- 
thing else, and will continue to be 
one of the controlling factors in 
import registrations, no matter 
-how much sales reps talk about 
breaking records year after year.” 

* a * 


r HAS also become apparent in 
the past few months, that im- 
porters have begun setting more 
modest yearly projections for them- 


Plymouth-Valiant deal in down-| selves, in contrast to the almost 


unlimited import market being pro- 
jected only six months ago. 

As an official of one of the Top 
Ten importers said recently: 
“We've been officially talking 
about importing something like 
45,000 vehicles this year, and, of 
course, projecting upward from 
there every year. But I don’t 
mind telling you that I am con- 







“very good year,” it will take on 
even greater significance as “the 
gateway to what I believe will be 
the greatest decade in our history,” 
Cole declared. 

But he warned that the next dec- 
ade will see competition more in- 
tense than this country has ever 
known. 

“Whether we produce bottle 
caps or automobiles,” Cole added, 
“we must recognize that the dom- 
inant theme of the 1966s is going 
to be ‘functionalism with thrift.’ 

“To achieve our expanded mar- 
kets of the future—against increas- 
ingly tough foreign competition — 
we must learn how to produce more 
product for less mohey,” he said. 


Northwest States 


Reach Reciprocity 
On Dealer Plates 


SALEM, Ore.—The Oregon De- 
partment of Motor Vehicles has 
completed a reciprocity agreement 
on dealers’ plates between Idaho 
and Oregon, 

This agreement permits dealers’ 
plates to be used in either state for 
business and pleasure trips and de- 
livery and tow-away service on 
new vehicles still under the control 
of the dealer, but does not permit 
demonstration or solicitation in the 
other state. 

The department has also com- 
pleted an agreement covering reci- 
procity on dealers’, wreckers’, 
manufacturers’ and _ transporters’ 
plates between California, Oregon 
and Washington, 

This agreement will permit each 
state to recognize the other’s deal- 
ers’ and wreckers’ plates for busi- 
ness and pleasure trips and delivery 
and tow-away service on new ve- 
hicles under the control of the 
dealer. 

Oregon will recognize California’s 
manufacturers’ plates when used 
in this state for business and pleas- 
ure trips and delivery and tow- 
away service on new vehicles which 
are being delivered to dealers for 
resale. 

Each of the three states will rec- 
ognize the other state’s transport- 
ers’ plates when used to transport 
vehicles to a dealer which are for 
resale. 

The department said it is in the 
process of negotiating dealer reci- 
procity agreements with other 
states. 


Arnold Brothers Moves 


BOULDER, Colo.—Arnold Broth- 
ers has moved into its new Sports 
Car Center at 921 Pearl. The firm’s 
stock has been increased to include 
Porsche, Jaguar, Austin-Healey, 
Triumph, Morris and Volvo. 
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Vehicle Shipments 
Increase in Canada 


OTTAWA. — Shipments of Ca- 
nadian-made motor vehicles 
totalled 245,614 units in the first 
half of 1960, an increase from 
236,215 in the first six months of 
1959, the Bureau of Statistics re- 
ports. 

Meanwhile, shipments of ve- 
hicles imported from the United 
States were up slightly to 13,730 
units from 13,710. 

In June, shipments of Canadian- 
made vehicles were down to 38,- 
924 units from 40,520 in June, 
1959. However, there was an in- 
crease in shipments of vehicles 
imported from the U. S.—to 2,029 
from 1,824. 
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vinced our potential this year 
and for the next few years is 
more nearly in the area of 30,000 
cars a year. I might add that we 
can exist very profitably on that, 
and so can our. dealers.” 
Naturally, the Monday-morning 
quarterbacks are full of explana- 
tions for the present import dilem- 
ma. Many lay the blame to too 
many dealers, or stimulator dealers, 


the same ill that beset domestics 
five years ago. 

“Sure, they decided they would 
take a leaf from the book of the 
Americans,” this official said, “and 
set up stimulator dealers wherever 
they felt the need for them. Now 
they are reaping the harvest for 
sowing their wild seeds.” 

Many importers are beginning to 
wonder, privately, if their present 
distributor setups aren’t something 
of a luxury. The search to cut ex- 
penses at every corner has begun, 
with importers casting about for 
ways and means to cut expenses, 
then reduce prices. 

“The distributor setup across the 
country is a slice of the pie we 
can’t really afford any more,” said 
one importer. “We're giving it seri- 
ous study.” 

Such statements meet with flat, 
heated denials in other quarters, 
yet observers in top ranks have 
stated it is merely a matter of time 
before action is forced on both im- 
porters and their distributors. 

As the market becomes more and 
more competitive, officials fee] that 
lower prices are the only perma- 
nent answer. This would be par- 
ticuarly true if Detroit presented 
the import field with a competitor 
in the economy price field anytime 
in the next few years. 


















NEW CAR 
SALESMEN 


We are looking for FIRST 
CLASS sales agents to be 
our direct factory repre- 
sentatives. Our NEW AC- 
CESSORY is creating a sen- 
sation among NEW CAR 
DEALERS. Desig and 
styled by au tive 
talent in Detroit. IT IS 
QUALITY PLUS. Write or 
wire: Box 1673, c/o Auto- 
motive News, Detroit 7. 














WANTED—GENERAL SALES MANAGER 
with a thorough knowledge of all phases 
of dealership operation, Must have suf- 
ficient experience and ability to qualify 
as general manager of large operation 
within a reasonable period of time. Please 
write in complete confidence fully about 
yourself stating age, family ‘status, ex- 
perience, references, comperMMltion ex- 
pected and your present financial net 
worth, Also please include a recent snap- 
shot of yourseif, This could be your start 
of real success. Box 1682, c/o Automo- 
tive News, Detroit 7. 


SERVICE MANAGER for Buick.in South- 
ern California city of 100,000. Semi- 
desert climate, Want hard working, ex- 
perienced man to maintain our 70% plus 
absorption, Give resume and references 
with telephones, Box 1706, c/o Automo- 
tive News, Detroit 7. 


SERVICE MANAGER, must be thoroughly 
experienced in shop supervisory work, 
factory claims, ete. Chrysler, 
and imported cars. New modern shop, 
top salary plus incentives. Kaye, 
oe 949 Central Av Albany, 


















































































OFFICE MANAGER — ACCOUNTANT — 
South's largest Chevrolet dealer, operat- 
ing several dealerships in South and 
Southwest, will have opening for man 
capable of handling business management 
and daily operating controls in dealer- 
ships with annual sales over $10,000,- 
000.00. Opportunity unlimited as we offer 
good salary and incentive based on per- 
formance. Apply handwritten letter giving 
personal history and complete record of 
experience. Address: Milner Enterprises, 
Inc., 1090 Milner Building, Jackson, Mis- 
sissippi. 






















































AFTER-MARKET 
ACCESSORY 
SALES MANAGER 


wanted by manufacturer with high standing in 
industry and partially completed after-market 
line, Should knew channels of distribution and 
have ability te sign up manufacturers repre- 
sentatives and supervise their activities. Com- 
pensation commensurate with experience and 
ability. Please furnish full resume, Box 1710, 
c/e Autemetive News, Detreit 7. 




































HELP WANTED 


SALES MANAGER NEEDED—Excellent 
opportunity for man with feet on ground 
and good personality, Pontiac-Cadillac 
dual handling between 300 and 400 new 
cars annually, Dealership enjoys highest 
reputation with most modern facilities 
and under same ownership for over 30 
years. Desire man 30 to 45 years of age, 
sober and good personal habits, capable 
of training, supervising and developing 
sales force to handle increasing volume 
of business in Billings, fastest growing 
city in Montana. Must be forceful closer, 
Salary, bonus, life and health insurance, 
etc. Submit written resume of experience 
and earnings for past 15 years. All re- 
plies held in complete confidence. Write 
L. J. MacIntyre, P.O, Box 1047, Bill- 
ings, Montana. 














MANAGER OR GENERAL SALES MAN- 
AGER capable of operating a large deal- 
ership for profit. Can direct and super- 
vise large sales and service departments, 
handle advertising and business man- 
agement. If your gross profit is too low, 
and expenses too high, or if your fixed 
is too low, or have need of 18 years of 
automotive ‘‘know how,’’ I would like to 
exchange confidential information with 
you; also, will consider operating on a 
“buy out.’’ Box 1675, c/o Automotive 
News, Detroit 7. 

AUTOMOTIVE SERVICE MANAGER, ex- 
perienced, interested in a responsible po- 
sition with an aggressive, absorption- 
minded dealer requiring personnel with 
ability to think at executive or shirt- 
sleeve level, Potential based on results in 
terms of service profit, Box 1689, c/o 
Automotive News, Detroit 7. 

GENERAL OR SALES MANAGEMENT, 
preferably small town, Want small deal- 
ership that needs hard work and concen- 
trated selling effort. Have ability and 
energy, 15 years’ varied selling experi- 
ence, five years’ automobile; now with 
small dealer, Starting salary secondary 
to opportunity, Box 1704, c/o Automotive 
News, Detroit 7. 

SALES MANAGER—15 years’ 
knowledge of most phases of business, 12 
years with largest Buick dealer in U. 8. 
Salary to be adjusted after I prove my 
ability. Willing to relocate anywhere in 
U. 8. for right deal, Phone PRescott 
1-8895, St. Clair Shores, Michigan or 
write Box 1699, c/o Automotive News, 
Detroit 7. 

YOUNG MAN, 34 years old, sober, good 
health, past experience as used car sales- 
man, 2% years Ford dealer, Managed 
new and used car department for local 
Pontiac dealer 5 years, Also managed 
used car department 18 months for 
America’s largest Pontiac dealer in De- 
troit, Presently employed as used car 
manager for metropolitan Chevrolet 
dealer, Desire employment with Detroit 
dealer as manager—preference for used 
cars, Would consider moving to West 


experience, 





Coast for permanent position Box 1700, 
c/o Automotive News, Detroit 7. 

GENERAL MANAGER AVAILABLE—S8uc- 
cessful experience Ford and GM Dealer- 
ships. Exceptional high volume and profit 
record. Age 45. References and resume 
on request. Presently employed. Prefer 
metropolitan area. Box 1709, c/o Auto- 
motive News, Detroit 7. 














? Awtemetive Mews’ 


Need hard te get 
resets. 


Went Ads get 
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SALES AND MARKETING MANAGER, 
Executive level. 17 years’ successful ex- 
perience includes: 10 years’ sales experi- 
ence in T.B.A. after market, currently 
sales manager selling to major oil com- 
panies; 5 years with automobile manu- 
facturer in all phases of zone sales or- 
ganization; 2 years as auto dealer general 
sales manager. Self-starter with proven 
organizational capacity, 43 years of age, 
Wharton, U. of P. Business Administra- 
tion graduate, John L. Marsh & Co., 
Consultants to Management, 1418 Buhl 
Bldg., Detroit 26, Michigan. 


GENERAL MANAGER, SALES MAN- 
AGER ‘Big Three’’ experience proven 
background. Best of references. Box 
1676, c/o Automotive News, Detroit 7. 


DEALERSHIPS AVAILABLE 


HANDLING RAMBLER, METRO, in large 
south Jersey city, 200 new and 300 used 
per year, located on the shore, No blue 
sky, year round operation, Large show- 
room, will help finance solid buyer, must 
retire. Will sell or lease building with 
deal, will consider buy-in deal if person 
has managerial experience. Box 1644, c/o 
Automotive News, Detroit 7. 


CALIFORNIA dealership handling Chrys- 
ler, Dodge, Dodge truck, Simca, Estab- 
lished 1954, 40,000 trade center, 400 new 
and used per year, approximately $45,000 
parts and equipment, Will sell or lease 
building. Box 1693, c/o Automotive 
News, Detroit 7. 

AUTOMOBILE DEALERSHIP—three top 
imported franchises, largest selling dealer 
in fastest growing county in New Jersey. 
Excellent repair shop business, Modern 
air conditioned building on ‘‘Automobile 
Row,’’ fully equipped shop, Will lease 
or sell property, Principals only, Reason 
for selling, other interests. Box 1665, c/o 
Automotive News, Detroit 7. 


HANDLING GM-AMERICAN MOTORS 
DUAL corner location, main intersection, 
eastern Michigan. Purchase property, 
equipment, or lease. Further information 
on request, Box 1678, c/o Automotive 
News, Detroit 7. 


AGENCY HANDLING DODGE and Dart 
in a good Nebraska county seat town. 
Excellent industrial and agricultural area, 
profitable dealership doing 75% absorp- 
tion. $21,000 total, $7,500 handles, Re- 
turn investment in less than two years. 
Write Box 1686, c/o Automotive News, 
Detroit 7. 





SNOW PLOWS 
Dealerships available for trucks and 
BE 8772 


KENMORE WELDING CORP. 
1399 Military Rd., Kenmore 17, N. Y. 


jeeps. 





FOR SALE—DEALERSHIP HANDLING 
FORD. Pacific northwest, Rich commun- 
ity, city of 12,000. Owner retiring. Write 
Box 1698, c/o Automotive News, De- 
troit 7. 


FOR SALE: Garage and equipment with 
additional rental income of $225 per 
month. Former _  Chrysler-Plymouth 
agency. Corner location in a progressive 
town. Call ORange 4-3684 or write Dr. 
E. J. Haluska, 809 N. 5th Ave., Patton, 
Pennsylvania. 


DEALERSHIPS AVAILABLE 


ITS NEW 






TWO-DOOR SEDAN, $1575.* 
*Suggested Retail P.O.E. N. Y. 


dealers. Selected dealer territories 
available. 


write or call: 















5069 Broadway, N. Y. 


Los Angeles, Calif. 





OLD 





It isn't floor-planning unless 


SKODA 


FLOOR-PLANNING! 


Engineered to specific dealer needs . . . Designed to help you 
move Skoda in multiples . . . The new Skoda wholesale finance 
plan has as many profit-making advantages as Skoda itself: 


SOFT-TOP CONVERTIBLE, $1995.* 
HARD-TOP CONVERTIBLE, $2150.* 


Wholesale financing available te qualified 


For complete franchise information 


AMSKO DISTRIBUTORS 


Importers and Distributors, East Coast 
Willy Witkin, 2400 W. Washington Bivd., 


Importers and Distributors, West Coast 
DUBLIN AUTO SALES, Murray, Kentucky 
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DEALERSHIPS AVAILABLE 


DEALERSHIP PAST i3 YEARS handling 


DeSoto-Plymouth-V a liant in southern 
Oregon, established business, excellent 
location in growing community, Spacious 
showroom and office, modern service parts 
and used car operation, No real estate 
investment, Will sell parts and equip- 
ment; lease can be arranged on building. 
George R. Hall, Hall-Miller Motors, 109 


8. E. ‘‘M’’ Street, Grants Pass, Oregon. 
DEALERSH. HANDLING FORD with 
600 new planning potential, located 


in industrial city of 75,000 in Chicago 
area, Outright sale or partnership oppor- 
tunity for capable operator. Factory ap- 
proval required. Write Box 1701, c/o Au- 
tomotive News, Detroit 7. 


WALK-IN OPPORTUNITY, Profitable deal- 


ership handling top import line, Southern 
industrial city 75,000 population near ex- 
cellent hunting and fishing, 400 new car 
potential, Excellent facility, approved for 
additional ‘‘Big Three’’ line, Small in- 
vestment. Box 1702, c/o Automotive 
News, Detroit 7. 


ESTABLISHED DEALER handling 
Triumph, Borgward, Prinz, BMW, Toyo- 
pet and Volvo in Las Vegas, Nevada. 
Used car location and operation excellent 
for many years, Parts, accessories, fix- 
tures and” leasehold improvements at 
book value, Owners have other interests. 
Write Leo Lynn, 2000 Las Vegas Bivd. 
South, Las Vegas, Nevada. 


DEALERSHIP HANDLING FORD — fast 


growing suburban area in New Jersey. 
Excellent service facilities and display 
area, busy highway location, Will lease 
or sell property, Have other interests. 
Box 1707, c/o Automotive News, De- 
troit 7. 


FOR SALE—Oklahoma agency handling 


Ford, completely equipped office, shop 
and body shop. Sales in 1959, 145 new 
units. Ideally situated geographically. 
Low rental’ on lease basis, Due to ill 
health, dealership priced far below value. 
Shop equ ent plus inventory $16,500— 
will acce $7,500 down, Low interest 


approval necessary. Box 1708, c/o Auto- 
motive News, Detroit 7. 


DEALERSHIPS WANTED 


WILL PAY TOP CASH PRICE for Gen- 


eral Motors, Ford or Chrysler dealership 
with 500 or more new car sales poten- 
tial. Have excellent operating experience 
and record of very successfully and prof- 
itably managing a 2,000 new car dealer- 
ship, and can assure factofy approval. 
Please reply in confidence to Box 1681, 
c/o Automotive News, Detroit 7. 


FLORIDA—either coast, Top cash price, 


factory approved, Can act immediately. 
Box 1694, c/o Automotive News, De- 
troit 7. au 


YOUNG MAN (47), with twenty years as 


a Chrysler product dealer, wishes to 
buy-in or buy-out a going dealership 
with a 200 to 300 car potential, Since 


type of community important to family, 
would invest only after participating in 
active management for short (year) pe- 
riod on a straight salary basis, Would 
furnish immediate financial and character 
references of good faith, Box 1705, c/o 
Automotive News, Detroit 7. 


$100.00 REWARD — 1959 Ford L.W.B. 


F-100 Styleside pickup. Motor number 
F10J9K22747, Color white, Last known 
tag 1959 Kansas LB- T3032, Man known 
as Norman J. Walsh, driver, works as 
a carpenter, Notify McKinney Motor Co., 
Oswego, Kansas. 





SKODA 


@ out-weighs, 
out-features, 
out-performs any 
car costing 
hundreds more. 










@ wraps up profits 
(above domestic 
averages), 


@ minimum investment 
. complete 
service program, 


@ powerful advertis- 
ing and promotion 
at national, trade 
and dealer levels. 


ATTENTION 1960 




















po-c- ror  - 
















CAR RECOVERY 


$100.00 REWARD—1957 Olds 88 four-door 


hardtop, serial No, 577M08260, color 
green. Had Michigan dealer license 
131-29, Man gave name of Mr. Young. 
Call collect: Orrin B. Hayes, Inc., Kala- 
mazoo, Michigan, Fireside 5-0167, 


$100.00 REWARD information leading to 


recovery 1960 Ford 4-door station wagon, 
white, red interior, Serial No, OU6sW 
117430, Kentucky license No, 237-613, 
driven by man known as W. C. (Bill) 
Myrick, Call collect: Harold Reeves, 
Reeves Motor Co., Ford dealer, Albany, 
Kentucky. 


DEALER SERVICES 





TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power" booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ae 


Detroit 27, Michigan 
3.6445 








MILITARY ACCEPTANCE 


WILL HELP YOU SELL MORE 


MILITARY PERSONNEL 


* Worldwide financing and refinancing up 


to 36 months . . . for officers and non- 
coms of pay grades E5 and above... 
on simplified, non-recourse basis. 


* Cars may be ‘taken overseas without re- 


financing. 


Military Acceptance Corp. 


Dept. D, P. O. Box 2166, 800 Broadway 
San Antonio, Texas—CApitol 5-6756 





CARS WANTED 


MINT EL DORADO convertibles, motor- 


cycles, anywhere. Ben Robertson, Mans- 
field, La. 


CARS FOR SALE 


IMPERIAL BUYERS: 


LeBaron 4-door hardtop, black; Crown 


2-door hardtop, cedar green; LeBaron 
4-door hardtop, midnight blue; Crown 
4-door hardtop, glacier blue; Custom 
2-door hardtop, glacier blue; Custom 


4-door sedan, powdered bronze; Custom 
4-door hardtop, dawn mauve; Crown 2- 
door hardtop, powdered bronze; LeBaron 
4-door sedan, black. We will sell at in- 
voice, These are all brand new 1960 Im- 
perials. Economy Motors, 75 McCartney 
Road, Campbell, Ohio. Phone: RI 4-1161. 














Ample Supply of 


CLEAN 
USED 


CARS 
1960 - 1959 - 1958 


MOST MAKES 


CURRY 


CHEVROLET 


B'way & 133rd St., N. Y. C. 
Ed Hogan AD 4-6000 

















1960 
VOLKSWAGENS 


Immediate Delivery 
Fully Americanized 


MINIATURE VEHICLE 
LEASING CORP. 


NEW YORK 
Whitehall 3-7390 











Taking orders now, for 


1960 - 1961 
FULLY AMERICANIZED 


VOLKSWAGENS 


Wholesale to the trade. Shipped 
direct from Germany to your 
nearest port of entry. 


Write Box 1703, 
c/o Automotive News, Detroit 7 
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CARS FOR SALE 


VOLKSWAGENS 


Immediate delivery—All colors—All types 


All Commerce & Trading Corp. 
120 Wall St. New York 5, N. Y. 
BOwling Green 9-0636 TWX-NY 1-121! 












No Other Tow Bar 
Measures Up To 


The SUPERIOR 
BLUE ® CHIP 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 
LEADS IN SALES... 
VALUE AND... 
PERFORMANCE 













PARTS FOR SALE 


LLOYD PARTS for all models, U. 8.’s old- 
est authorized Lioyd importer, If car is 
down, we ship same day, Foreign Cars 
Corporation, 1812 So. Andrews Ave., 
Fort Lauderdale, Florida, JA 2-9942. 


LLOYD PARTS—complete stock, Prompt 
shipment, Greene County Motors, Cat- 
skill, New York, Phone: 2000. 


CHEVROLET PARTS, antique or classic. 
Louls Chevrolet, Box 51, Thompsonville, 
Connecticut. 

PRINZ AND SPORT PRINZ (NSU) parts 
and accessories, Contact your nearest 
distributor or sole U. 8, ‘mporter: Fadex 
Commercial Corp., National Parts Cen- 
ter, 421 East 9ist St., New York 28, 
New York, TRafalgar 6-7010. 





















COMPLETE $250,000 INVENTORY of Dealers Net with 4 35 
Chevrolet parts, perpetually controlled. Standard 2 Large $52 
Fuller-White Chevrolet, Tulsa, Games 









Federal Excise Tax Included 


® 
THE FAMOUS 


MOTO-MATIC 
TOW . GUIDE 


With Universal 
Swivel Action 
Four Clamp Hook-Up 


Dealers’ List F.0.B. Factory ........ 
Dealers’ Speded Geneva Discount 25%... 


Dealers 
Standard 
Adapter 
Federal Excise Tax Included 


* 
‘""ON THE BALL" 


TOW-PILOT 


Cadalloysteel Coupler 


Dealers’ List F.O.B. 
Dealers’ Special Discount 











e PARTS - 


HANSA 


Goliath @ Express 
HANSA CORPORATION 


Master Parts Depot 


Western Distributor 


1326 Marsten Rd. 


Burlingame, Calif. 
Di. 2-6358 






























with 4 
s 2 Large 










Old Pontiac Parts 


FOR SALE 


1937 - 1954 
Will Sell Below Wholesale 


HADDAD'S MOTOR 


SALES, INC. 
55 West Street, Pittsfield, Mass. 
Telephone: Hillcrest 5-4535 









Federal Excise Tax Included 


Substantial Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Depts 
“Leaders in the Industry 
since 1939" 














TRUCKS WANTED 


1955 to 1959 Ford, Chevrolet—2-ton and 
heavier. Blevins Motors, Franklin, Louisi- 
ana. 






MISCELLANEOUS 
















Special Introductory Offer 


The NEW ‘= 
ROADKING ONLY 


Standard Foor Point Hookup 









IDEAS 
SPREAD A FAVORABLE IMAGE — sell 








with R $3950 advantages o; doing business with your 
Univer Wrist iusen’ be Bar firm with uewsy newspaper colum I 
write for you weekly, Write Edward 

j Fiske Co., 2 Depot Plaza, White Plains, 

Tow Bar Sales Co. || vr. 

Exclusive Factory Distributors 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 SEE PAGE 28 
Call Collect 205 focc0 orders for the nation's 






40 So. Clinton St., Chicago 6, Ill. TOP AUTO AUCTIONS 








New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [1] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 


Wins cave osdeliese ocek sen edesseeesesne an bewteeasen oer'on dkve eh coales 

Street Address....... cosnkeenecdwe secéecesacecdccande csae wean sean 

COP ivcccceess covoccvcccsoveceapesoesseabepnbes Ss ken tee ces cheba 
TRADE CONNECTION: 

Car Dealer [] Truck Dealer [] Manufacturer [] 


Jobber [] Insurance [(] Financial [1] Supplier C] 


Mate OF Gar. cccnccccccesenscecccesscoctececosscéns OQecevatscecidace 
8-8-60 





Watch this con man at work! Will he fool the experts at Colossal Motor 
Car Co.? Will he revolutionize car design? See for yourself on 


The United States Steel Hour, August 10. 


24 million people will see this commercial. It’s part of U. S. Steel's exciting 
national promotion designed to enhance the public’s long-standing pref- 
erence for steel in today’s automobiles, and to help you sell more cars. 
The campaign will say that nothing tops steel for style, stamina and 
quality. With network TV, national magazines like Look and The Sat- 
urday Evening Post, and billboards coast to coast, U. S. Steel is telling 
millions of motorists that cars are better because they’re made of today’s 


modern steels. 








Be sure to see 


u this commercial 
KI Aug. 10 on the 


U. S. Stee! Hour 


It will entertain you and 
23,999,999 other viewers. And 
itwill help you sell more cars 
of modern steel. Check local 
listings for time and channel. 


Sell it sells for you 
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